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MILLING CUTTERS 


Threadwell’s 
complete line 
gives you 
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THREADWELL TAP & DIE CO. sale) a = profit per order. 
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” Precision bronze liner, replaceable without 
removing shaft or bearing base. 


ANNOUNCING A NEW IDEA 
IN BRONZE BUSHED BEARINGS 
-eeA PRECISION LINER THAT 
IS REPLACEABLE ON THE JOB! 


'2]) Rugged semisteel housing to withstand heavy 
shock loads. (Ductile iron or steel to order.) 


® Bottom of base machined for perfect align- 
ment; close tolerance held to center of bore. 


(4) Brass spool locks both halves of bronze liner 
—prevents lateral movement and rotation. No 
pins, no screws. (Patent applied for.) 


5] Tongue-and-groove joint in 4-bolt base sizes 
(fitted bolts in smaller sizes) prevents bearing 
cap from shifting. 


© Bearing ends are machined to take thrust. 


7) Grease groove provides for proper distribution 
of lubricant. 


8) Stock liners machined from cast cylinders of 
high grade leaded bronze alloy. Special alloys 
for higher temperatures furnished on order. 














Now! Pop out the Old...Wring in the New! 


This new idea in quality bronze bushed bear- 
ings for heavy loads, high temperatures and 
corrosive conditions minimizes loss of down- 
time and hard work of replacing liners. Sim- 
ply relieve shaft pressure, remove the old 


liner and roll in the new. No premium prices. 
Again Dodge Distributors have a new bear- 
ing to offer—and replacement liners, too. 
Dodge Manufacturing Corporation 
500 Union Street, Mishawaka, Indiana 


SPLIT BRONZE BUSHED JOURNAL == 
BEARINGS — 11546” to 2154” > 


of Mishawaka, Ind. 


RIGID BRONZE BUSHED 
PILLOW BLOCKS — 37,” to 8” 


THE TRANSMISSIONEER is featured in Dodge 
advertisements, which appear in leading pub- 
lications. Prospects are directed to “call your 
local Dodge Distributor” for information and 
assistance on new cost-saving developments in 
power transmission machinery 


ANGLE BRONZE BUSHED PILLOW 
BLOCKS — 1'5¢” to 8” 
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4 Time Saving Guide to the Contents of This Issue 





A LOOK AT THE NEW LOOK 60 


ID’s “new look”, inaugurated in this issue, means new design for faster, easier 
reading; new organization for quicker location of features; new emphasis on 
useful, profit-making information on major trends and developments. Among 
the “new look” features: dramatic, story-telling photos; top quality art work; 
effective use of white space; modern type faces; functional organization of 
departments on colored stock; a new “trends and prospects” section. 


ACQUIRE OR BE ACQUIRED 66 


In acquiring five distributor firms in the course of a diversification program, 
White Sewing Machine Corp. executives have come to the conclusion that too 
many distributors are jeopardizing their businesses’ future by making no pro- 
vision for succession management. They also believe there must be consolida- 
tions to reduce profit-killing price-cutting in many overcrowded markets. 


CSIDA HOLDS ANNUAL CONVENTION 68 


“Cooperation Creates Confidence” was the theme of the 28th Annual Conven- 
tion of the CSIDA, held in Chicago and attended by more than 700 distributors 
and manufacturers. Convention highlights included contact booth sessions and 
talks by Don Price, Norton Co.; George Needham, Biggs Pump and Supply. 
Inc., and Walter Crowder, INDUSTRIAL DistTRIBUTION magazine. 


GEORGE FIX: GLOBE-TROTTING DISTRIBUTOR 70 


Owner of Dallas power transmission firm has carved out a second career for 
himself as movie-maker and travel lecturer. Travel urge has taken him to more 
than 100 foreign lands in search of exotic scenes, and travelogues have been 
shown to 55,000 people in Southwest. At same time George J. Fix Co. has 
prospered, thanks to early policy of delegating responsibility to younger men. 
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PROBING THE PROBLEM OF THE SPECIALIST 72 


Readers give their views on ID case-round table from November issue which 
brought to light the question: Should a small firm hire specialist salesmen? 
Consensus is that “Southeast Tool” cannot afford the extra salaries, ought to 
concentrate instead on better training of its men to sell all lines. 


WHAT TO DO ABOUT REQUESTS FOR FAVORS? 74 


ID’s salesman’s case spotlights the problem of an outside salesman with a 


buyer who demands non-stock items for his personal use. These “nuisance” 
orders grow larger every year, and collection problems complicate the deal. 


ADVERTISING AND PROMOTION SURVEY 75 


According to a survey by ID of distributors’ advertising and sales promotion, 
the majority of distributors still do not budget expense for this function, nor 
do any but the largest distributors have anything resembling an advertising de- 
partment. Distributors generally find their catalog, direct mail, and telephone 
directory advertising to be the most effective, and more and more they are 
turning to clinics and demonstrations as a means of promoting sales. Usual 
complaints about manufacturers’ literature—no room for imprints, emotional 
copy, not enough application material, greater need for coordination. 


OTHER FEATURES 


Ideas and Opinions Price: Index 
Trends and Prospects : Business Outlook 
Industry Statistics Editorial 


Supply Sales Trend : ID New;.ndex 


CAN YOUR BUSINESS SURVIVE YOU? 


What will happen to your business when you—the owner—are no longer in 
the picture? “Businessmen must plan for death as well as for life,” says a 
prominent legal authority. Have you planned for the survival of your busi- 
ness—or will it become the hapless victim of litigation, or of piecemeal dis- 
memberment to satisfy demanding death charges and taxes? Look for this article, 
prepared with the assistance of legal authorities, in the February issue. 
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MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEHE-ATWOOD solves them! 


When you stock and sell V-Belts, you want to be able to 


offer your customers full-rated power transmission and long, 
trouble-free life. Power Drive problems vary from industry 
to industry and machine to machine, whether OEM or re- 
placement. Durkee-Atwood meets any V-Belt needs with 
the right belt, a belt made with the newest high tenacity 
fibres, carefully engineered and thoroughly tested for perform- 
ance. Durkee-Atwood distributors benefit from a complete 
line and from the thorough drive design assistance provided 


Industry’s most 
complete 


V-Belt Line 


DA 358 V-Belts «+ DA 
Positive Drive Belts « Red 
Shield Multiple V-Belts 
Variable Speed Belts 
Steel Cable V-Belts 
Double V-Belts « FHP V- 
Belts « Open End V-Belt- 
ing ailroad Belting 


them and their customers . . . For quality, profits and cus- Sturdy-Link Belting. 


tomer satisfaction, look to Durkee-Atwood. 


Look for the [DA On Your V - Belts 


eventr 
arwooe- 


ye : 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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The word’s out—in publications that your customers Use Nicholson or Black Diamond blades to open 
read—that Nicholson and Black Diamond blades are doors, to open sales calls... to identify yourself as a 
top quality in a full line. Sales are up and these blue chip supplier. You'll enjoy new and repeat busi- 
blades are getting new and repeat industrial busi- ness with the buy word—the last word—in hacksaw 
ness from coast to coast, and from border to border. and band saw blades: Nicholson or Black Diamond. 


so, N I Cc Hi Oo LS Oo N a NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


0.5. & 
FILES *« ROTARY BURS + HACKSAW AND BAND SAW BLADES + GROUND FLAT STOCK «+ INDUSTRIAL HAMMERS 
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IDEAS AND OPINIONS 


Current Thinking on Business Problems 





Age & Motivation 


Any industrial distributor employing 
older salesmen might be heartened by 
what an executive told a meeting of 
the National 
Board recently. 


Industrial Conference 
“Motivating older salesmen in any 
Holtze, vice- 
Cleaver-Brooks Co.. 


company,” said H. F. 
president of 
boiler and water heater maker, “is 
one of the most delicate and complex 
problems facing industry today.” 
Holtz feels that, for the 
reasor that the U.S. work force is 


obvious 


destined to become older as people 
live longer, the problem of motivat- 
ing the older salesman is going to be- 
come more prevalent. 

According to Holtz, his company 
first listed the older salesman’s char- 
acteristics preparatory to adopting a 
new “self-motivation” program: 

1. The older man seems to prefer 
caring for his own garden (his long- 
established, friendly accounts) to 
planting new seeds. But what hap- 
pens if those veteran customers pass 
out of the picture? How would they 
be replaced if the salesman tries to 
get new business today with methods 
10 years old? 

2. Because he has sold many units 
and knows the product well, the 


veteran salesman is inclined to as- 
sume the customer knows as much as 
he. The veteran will skim over the 
explanation of a point that’s really 
basic. Unlike the old customer, the 
new one wants to know—and should 
know—about every screw and eye in 
the product. 


3. It’s 


salesmen in new selling techniques. 


hard to interest veteran 
They'll scan the sales bulletin, pass 
it on to junior salesmen, and dismiss 
it without giving it much thought. 
Cleaver-Brooks set up a training 
program for older salesmen that took 
note of these characteristics. Devoted 
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50% to product education and 50% 
to teaching sales techniques, its main 
objective was to make the older sales- 
man “feel he is needed and is con- 
tributing to the success of his com- 
pany both in thoughts and ideas as 
well as in sales orders.” 


New Thoughts on Inventory 
One of ID’s sister magazines, Me- 


Graw-Hill’s 


ports that an evolutionary change has 


Purchasing Week, re- 


swept through business thinking on 
Quoting 
the managing director of the Depart- 


inventory in recent years. 


ment of Commerce’s “Survey of Cur- 
PW that 


throughout business a far lower ratio 


rent Business,” relates 
of inventory to sales is beginning to 
prevail. 

Why? Two reasons: greater pro- 
ductive capacity has eliminated fears 
of shortages, and speedier informa- 
tion due to electronic data processing 
systems. 

The self-same influences have been 
at work on inventories of industrial 
Addi- 


tionally, distributors’ customers are 


distributors, we might note. 


tending more and more to hand-to- 
mouth and contract buying to lighten 
their own inventory commitments (as 
reported over the last three or four 
vears by ID’s Annual Survey—next 
one coming up in March). 


Expertise on the Expert 


Irony of our times . . . No sooner do 
we give people in business and else- 
where the chance and resources to 
specialize in some field of knowledge 
and become passably expert, than the 
critics let fly. The New York Herald- 
Tribune’s John Crosby, 
gives the back of his hand to experts: 
“A man with a college degree. a small- 


columnist, 


paying official job, and lots of spare 
time on his hands who can be hired 
by almost anyone to expertize 
safely.” 

And in Dun’s Review & Modern 
Industry, Inland Steel’s former presi- 
Clarence B. Randall, decries 


stuff eager 


dent, 
tendency to 
specialized slots 


business’ 
young men _ into 
while running short of top managers 
with “breadth of vision.” “In well- 
managed companies a young man’s 
traditional key to advancement is so 
conspicuously to fill his job to over- 
flowing with enthusiasm and ability 
that all the supervisors who see him 
take notice and begin to vie with 
each other for the chance to promote 
him. Unhappily, also the converse 
is true. In some companies the most 
tragic mistake a young man can mak 
is to do his job brilliantly, for then 
he is promptly marked down as indis- 
pensable and irrevocably locked in. 
Callous and negligent management 
permits him to live out his whole life 
confined involuntarily in one narrow 
eroove.” 


Generalists, anyone? 


On the Credit Side 


Among the benefits PA’s derive as a 
result of buying from distributors. 
says distributor John C. Pye, Pye- 
Barker Supply Co., Atlanta, in an 
article appearing in a number of pur- 
chasing magazines, is credit. “Indus- 
trial distributors finance their pur- 
chasing agent customers on more 
than 75% of their sales to them. This 


and 


acrimonious 


extended 
directly, without the 
gibble-gabble of creditor middlemen 


credit is readily 


hovering over both firms, and without 
requests to pay cash on receipt of in- 


voice or buy on COD terms. . . It is 


” 


founded on mutual need 


continued on page 8 
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SOCKET SCREW Em 


PRODUCTS 


Quality is something you can 
sell with confidence when 
you're selling Blue Devil 
Socket Screw Products. With 
this complete socket line, you 
enjoy maximum customer 
confidence and you never 
have to worry about factory 
service or delivery. Better get 
the details right away! 


NOW ... SPLINE HEAD SET SCREWS in sizes No. 4 to {” diameter. 
Minimum quantity 5,000. 
Sold Only Through Authorized Industrial Distributors 


Member ASMMA 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES + DETROIT +» NEW HAVEN +» NEW YORK CITY 
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Management Directions 


The recent winter annual meeting of 
the American Society of Mechanical 
Engineers turned over in its collec- 
tive mind the topic of “management” 
and its direction—or misdirection. 

Providing mental fodder for the 
group were three of the best-known 
figures in management study—Peter 
F. Drucker, New York University 
professor and author of “The Man- 
agement Revolution;” Lillian Gil- 
breth, pioneer in the management 
field (remember “Cheaper by the 
Dozen?”—she was the mother, and 
also helpmeet to her famous hus- 
band); A. M. Lederer, president of 
Lederer & Co.; Harold F. Smiddy, 
vice-president, General Electric Co.; 
and Lyman Urwick, internationally- 
known business consultant, London. 

Many of the speakers seemed to 
differ with one another on both the 
theory and practice of managing 
people and products. 

The philosophy of managing “is 
the search for wisdom to understand 
Man, the individual, in relation to 
his surroundings, the universe, and 
to manage according to that per- 
ceived truth,” said Lederer. 

Urwick scored the blind use of in- 
dividual and social psychology in 
erecting a so-called “science of man- 
agement.” 

Most of the speakers agreed on a 
few things, however, including the 
growing importance of automation 
and computers as an aid to more ef- 
ficient management and the fact that 
management, in spite of claims made 
for it, is a long way from being a true 
science. 

But our main purpose in referring 
to this session at all is to recommend 
to you a slim brainy volume called 
“Pattern of Management.” written by 
the above-mentioned Urwick. If you 
want something that slices through 
some of the unalloyed nonsense on 
“management science” pouring from 
the presses these days. you'll find it 


continued on page 14 
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To rneet the challenge of the 60s 


UF KIN 


new leader in precision too/s/ 


“For exclusive features like this, you want Lufkin!” 


Take this Lufkin Mike Hole Gage. 


It lets customers mike right down to the bottom of 


blind holes. The unique contact points make this 
possible. It’s also engineered to detect geometric error 
in out-of-round holes down to .0001"’. The big-barreled 
head puts extra space between graduations for easier, 


more accurate readings. 


« 


a a 
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Lufkin precision tools are loaded with exclusive 
features that make them easier to sell. And Lufkin is 
the complete line for volume business! 

Switch your customers to Lufkin—the new leader in 
precision tools—and give ’em that “something extra.” 
You'll bring in extra profits from more 


repeat sales. Lurxin, Saginaw, Michigan. 





A PROVEN sucess ¥ HJR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Series “23” 
FAIRBANKS “LOCKWELD” CASTERS 
Without A King-Pin 
Give You An Exclusive Door Opener 


You will ring-up steady repeat 
caster sales by making the “LOCK- 
WELD” Steel Casters your sales 
leader this month. Two patented 
construction features provide an 
exclusive sales presentation for you: 
Unique “LOCKWELD” construc- 
tion has eliminated the king-pin, 
the major cause of caster failures; 
spherical leg design disperses shocks 
and overloads over a greater portion 
of ball race. Combined, these two 
features, available in both single 
and double ball race swivel casters, 
give you an outstanding, proven, 
sales leader and your customers 
stronger, easier swiveling, longer 
lasting casters. 

The “LOCKWELD” Casters are but 
part of Fairbanks line of industrial 
casters and wheels made to give 
your customers easier and more eco- 
nomical materials handling and 
satisfaction that will bring them 
back to you. 


BUILDING 


Ui 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


a ider, plus 


Fig. 0832 
DARTS 
Greatest Name in Unions — 
Build Sales And Profits For You 


Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 

Two bronze to bronze seats ground 

to a true ball and socket joint — 

Practically indestructible malle- 

able iron bodies — 

Drip tight joints made time and 

again without jamming — 

Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
your business on a solid foundation 
by making Dart Unions your Sales 
Leader this month. 


THE BRANCH OFFICES 
eligetelal¢ ae 
COMPANY J 
EXECUTIVE OFFICE 
ves @ Dart Ur Casters © Trucks © Wheel: FACTORIES 


iT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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MARVEL sks 


MORE THAN EVER 
Advertising To Help You Sell 


Should be 


YOUR 
FIRST 
CHOICE 


This is no time for “second-best” performance from 
your hack sawing machines. Today, every cut you make on 
a hack saw should be done as quickly, accurately, and econom- 


ically as possible. 


The blades you use can often mean the difference between mediocre work 
and top performance from your hack sawing machines. Here are 3 big 
advantages unbreakable MARVEL High-Speed-Edge Hack Saw Blades 
can bring to your cutting-off operations: 


1 HIGHER PRODUCTION... 

MARVEL High-Speed-Edge Blades are shatterproof and 
can be worked harder and faster than any other blade. They 
will withstand the highest speeds and heaviest feeds attain- 
able on any hack sawing machine with complete safety. 
Machine operators working with MARVEL Blades naturally 
apply greater tensions, feeds, and speeds because they 
know they are safe from personal injury accidents. The 
result is faster cutting-off. 


ZS GREATER ACCURACY... 
MARVEL Blades can be safely tensioned from 200% to 


300% more taut than ordinary blades. Higher blade tensions 
produce greater rigidity of the high-speed-steel cutting 
edge, resulting in maximum attainable accuracy of cut-off 
blanks. 


3 LONGER BLADE LIFE... 


Each MARVEL High-Speed-Edge Hack Saw Blade is triple 
tempered to assure maximum toughness of the cutting 
edge. MARVEL Blades not only give you longer life, they 
assure a more efficient cutting life and lower blade costs. 


Why gamble? Demand MARVEL Blades by name, and 
be sure you’re getting the best blades on the market. 
Leading Industrial Distributors have them in stock. 


Write for the new MARVEL Cutting Tool 
Bulletin and the name of your nearest 
MARVEL Distributor. 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. + CHICAGO 39, ILLINOIS 
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BALL VALVE 





New Top-Entry Ball Valve 


| Hele ptol-v=)c-10 MR pt ie Mae Cob teley lod me Mb bel <-yolel-)teel-)aeiblodita mmmmE-T-)b cred ble seb bele, 
ball seals against both seats .. . long-lasting resilient seats for tight 
shutoff... straight-through flow ... quarter-turn operation... 
top entry for easy maintenance... 


sLoleiam —jiclo[-1-j am @) olololateialis am ialet- me ial- Me ot-laalelsl- me a @1.10] 0) 


Here's anew quality valve destined to By running a test in actual service 
{od d-Mtt-Mh o) lo Col-Medleselet-s(o(-AO@)-lt IB tel ola your customers and prospective 
Toso cele selol- Mame tols MB beMBcolootel tele tele ME -te ace customers can see for themselves the 
ings. Introduce it to your customers. superior performance of the Lunken- 
Demonstrate its superior features. heimer Ball Valve. The Lunkenheimer 


Compare it with any other ball valve. Co., Cincinnati 14, Ohio. 













GREATEST NAMES AMONG INDUSTRIAL DISTRIBUTORS SELL THE ONE GREAT NAME IN VALVES 
® BRONZE 


© IRON 


NAME IN VALVES Ja 


PVC 
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wheels, pulleys, etc. in Urwick’s book. If you're interested 
quickly and easily in coming in contact with a literate, 


sophisticated mind instead of plug- 


with ging your ears to the cacophony of 
see 


the phony management consultant 











boys, you'll do so in “Pattern of 


OTC HYDRAULIC wes ; 


It's published by University 


“PUSH-PULLERS” | winter 


Moonlight & Wages 


ct ie, As this is being written, what the 


- 








Cc - = New York “Daily News” calls “Ken- 


~~ nedy’s Keystone Kops” are skirmish- 
YJ 


ing with the commissioner over the 


issue of “moonlighting’—whether 
OTC hydraulic ‘‘push-puller’’ with 
attachment removes gear and bear- . 
ing quickly and without damage. ment his weekly wage with outside 
Push-puller (with legs threaded into “ ' 
a pulling attachment) is like a port. 
able shop press ‘ on his regular pay. 


But moonlighting as an issue has. 


CUT MAINTENANCE COSTS AND we discover, become national in scope. 
MACHINE “DOWNTIME.” SAVE PARTS! The American Management Associa- 


OTC hydraulic “push-pullers” with at- 
tachments handle hundreds of tough, 
complicated pulling and installing jobs ascribable to the shortening work 
quickly, easily and without damage to 
parts : . ne . 
Tick daca Siicaaiiiatast Lae aii According to Alan C. Filley, writ- 


parts by having the ng in your ing in the AMA’s “Personnel” maga- 
, - 4 shop to handle every job. Complete. . 
es prison oa a lees versatile maintenance sets ae in zine, 

; 1742, 30, 50 and 100-ton capacities. that the trend to moonlighting (or 


extend through the assembly, connect r : 
in tains, widens They pay for themselves in time saved 


‘tis nobler for a policeman to aug- 


employment, or support his family 


tion finds that its a phenomenon 


w“ eek ° 


there’s no reason to suppose 


taking a second job) has reached its 
limit. 

He reports that at our present rate 
of productivity, a four-day week at 
what is now five days’ pay will prob- 
ably become the general rule in 

wi ae ’ ment! x about 10 years. It might come even 
= | | sooner if U.S. industry raises its 
large tapered roller bearing cone be- 4 Two leg connectors (female threaded productivity. 
ing removed by 50-ton OTC “push- adapters) join extra puller legs which The need for additional income, re- 
aa anaes Sy en pulling attachment te pull sulting from the increase in the size 
Help your customers solve their maintenance problems. Sell OTC. of American families and the drive 

Distributorships open in some states. 


etEARe OWAT NN T reason stressed by workers in taking 

. ” secondary jobs. It has also hypothe- 
7 v 373 CEDAR STREET OWATONNA, MINNESOTA sized that many men become moon- 
lighters because their wives can’t or 


for a higher scale of living, is the 


won't work. Available evidence sug- 
gests that this may indeed hold true 
where the wife is under 36; however. 
among middle-aged or older couples, 





continued on page 18 
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ARE PROFITABLE TO SELL 


T a. MIALCK.LLIIN’ wHeets 
S, 
‘ i BECAUSE THEY'RE 


PROFITABLE TO USE! 


With Macklin’s broad line and brand 


preference, you can offer your customer a complete 





line of ‘Wheels of Profit’. Practically every 
plant you call on is a prospect. 

Because dependable wheel performance 

is a part of every Macklin wheel, your customers 
enjoy improved production, and you can 
expect outstanding repeat potential. 

IT WILL PAY YOU to make Macklin your 
source for bonded abrasive products. 


Please write for detailed information. 





. 
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CONGRATULATIONS 


INDUSTRIAL DISTRIBUTION f 


th 
ON THEIR 5O ANNIVERSARY 


you have lead the field in providing effective aid to the indus- 
trial distributors of America. 


W. O. Barnes Co., Inc. wishes to extend congratulations for a 
job well done and sincere best wishes for accomplishments to 
come as... INDUSTRIAL DISTRIBUTION 


LOOKS TO THE FUTURE! 





w. o. BARNES co., inc. 


“Saw Blade Specialists for over 40 years”’ 


LOOKS TO THE FUTURE, too! 


American industry now, as always, deserves the very best from its suppliers | 
Wetcmlaleltriaull mel ipuleltinees 


Barnes Distributors have just that to offer ... the very best in band, hand. and | 
power hack saw blades. 

Barnes Distributors receive dynamic sales assistance from fully-qualified, factory- 
trained Sales Engineers. Profitable repeat orders from satisfied industrial custo 
mers are an established fact. This means maximum distributor profit at the lowest 
possible sales cost. 

The future growth of Barnes Distributor sales and profits is insured by Barnes 
Sales Policy of selective distribution and the sound working relationship between 
distributor and factory. 

The W. O. Barnes Co. policy of constant research to keep abreast and ahead of all 
technological developments in the field of metalcutting is positive assurance for 
the Barnes Distributor that his line is “‘out in front’”’...now, AND IN THE FUTURE 





Yom — 7: V4) | hereto Mn [om a’ 


1297 TERMINAL AVENUE DETROIT 14, MICHIGAN WS 
>» é 


<Ganies> 


Barnes-Distributor teamwork means quality products . . . 
available locally at lowest possible cost. 
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y, 
How 


To keep pace with today’s higher costs for replace- 
ments and to protect expensive current investments 
industry must call upon reliable maintenance 
products more than ever. This gives distributors of 
quality maintenance products month-in, month-out, 
money-making opportunities. 
“Allied Chemical’ Cold Coatings are protective 
coatings you can sell with confidence. Here are coatings 


‘for higher sales! 


that wear on where others wear off—and once sold, 
become a recommendation for additional business. 

And “‘Allied Chemical’? Cold Coatings are backed 
with a complete sales package: + advertising to prime 
prospects « sales literature + direct mail. A technical 
background is not needed to sell these products .. . 
used and accepted for a quarter of a century. Write 
us today! 


“ALLIED CHEMICAL” 34Yc COLD COATINGS for tanks, pilings, structural steel, underground pipes and units. 
“ALLIED CHEMICAL” COAL TAR PAINT for outdoor frames and posts, safety and sprinkler piping, transmission towers, railroad equipment. 


PLASTICS DIVISION 


40 RECTOR STREET, NEW YORK 6, N. Y. 
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HI-SPEED 
Cable 
Rewind 
Crank 


he) oy a = 
29 | 
CAPACITIES 


prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 











IDEAS AND OPINIONS 


Starts on page 7 





the rate of multiple jobholding is 
actually higher for the men whose 
wives work than for those who are the 
sole support of their families. 

In general, management has not 
seen it as much of a problem. Not 
one of the companies covered in a 
1957 survey indicated in its ap- 
plication blank that moonlighters 
would not be hired (though some 
registered disapproval in employee 
handbooks). Less than a quarter of 
the companies included in another 
survey had any definite policy; of 
these. most took a middle-of-the road 
position, reprimanding the employee 
only if his activities interfered with 
his regular job. 

The moonlighter is in trouble if it is 
discovered that (1) he is working 
for a competitor, (2) he is working 
while on sick leave. (3) his after- 
hours job reflects to the discredit of 
his primary employer, or (4) his 
secondary job reduces his effective- 
ness on his primary job. 

Filley reports that unions strongly 
oppose moonlighting because it 
thwarts their work-sharing ideas and 
her ause many secondary jobs pay 
less than union rates. So while the 
unions fight for shorter hours, it is 
unwittingly creating more reason for 
moonlighting to exist (our comment. 
not Filley’s). for the simple reason 
that most workers don’t yet know 
what to do with all their leisure time 

particularly when the need for 
more money continues in the house- 
hold unabated. 

So. if you. as management, are 
keeping a list of upcoming problems. 
might as well put “moonlighting” on 
it along with all the others. 


Your Ideas & Opinions 


The new heading of this feature 
shouldn’t give you the notion that we 
don’t want your “current thinking on 
business problems.” This space is 
wide open to your ideas & opinions.” 


Hope to hear from your. D.A.C.M. 
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BUY AMERICAN 
co te cl 


WRENCHES - SHOP TOOLS 








DISTRIBUTED BY 


Your Name Here 




















SNo WBALEL or 


AVALANCHE 


the word is “IMPORTS”! 


To some it’s a mere snowball soon to melt 
when brought to light. To others it is the de- 
structive force of an avalanche enlarging to 
unknown proportions wiping away years of 
conscientious work. 


The above card is 844" x 8” 
imprinted with your name 
and address—Can you use 
some to good advantage? 
Gladly sent—no charge! 


WRENCHES - SHOP TOOLS 


SINCE 1869 TOOLS & FORGINGS OF QUALITY 
THE BILLINGS & SPENCER CO., HARTFORD 1, CONN. 





January 1961 


qi hink! Expand 


Buy American Quality First! 
Let it become an instinctive action 
rather than a considered duty. A 
desire, not a compulsive act. 


For decades, yes, for centuries 
American craftsmen have proudly 
created and placed in world trade, 
products bearing those magic 
words ‘‘Made in U. S. A.” These 
products made progress for the 
craftsmen and built visual assets 
for those craftsmen using and 
distributing them. 


It is our job to keep willing hands 
ever active—accelerate our think- 
ing, yet in good balance always 
remembering that for the long run 


“BUY AMERICAN 
Quality First 


Alert Billings selected Industrial 
Distributors realize the necessity 
of studious thinking today to build 
continuing profits tomorrow. 


Are you on the Billings team? 





HOW 10 CUT 
FASTENER-INVENTORY 
COSTS AND 
CONFUSION 
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Your Republic Bolt and Nut 
Distributor Can Help You 


A quick check of your stocks will ceil. lf your imventory’s out 
of balance—loaded with seldom-used sizes or woo-many-of-a-kind 
bulges—vou need to cut fastener-inventory costs and confusion 

The man to call is your Republic Bolt and Nut Distributor 
He's helped many other manufacturers with the same problem 
The secret of his success—complete stocks of fasteners of all cypes 
and sizes; quick deliveries on requirements in any quantity 
dependable, full-range services. 

Because your local distribuwor maintains fastener stocks to 
serve hundreds of customers, his inventory cost per unit is rock 
bottom. This means that he can probably supply many of. your 
present needs at lower costs than would be possible from your 
own on-hand stocks. : 

Get acquainted with your Republic Bolt and Nut Distributor 
He is as close as your phone and ready to serve you now 


ia 


PREP ERP ERE Re eee eee ee eet 


ANAS 


| 


Coll your local distributor for quick deliveries of... 


REPUBLIC Bolts and Nuts (pe 


FASTENERS—c complete selection of standard and special purpose 
bolts and nuts are available in carbon, alloy, and ENDURO” Stainless 
Steel. Brite-Guard and other protective finishes are also offered. 


Month by month, Republic advertisements like 
TH E these back your sales efforts ... reach the men who 
buy and specify in all of your major markets such 
FIELD. ss as: metalworking, construction, railroad, automo- 
tive, processing, and mining. They highlight the 


to help you sell more Republic quality and variety of your products and services; 


build customer confidence and good will; bring 


Fasteners, Steel Sheets, Pipe, | 
my increased sales and profits to you... the Republic 
Cold Finished Bars Distributor. 





GIVE US 
A TRY... 


WHEN INVENTORIES GET OUT OF HAND 
Call your Stee/ Service Center 


Ec enasve es emeertes | chee Rese eebermen Ge cut som ke am 


ange Ghats wo ewreh © atebs ase dels cows © 
at mesh) weed peogren «tl reheve pus of emceen « 
avennres Your campens iil quad lee on mre 


Fer ene borate Oa Cm MEE) MET MLE CEN FEL Pot 


a) REPUBLIC 
’ Obl Anished Sttel Bars 
- ied i ds, vh ’ : . . 
erat ald cease w oncane ocd oan Saving you money is the business 
cnalyses. . . - . 
of your Republic Pipe distributor! 


it's crue. The business is prpe, htungs. fstures. and controls. 
Buc your Republic Pipe duscmbuzor doesn't sop there 
To save you money, ame, and trouble. this man stocks im depth. 
He employs enough people—the mght kind of people —needed to service 
your account fully. Aad, be ma:taws a full-cime delivery system .. . 
men and trucks that can load, leave, and get there fast. 
Your Repubix Pipe dutmbucor wants vour business. 
He'll work hard and long to carn x. His steel pipe ts the world’s finest. 
It is delivered clean, dry, and cust-free ... as vou need i... 
in che sizes and weights you specify 


INSIST ON PIPE MADE IN U.S.A. 


MAS HO Phone your loca! distrib for fast delivery of 


(P= REPUBLIC tool Pipe 





STEEL PIPE—for plumbing, heating, and air conditioning. Also flexible and semi- 
rigid plastic pipe with all necessary fittings. 


DOUBLE THE IMPACT of Republic distributor support advertising by ordering reprints 
to send to your mailing list or include with your monthly billing. Available at no 
cost, they come imprinted with your company name... another of the advantages 
of stocking Republic products. For information on Republic products and ad re- 
prints, mail the coupon. 


, oe Strong 
STEEL SHEETS— for a wide variety of applications—ore 


available in ENDURO” Stainless Steel, Electro Paintiok”, Modern 
Continuous Galvanized, and Galvanneaied Dependable 


REPUBLIC STEEL CORPORATION 
DEPT. ID-1567 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


I would like more information on: 


0 Fasteners 0 Cold Finished Bars 
0 Steel Pipe O Plastic Pipe 
fe i Q U B L i C 4 T M e L 0) Steel Sheets © Republic Ad Reprints 
: Name Title 
Werlds Wide Reawige Company 
of Slaualard Sheks and, SC, -hdluilg hte 


City Zone State 




















Higher profit, 
more turnover than most 
other key lines! 


Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through jobbers! 


Pre-sold by heavy 
national advertising! 


Backed by extensive 
national warehousing and 


sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY «+ TAPES+ ELECTRICAL INSULATING MATERIALS « AOHESIVES 





No Siegia lime! 





The Rust-Oleum PEAK SEASON occurs when 
other product lines may enter a slack period! 





While Rust-Oleum coatings maintain high profit curve, (2) maintain your annual sales 
year ‘round sales volume, the Rust-Oleum and profit margins, and (3) hold down 
peak selling season usually occurs your cost per sales call. “No Siesta 
during the normal “Siesta Time” = SS Time” is another important reason 
for many other important product why distributors concentrate upon 
lines. Your higher Rust-Oleum vol- : Rust-Oleum in their key line selling 
ume, and higher Rust-Oleum prof- programs, and why Rust-Oleum 
its, during the summer time helps hey a fits hand-in-glove into your selling 
you to (1) level out your sales and activities. 


There is only one Rust-Oleum. eat Distinctive as your own fingerprint. 


RUST-OLEUM. 


STOPS 
RUST! 


RUST-OLEUM CORPORATION @ 2522 Oakton Street @ Evanston, Illinois 
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Yale Spur Gear Chain Yale Load King Wire Rope Yale Pul-Lift. Can handle Yale Tractor Trolleys range 

Hoists. Ranging from ‘4 to Electric Hoist. Capacities capacity loads (% to 15 in capacity up to 5 tons 

40 tons capacity 4 to 1 ton. Two brake tons) link or roller chain Save time and money in 
safety. Standard models models. Self-actuating load moving materials. Easy roll 
weather resistant. Also brake. Ratchet handle ac ing action hand models 
available with link chain tion. Fracture resistant available in capacity up to 
Capacities ‘4 to 2 tons afety hook 40 tons 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator Yale Load King Hand Hoist. Capacities: 1 to 12 tons. Provides portability 
pick up material not directly under it. Operates for less than two cents a low headroom, faster hoisting, and greater ease of use. Revolutionary 
day. Hook or trolley models in capacities of %, %, %, 1, and 2 tons Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes bearings on all rotating shafts 

provide positive safety. Roller chain models available. 
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m You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 

enable you to provide speedy, first-class service. 


Yale also backs up your selling efforts with Yale field sales , e 
engineers to assist you on hoisting applications. In addition, ¥y rat a - 
Yale supports you with information-packed literature and broad ss *% 

advertising programs telling your customers of the advantages HAND, AIR, AND ELECTRIC 
of specifying Yale hoisting equipment. HOISTS + TROLLEYS 


Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 


a Division of The Yale & Towne Manufacturing Company YALE & TOWNE 


Yale Air Hoist. Capacities of 4, 2, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed control assures smooth lift load. Capacities: 44 to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. ideal for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere load brake lubrication plus air cooling assures iong life 
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THE BEST THING YOU CAN DO § 
IS GET HIM TO 


NEW ROEBLING 


You couldn't do him a bigger favor. And, right now, you've got wire rope customers who need the 
long-run performance of this rope, the newest wire rope development to come along in years. 

We've reproduced an advertisement here, first, to give you the reasons why Herringbone acts the 
way it does and, second, to let you know that we’re telling the wire rope world—in a number of publi- 
cations — the samé thing we’re telling you. 

To add to this enticement, we have some decidedly glowing accounts from Herringbone users as 
to its staying power. These are immediately available for your use and your customers’ edification. 

Promote the new Roebling product... Herringbone. You've got customers who depend on you for 
the best in wire rope. You’ve got Herringbone—if not, get it right away. 


ROEBLING 


Branch Offices in Principal Cities 
John A. Roebling's Sons Division 
The Colorado Fuel and Iron Corporation 
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FOR ANY WIRE ROPE CUSTOMER 





USERS OF NEW 
ROEBLING HERRINGBONE’ WIRE ROPE 
HOLD THESE TRUTHS 
TO BE SELF-EVIDENT... 





That Herringbone is the most practical and 
needed wire rope development to come along 
in years. 

Herringbone, the regular lay and Lang lay 
rope, is actually two-ropes-in-one rope. Thus, 
the qualities that make these two ropes good 
ropes, combine to make Herringbone excellent. 


HERE'S WHY: 

The steel core of Herringbone provides the ideal 
support for the{iwo pairs}of Lang lay and@ne pair) 
of regular lay strands used in its construction. In 
addition, thefouter wireSare heavier for extra 
abrasion resistance, and good flexibility is main- 
tained by the finer wires inside. This combination 
of features enables Herringbone to give longer serv- 
ice in most applications. 





Herringbone has been used on a wide variety of 
excavating equipment and tough hoisting jobs with 
impressive results. Its applications are practically 
unlimited on installations which call for all-steel 
ropes and on many where fiber core ropes are now 
being used. Another of Herringbone’s added attrac- 
tions is the fact that it eliminates the necessity for 
stocking Lang lay rope for one job and regular lay 
for another. 


Your Roebling Distributor has Herringbone right 
now. He has, also, copies of a brochure describing 
Herringbone, the newest Roebling Star Performer. 
If you wish, write Wire Rope, John A. Roebling’s 
Sons Division, Trenton 2, New Jersey, for literature 
and anything you'd like to know about Herringbone. 


ROE BLING 


Bronch Offices in Principal Cities 
John A. Roebling'’s Sons Division 
The Colorado Fuel and Iron Corporation 
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New zinc nlated hex cap screws, hex & hex screws, carriage bolts, lag screws, hex nuts... 


Now over 5,700! 


Stanscrew now offers a wide selection of zinc- 
plated fasteners . . . over 250 types and sizes 
... With extra corrosion resistance for industrial 
applications . . . extra eye-appeal to boost sales 


for distributors with hardware accounts. 


These latest additions bring Stanscrew’s line 
to more than 5,700 different types and sizes .. . 
a comprehensive selection of standard fasteners 
which meets the large majority of your cus- 


tomers’ needs. . . excludes slow-moving ‘“‘gim- 


micks’’ and ‘“‘gadgets”’ which tie-up your capital. 


Extensive stocks of all 5,700 items are avail- 
able at each of three plants. And, with a policy 
of shipping less than 24 hours after receipt of 
your orders, you can hold inventory at a mini- 
mum... yet provide fast, uninterrupted service 
to your customers. Why not cut your shipping 
and administrative costs by combining orders 


. .. buying from only ene dependable supplier? 


Many other benefits also mean higher profits 
for Stanscrew distributors. For all the details, call 
or write today. 





extend Stanscrew's broad line of socket products, bolts, cap screws, hex nuts, additional fasteners. 


STANSCREW 
MEANS 


os 4 ¥ 
‘f q 





A complete fastener line 
-.. over 5700 catalogued 
items. 


Industry’s broadest pro- 
tection on all sales in 
your territory. 


Continuing sales help... 
fastener specialists sell- 
ing with you and for 
you. 


Fast service ... orders 
shipped within 24 hours. 


Superior fastener qual- 
ity...the exclusive Car- 
bon Restoration process, 
for example. 


A consistent promotion 
program that helps pre- 
sell your customers. 


Preferred and specified 
by leading manufactur- 
ers in all industry classi- 
fications. 


STANSCREW FASTENERS 


TP = CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
: HIMGS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Iilinois 




















Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 


Write for General Catalog and check your wrench stock. 


Specify “ARMSTRONG” when ordering wrenches. 


ARMSTRONG BROS. TOOL CO. 


5205 W. ARMSTRONG AVE. «© CHICAGO 46, ILL. 
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A Complete Pipe and Conduit 
Workshop ... For High-Speed 


CRUISE Ch eee reeding Cottng, Roaming 
in labor savings alone! 


Wi 
PIPE& BOLT & 
THREADING ©. 
THREADS 
MACHINE: 


Full 2” capacity. Plenty of power for up to 12” geared tools. 
Universal Die Head included threads 4%" to 2” pipe and conduit 
with just two sets of dies. Four other styles of heads available. . . 
¥%" to 2" pipe or conduit, 4" to 2” bolts. Fast hand-action RIZBID 
Speed Chuck. Cam-Action Rear-Centering Workholder. Auto- 
matic re-circulating oil system. Easy-to-Read Length Gauge. 


Stock and Sell This Time and Cost-Saving 
RIEAID 535 at Your Supply House Today 


January 1961 








Most versatile 





transmission 
ever developed! 


ONLY ROTO-MISSION HAS ALL 
THESE FEATURES 

Concentric configuration 

Minimum size for a specified torque 

Requgtionratios up to 270:1 

Optional torque capacities for each reduction 

ratio 

Torques up to 21,850 Ib.-ft. 

Requires neither driving pulley nor coupling 

e Casehardened helical gears—ground after 
hardening for perfect engagement 
Reversible f 


e Progressive overload capacity to the extent 
that no breakage of gears can result even 
from the severest abuse 
*Ability to efigage or disengage driving action 
—mechanically, pneumatically, hydraulically 
or electrically 








*Ability to provide load releasing, load limiting 
or overload alarm 


*Ability to provid® 2-speed operation 


*Standardized accessories to provide these features are 
available for all sizes of Roto-Mission from stock. This 
results in a single responsibility for installation 
performance 





PATENTED 





New Roto-Mission’s compactness, range of 
reduction ratios and torques, and control ac- 
cessories give it a versatility unmatched by any 
other transmission on the market. Since it 
covers a range of applications far beyond that 
of other transmissions, you can carry a small 
hard-core inventory of units and accessories 


to service a very large market. 


Like Airborne’s ANGLgear line, Roto-Mis- 
sion is a product that fills a special need, is 
ruggedly constructed, and has long life. Also 
like ANGLgear, it will be sold nationally 
through distributors and advertised regularly to 
power transmission engineers and machine de- 
signers. There can be a share in the profits of 
this market for you . be prepared for it. 
Write today for complete product and distribu- 
tion information. 





Engineered Equipment for Aircraft and Industry 
AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY -« 


Offices in Los Angeles and Dallas 
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PRECISION MEASURING TOOLS — No. C359A Satin-Chrome Universal Bevel Protractor, No. C493B 
Satin-Chrome Protractor and Deptt 


page * No. C183 Satin-Chrome Stee! Protractor iliustrated above 


who wouldn't work better with 
SLALLOLL tools ike these? 


Starrett developed SATIN-CHROME Finish and 
brought glare-free, easy reading to precision measur- 
ing tools. This glare-free, hard chrome finish, pio- 


neered by Starrett, also resists stains, corrosion and 
wear . 


. . helps protect the precision that Starrett 
builds into every tool. 


Build sales on the solid foundation of unchal- 
lenged leader 


ip. When you stock and sell the com- 
plete Starrett line, you have four major product 


lines all working to build volume and profits for you. 
As 


your Starrett salesman or write for complete 


information. The L. S. Starrett Company, Athol, 
Massachusetts, U.S. A.... 


World’s Greatest Toolmakers 


a eet. | 





DIAL INDICATORS AND GAGES 


Tee 


PRECISION GROUND DIE AND FLAT STOCK 


HACKSAWS, HOLE SAWS, BAND SAWS, BAND KNIVES 





, 
‘ 


x 


r 


* NEW 


COMMODITY 
RATES 
AS LOW 


AS 30¢ (rae 
PER POUND we 


ei, 
sa 


Now only 30¢ speeds your shipment to Europe! Virtually the same rate as | 
surface freight keeps your inventory low—buys you overnight service, 

daily freighter flights, famous KLM care. Charter a special KLM 

freighter and you pay even less! New low rates also to the Near 


East, Middle East, Far East and Africa. Call your cargo agent or YY, jf, 
t KLM office. KLM, 609 Fifth Ave., New York, N.Y. _ Vj 
neares rk, at. fj 
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Your Customers can 
Stack ’em... 


GENERAL 
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on Faultless | ‘= 


Casters | ate 


Here's a real “cost-cutting” opportunity for 
your customers —a profitable sale for you! 


Sat A See i WE Bag. Sant 


HEAVY 
DUTY 
SERIES 


H900 


CASTER 


Fully loaded Faultless Castered trucks, carts, dollies, 
racks roll easily, smoothly...carrying products from 
machine to machine, around corners, down narrow 
aisles, even outdoors. And products stocked on 
Faultless Castered equipment require minimum re- 
handling for sorting, packaging, or shipping. 
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- 
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MR. DISTRIBUTOR: Faultless Caster Corpora- 
tion engineers a complete line of precision casters < . 
to meet the materials handling needs of your /; ’ eS EXTRA- 
customers in every important industry. If you are | HEAVY 
not selling Faultless Industrial Casters, such as the 
five typical casters shown, and want to know the ‘@ Ss c DUTY 
profitable facts, write today, no obligation. ! SERIES 
/ 1300 
CASTER 


PrcesriscN . Casters illustrated are typical of 
complete range of load capac- 

Faultless Caster Corporation ities and types satiate tan 
Evansville 7, Indiana every materials handling job. 


Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under Casters”. Canada: Stratford, Ontario 
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FUNCTIONAL 


helps you build volume and profit on 


District Managers 


Product Managers 


Sales Managers 


Regional Managers 


LEADERSHIP through 




















Ox — 
VIN 


MARKETING 


products of Pendleton Too! Industries, Inc. 








District Managers 


What Functional Marketing of 
Hand Tools and Tool Boxes means to you: 


This is the hand tool industry’s largest and best trained field force of 
professional marketing specialists. You probably know more than one 
of these men by name. Guided by his home office and regional execu- 
tives, and straight-forward company policies, each one of these men 
is charged with one responsibility in his special field — 








To help you, his customer, build more business and profits 
with the products of Pendleton Tool Industries, Inc. 








To help you: 


¢ He works with your men in the field and builds their business. 


e He gives you ideas that have been used successfully in other parts 
of the country. 
¢ He programs business-building promotions for you. 


¢ He analyzes and adjusts inventory problems. Many accounts con- 
sider these professional salesmen completely responsible for their 
tool inventories. 


© He takes part in your sales meetings — keeps all of your personnel 
up-to-date on new developments, new tools, new techniques. 


i Thus, Functional Marketing means the assistance of professional 
’ ‘ if a specialists in your field to build your business when you sell one or 
RK. Palmer —E. Paquette more of the famous products of Pendleton Tool Industries, Inc. 


peoToyToo.s 





Quality, Service and Understanding. 








Bristol gives you 
more 
door-openers 


.--and we, at Bristol, know that it’s not 
enough just to get one foot in the door 
you’ve got to get both feet in and have 
something to say after you’re there. 
That’s why Bristol doesn’t rest on its 
laurels as manufacturer of the most ex- 
tensive line of precision socket cap and 
set screws on the market, in both stand- 
ard hex and Bristol-originated multiple- 
spline sockets—even though they embody 
the skill and craftsmanship developed 
in 47 years of socket screw experience, 
and more than 70 years as a precision 
instrument builder. Instead we are con- 
tinually on the alert to give you: 
* More Door- Openers. Bristol is con- 
tinually on the alert to find more door- 
openers for socket screw distributors... 
to give you something new to say, both 
to prospects and steady customers. Re- 
the new WRENCHKING 
wrench, the new Series ’60 cap screws, 


cent examples: 


miniature button- and flat-head screws 
for the electronic and other precision 


to 
distributor profit 


industries, and the Bristol automatic 
feeder-driver. 


* More first-rate talking points. Take 
Bristol’s 17-step quality control, for ex- 
ample, that assures your customers of 
a product that is uniformly best, day in 
and day out. 


* More home-office backing. To name 
a few ways, there are fast deliveries, 
national ads to pre-sell your customers, 
a continuous stream of publicity in trade 
papers, industrial magazines, and con- 
stant participation in trade shows, 
displays. 

These are just a few things you get, 
as a Bristol distributor, in addition to 
a top quality product line. For more, see 
column at right —all designed to give 
you more sales, more profits, AC¢co 
easier and faster... because C 
Bristol knows that it pays to 


give the distributor more 
than an even break. A.0.6 sss 








Multiple- 
Hex Spline 
socket socket 


MORE BRISTOL DISTRIBUTOR AIDS 

Fast Distributor Service 

¢ One day shipment on urgent orders 

¢ Telephone, telegraph, teletype to an- 
swer inquiries fast. 

e E-Z order form has net prices; photo- 
copied to end error. 

¢ Speedy order filling, pricing, stock con- 
trol methods. 

e Functional bulk-order packaging 


Promotion Kit Advertising 

e Easy-to-read catalogs, brochures 

e Concise technical and product data 

e Smart self-mailers, envelope stuffers 
e Planned program for mailings. 

¢ Heavy schedule of national ads 

¢ Publicity, displays, trade shows. 

¢ All inquiries referred to you. 


Distributor opportunities are still open in a few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision Instruments. 


*- 


“4 Bristol's Hex Socket Screws 


* ~ 


UO OY 


4 


Bristol's Multiple- 4 
Spline Socket | 
Screws 


re 


* 4b 
7 i 
1 
! 
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Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 1's” diameter. 


THE 


BRISTOL 


COMPANY 
Socket Screw Division 
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2 reasons our ads always Say... 


“ORDER AMERICAN CHAIN 
FROM YOUR DISTRIBUTOR” 


1 * BECAUSE in AMERICAN CHAIN’S plan of distribution, the 
distributor has always been the master link. Our policy is one 
of full partnership with our distributors. They do more than 
just stock a complete line of chains, fittings and attachments 
appropriate to their type of wholesale operation. They are 
also kept up-to-date on the latest information about new 
products, new improvements, packaging changes and, of 
course, changes in prices and profits on American Chain 
products. Moreover, they are advised about new products in 
advance of introduction so that there’s always ample time 
for ordering and stocking before customers first read about 
them in trade paper advertisements. 


2 e BECAUSE the AMERICAN CHAIN distributor is, in effect, 
our representative in his locality. Back of him stands our 
Regional Warehouse and our District Sales Office whose 
salesmen are qualified to furnish a wealth of information on 
the subject of welded and weldless chain for all purposes. 
And back of all these men is the American Chain & Cable 
Company, Inc., of Bridgeport, Conn., and the American Chain 
Division at York and Braddock, Pa., and the famous Acco 
Giant trademark which for decades has meant the standard 
of value in chain. 


cc AMERICAN CHAIN 


Y 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 

*Indicates Warehouse Stocks 





You can help your customers cut their caster replacement 
costs, simplify your own industrial caster inventory, and 
sell more casters at a higher profit with Rapistan’s caster 
standardization program for industrial distributors. 


NOW 


YOU CAN SELL THE 


Rapistan Casters Make Steady Sales 


Because they have such wide application, these 5 standard- 
ized series enable you to sell 90% of all caster requirements. 
And, for special requirements, Rapistan also offers you a 
® full line of hot forged and other special construction casters. 


Rapistan casters are engineered and manufactured to the 
highest standards of performance, assuring customer satis- 
faction and steady repeat sales. Exclusive features, devel- 
oped through years of design leadership, include heavy duty 
cold forging, the unique 3100 Series “no-king-pin” design 
general duty caster and Rapistan’s exclusive MB (metal- 
backed) industrial wheel. Rapistan casters are made and 
guaranteed by The RAPIDS-STANDARD CO., Inc., 
makers of the well-known Rapistan line of conveyors and 
Rapisteel slotted angle. 


STANDARDIZED 
CASTER LINE 


Ze) Mmiilelacmeltiisl-luiels 
profits 


THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


BBVS 


Heavy Duty 

5400 Series—cold-forgee 
construction, suitable for 
power towing and rugged 
non- powered equipment, 
loads to 2,500 Ibs 


Medium-Heavy Duty 

§200 Series—for many 
manufacturing ond wore- 
housing applications, 
involving loads to 1200 Ibs 


Medium Duty 
4300 Series—rugged cold- 
forged construction, ideol 


for general factory and 


Light-Medium Duty 


Series a versatile 


General Duty 
3100 Series 
nomico 1-formed caste ack-of-all-trades’’ for 

the true loads to 500 Ibs. per caster 
Handle: ad warehouse applications to 


800 Ib. loads 


a new, eco 4000 


pin” desig 
to 600 Ibs per caster 
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MORE PROFITABLE FOR YOU TO SELL 


Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 

Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in many areas to assist you with special applications. 


Aggressive Sales Promotions 

Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 


Sales Training able. Rapistan casters are nationally advertised by 


Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment 


Rapid Deliveries 

Rapistan’s standardization program eliminates need 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” (24-hour) 
service is available on emergency orders, from large 
factory stocks and regional warehouses. 


direct mail, in leading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials 


For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO., Inc., Dealer Products, 650 Rapistan 


Bidg., Grand Rapids 2, Michigan. 


CASTERS AND WHEELS 
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POWER...EVEN 


IN OIL! 


NEW © SUPLEX oil, grease-defying BELTING 


WITH EXCELLENT MECHANICAL EFFICIENCY UNDER ADVERSE CONDITIONS 


A STRONG, DURABLE, ALL-SYNTHETIC BELTING 
Suplex Belting is a special, oil resistant version 
of our revolutionary Dixylon Belting and offers all 
the advantages of Dixylon: its great strength, 


ANOTHER MAJOR DEVELOPMENT FROM R. & 
J. DICK -— 

Suplex Belting has already proved a profitable 
find in industry after industry. With it there’s no 
slippage or stretch in the presence of grease and 
oil. Loss of drive efficiency due to oily conditions, 
machine shutdown for belting maintenance, ex- 
cessive wear on belting—all have been eliminated. 


Versatile, easily fitted to the drive . . 


durability, freedom from stretch . . . will run for 
years without take-up . . . can be used on small 
pulley diameters at amazingly high speeds. Avail- 
able in fractional H.P. up to one thousand H.P. 


. joined on the job . . . smooth, strong joints 


- « made endless in minutes with simple tools. 


Get All The Facts About Suplex Belting Now. Send Coupon For Catalog. 


pany inc. 
Lifford 6-6400 


CHICAGO « LOS “ANGE es SAN he © SEATTLE 
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Clip and Mail 
R. & J. Dick Company, Inc. 
Dept. 16-A 


Without obligation to me, please send catal 
; » on 
| Suplex Oil-Resistant Belting. = 


Totowa, New Jersey 


| Name 
| Position___ 


actinic 
| Full Address 





Mr. Fred Keenan, Executive V.P. 
Keenan Pipe & Supply Company 
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Crane Iron Body Valves and Fittings Aisle in Keenan Warehouse 


CHANGES TO CRANE 


Keenan Pipe & Supply Company, one of the 
West Coast’s largest and fastest growing distribu- 
tors with 9 branches extending from Los Angeles 
to Denver, has chosen to become a full-line Crane 
Distributor. Why? 

Executive V.P. Fred Keenan says: “Taking 
on the Crane line is a logical step forward in 
our growth. The Crane name, highly respected 
for quality, is becoming one of our most important 
selling assets. And such a complete line, spear- 
headed by so many new products, will give us a 
real competitive edge in the challenging years 
ahead. All this ties in neatly with our over-all 
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company policy of putting the customer first, 
carrying large and complete inventories, and giv- 
ing fast, complete service.” 

Wouldn’t you, too, rather have Crane advan- 
tages working for you? 


Crane Co., Industrial Products Group, 4100 S. Kedzie Ave., Chicago 32, Ill. 
Valves - Electronic Controls + Piping - Plumbing + Heating - Air Conditioning 





Now... distribute fasteners 
smaller inventory... 


RBaW simplifies END the cost and confusion of handling a needlessly large 
; and complicated stock of fasteners. In a break with tra- 

nomenclature and packaging dition, RB&W has radically simplified distribution. 
. Anything with a head and thread is called a screw. 
... Makes it possible to (Hex screw, carriage screw, high strength hex screw, 
eliminate duplicate stocks etc.) Nuts are still nuts but are described more clearly 
. .. and we’re urging users to forget about square nuts 
minimize money tied up in preference to hex nuts. Stock nuts and screws sepa- 
rately. Sell them separately .. . or together when you 
in inventory, fill orders for bolts. (hex bolts, carriage bolts, etc.) It’s 
that easy to cut down on doubled-up stock and increase 

save shelf space your turnover for a better profit. 


NEW LABELS...NEW PACKAGING. 


We've clarified labeling, increasing visibility too. Stock- 
men will immediately identify a coarse thread product 











with 
more profitable turnover 


by yellow label . . . fine threaded items by pink label... 
plated product by silver label. Package quantities are 
100, 50, 25, etc., depending on size of item. 


iT WORKS! 
One West Coast distributor, in adopting this system, ra 4 


sees the following: a saving of over 25% in shelf space; 
25% fewer dollars invested in fastener stock; a 40% ae ae 
reduction in nut stock (no more square nuts handled) ; 
an increase in turnover to at least seven times annually! 
And don’t overlook the savings in labor, in bookkeep- 
ing, and reduction of errors. Could you use some of the Plants at: Port Chester, N. Y.; Coroopolis, Pa.; Rock 
: : Falls, lil.; Los Angeles, Calif. Office and warehouse 
same? Phone or write your nearest RB&W office for et: Son Francisco, Calif. Additional sales offices et: 
details. Russell, Burdsall & Ward Bolt and Nut Com- Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 


: z : Dallas; San Francisco. Sales agents at: Cleveland: 
pany, Port Chester, New York. Milwaukee; New Orleans; Denver; Fargo. 


stock and sell hex nuts alone 


sell them together 
as bolts 


stock and sell screws alone 








t@tal retaining ring ideas 


to help you cut costs—improve product design and performance 


SS — 


. the unique 360° full-circle ring offers design 
2 if Yo variations that open unlimited opportunities for new and 
For improved designs. Available in a variety of materials 
and finishes from .375” to 48” diameter. 








mee, 





SINGLE TURN RINGS DOUBLE TURN RINGS MULTI-TURN RINGS SELF-LOCKING RINGS 
—for economy—light weight —medium—heavy—extra heavy duty —extra heavy duty—spacers —one piece—positive locking 
Internal or exterr rings provide | Available in varied thicknesses—3 Can be coiled to any diameter, any | Locking action keeps ring in groove 


positive tioning or retaining tandard serie der high rotational speed, vibra- 
r light thrust apg C tion, impact loading 





RESILIENT RINGS—aliow BALANCED RINGS GROOVE GUARD RINGS | REMOVAL NOTCHES 

large tolerances —end play take-up | —for critical balance operations —reinforce ring groove —variety of end conditions available 
nat ee for eparate Minimize dynar balancing prot ngle tur high ter e strengtt Ring 3n be supplied with removal 
en 1S grea ; ag or he axe 
nd, square, Deve 
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Special 


SZ 
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the improved die-formed retaining ring. BN 

Circolox as well as Spirolox provides the answer to easy 

lightweight. low cost assemblies and reduced manufacturing 

costs. Made in a variety of tvpes and sizes for the smaller 


shaft and housing diameters. Check these Circolox features 


1 welg 


Copyright 1963 Remecy Corporation PFEID this FREE engineering manual brings you 
the complete tOtal 2 story! 
Contains full descriptions of Spirolox and Circolox 
Rings with complete design information 


manufactured by and specifications. Write TODAY! 


a subsidiary of Thom Rame Wooldridge | ° 
RAMSEY CORPORATION °°°°°°?™ sor’sts, Dept-v. st. tovis 66, Me. 
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PACK AGI: 


FORGED STEEL Ee 


FITTINGS, FLANGES /|| Vogt 9° Hs |) ) 


3000 POUNDS SERVICE SCH. 60\__ 























» = Pieces '2 Cotcleg No 8237 
and UNICNS 


Complete product iden- 
tification and data on 


. label attached to carton. 
~~ 
= ee gt 





Handling and inventory costs are 
held to a minimum with Vogt 
modular packaged forged steel 


M AT E R | A L fittings, flanges, and unions. The 
small cartons, of restricted weight, 
are appreciated by the distributor 


=) A he D Li Lo and user alike for their easy 


ae and the protection given 


the products against damage. 
ECONOMY . 


The label attached to each carton 
completely describes and pictures 


1 Easy Inventory the product and gives the quan- 
a ae tity, size, end type, pressure, and 
Identification catalog number. 


Vogt modular designed partons 2 Easy Handling Write for Folder PF-1 for com- 
bendiieg ee plete data on quantities and 
-Showmearyenys dimensions BRK Wen me CCT weights of the items as packaged 
in multiples of 5 inches, Damage ' in various sizes of cartons, 
Address Dept. 24A-Fl 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 Louisville 1, Ky. 


New York, Chicege, Clevelond, Delles, Comden, N.J., 


SALES OFFICES St. Levis. Cherleston, W.Ve., Cincinnati 
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What!...SPS is 
pushing specials? 


Where they best solve your 
customer’s fastening problem, yes 


Don’t misunderstand . . . we're still 
strong for standards and always will be. 
But where a special is obviously indi- 
cated, it pays to be in a position to 
supply it. This is good business, profit- 
able business. And not infrequently it is 
a decisive factor in holding an account. 
People who buy specials often buy 
standards, too .. . and find it more con- 
venient to get both from the same source. 

You don’t have to be a design engi- 
neer to sell specials. A great many are 
so near standard that you only need 
furnish basic information and service. 
Where the problem is more complex 
(unusual configuration, highly corrosive 
function), an 


environment, multiple 


SPS field fastener engineer is always 


available for consultation with cus- 
tomers. And behind him are the facilities 
and experience of the industry’s ac- 
knowledged pioneer in socket screw 
research and development, assuring your 
customer a sound solution to his problem. 

Your SPS representative is ready to 
tell you more about selling UNRRAKO 
Specials. Ask him about it or write 
Standard Pressed Steel Co., SPECIAL 
INDUSTRIAL FASTENER Division, SPS, 
JENKINTOWN 13, Pa. 


where reliability replaces probability 
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SOCKET-TYPE SPECIALS ? 


Here are 4 good reasons for checking with SPS 


thes cela, efheees pay 

From extreme specials to near-stand- 
ards, SPS can meet almost any con- 
ceivable requirement in configuration, 
material, thread form, plating or 
tolerances. This current SPS ad tells 
the story to your customers. Reprints 

for mailings or counter display— 
are available free on request. 
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MORE "POUNDS" TO THE OUNCE... 


BLOW FOR BLOW, THERE'S NO SAFER, STRONGER 
MACHINIST'S HAMMER THAN A HELLER .. . in head 
weights ranging from 2 ounces to 3 pounds. 


FIRST IN SAFETY! Every head has a crowned face with 


a safety rolled edge for built-in protection to both 
: the worker and his work. Every hickory handle 

is shaped to give a non-slip grip. Every pein 

. . . ball, cross or straight ... is precision 

ground to a uniform shape. 

FIRST IN STRENGTH! Heller has combined the latest 


metallurgical developments with their unique 

SAFETY-PROVED tempering techniques to create. “Job-Tempered” 
heads. For strenuous use, the heads are forged from 
special analysis high carbon tool steel. 


by the hickory handle with the exclusive 
with Heller Spot-Burned finish. 
HELLER HAMMERS ARE EASIER TO SELL because their 


Job- Tempered Heads exclusive features give you more to tell. Catalog 


No. T-56 tells the whole story. Show it on every call. 


. when you standardize on 


H ft L L E a T ©] ©] L Cc oO e ‘Yes America's Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 
Our 125th year.... 1836-1961 Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Union, N. J. © Detroit © Chicago © Shreveport © Los Angeles © Son Francisco ® Portland, Oregon 
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PRESIDENT \ 
Industrial  Seeemcee ras aE 
ROUTE THIS PAGE OF Distribution TO DEN 


\ 
SALES MANAGER | 
\ 


iNSIDE MEN 


QuTsIDe MEN 


OTHER 


48 PAGES OF 


SELECTION ... USE 
INFORMATION HACK SAWS ... 


ariel. ws and band say I BAND AY 


Tem 
>» Production Processing 
ea eal ee 

>» Operator Reference 

» Stock Control 


z 
with the compliments of 
THE CAPEWELL MFG. CO., HARTFORD 2, CONN, 


qm Sie... 
aut Pip, 


THE CAPEWELL MANUFACTURING CO., HARTFORD 2, CONN. 


Send me copies of your “Selection and Use” handbook. 
AME FIRM NAME 


DDRESS city STATE 
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TRENDS AND PROSPECTS 


{s General Business Goes. So Go Distributor Sales 





January 


1961 


iT BECOMES CLEAR that business has been off for the past six months. 


The Federal Reserve Board industrial production index is now at 105 (1957 


100.0), drifting slowly down since May. 1960 high was January's 111.0. 


CONFLICTING STATISTICS CONTINUE to muddy the picture. 
Some industries are up, others down, with the pluses not quite balancing the 
minuses, Statistics, as such, are small comfort to distributors depending on 
industries currently in trouble—i.e., mining, transportation and farm equip- 
ment, primary metal production, durables in general. Textiles, chemicals. 
paper, foods, electrial machinery are all up. Remember that the FRB index 
is composed of many diverse factors, taking little account of local conditions. 


problems. November unemployment was the highest for that month since 1940. 


GLOOM PERVADES STEEL, industry spokesmen readily admitting 
prospects for “61 are dismal, indeed—some say sentiment is “at lowest ebb 
since the late “30's.” New orders run at 45% capacity, in spite of near 
phenomenal auto production & sales. By the same token, inventories in auto 


show-rooms are sky-high. Steel production may soon match consumption. 


A SILVER LINING? Perhaps. All this suggests that manufacturers are 
living on inventory. Late fall figures show inventory growing not at all 

against 11° increase during Ist-quarter “60. This, obviously, cannot long 
continue, especially in the face of easier money and tremendous new Federal 
spending. Eisenhower added to his original budget; Kennedy is adding a lot 
more. Watch closely initial actions of Kennedy's choice for Commerce Secretary, 
North Carolina’s Governor Luther H. Hodges, himself a former textile executive. 


ECONOMISTS’ OLD FAITHFUL, personal consumption spending, is 


expected to go up. But note: biggest new expenditures will be in areas of services; 


expect no real upsurge in hardgoods production and sales before latter half of 
‘61. The Commerce Department reports that factory inventories of durables were 


trimmed by 300-million in October, another encouraging development. 


A MUCH BETTER TOMORROW. or at least one no worse—are sug- 
gested by: (1) planned capital expenditures are off only 3%, indicating negli- 
gible change in this important segment (see page 176); (2) gross national 
product. the broadest possible measure including everything produced in the 
entire economy. is regularly running at half-trillion dollar rate per year: 1960's 


slow 3rd quarter showed no appreciable slow-down in GNP rate. 





INDUSTRY STATISTICS 


Vonthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





As a whole, October sales were substantially off—by as tember: New England and Mountain——although there 


as 10% Only two 


of the nine regions report October sales gains over Sep- 


much compared with October 759. 


were some small spotty gains within other regions. 


more significance, but 


one region 


(again 


Of 
Mountain ) 





U. S. TOTALS 


Oct “60 
Compared 
Sept "60 
Compiled by 
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Oct *60 
( ompared 
Oct 59 


Jan-Oct "60 
Compared 


Jan-Oct °59 


ea 





SUPPLY SALES TREND 


Jan-Oct “60 
{ ompared 
Jan-Oct °59 


Oct 60 Oct 60 
( ompare d 


Sep 60 


FINAL FIGURES FOR 
OCTOBER 1960 


Compared 


Oct 59 


New England: conn. wv 
Vass.. \ H.. RJ Vt Zi 


+2% —-0% + 1% 


—11% 


Bridgeport-Hartford 1% 
Springfield Area ° 


+ 3% 


» Change 


Middle Atlantic: N, 


Vi. Mela Fe 
Metropolitan New York o/ 
northern New Jersey Area + 3% 
Western New York: Buffalo 
Rochester-Syracuse 


Binghamton Area 


— 3h 


Philadel phia-Trenton o/ 
Wilmington Area + e 


Pittsburgh-Wheeling No 


Change 
Youngstown Area 


East North Central: ,,; 
Ind., Mich. O.. Wise 


Indiana Area 


Wisconsin 


Chicago Me 


Detroit-Toledo Area 


Cleveland-Akron-Erie Area 
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West North Central: ,, 
Kans... Minn., Mo.. Nel 
VD. SD 17 


Kansas-Western Missouri 


\rea 


South Atlantic: por. pc. 


Fla., Ga., Md., N.C., SA 
la W.Va 26 


East South Central: Ala. 


Ay., Miss.. Tens 


West South Central: ,, 


La., Okla... Tex. (26 
ea 


Dallas-Fort Worth Area 


Oct “60 
Compared 
Sep 60 


Oct 60 
( ompared 
Oct 59 


Jan-Oct "60 
( ompared 
Jan-Oct °59 





— 4% 


— 1% 


— 4% 





— 9% 


— 1% 


—12% 


— 1% 


— % 





— 8% 


+ 1% 





—10% 


— 8% 











Mountain: 4,/:. Colo.. Id. 
Mont.. Nev.. N.M.. Ut.. 
Wvo. (9 


+11% 


+ 10% 


— 2% 








Pacific: cal. Ore.. 
Wasi 


26 


8% 


—16% 


— 1% 





Los Angeles-San Diego Arez 


— 5% 


— 18% 


— 9% 





Oregon Area 


18% 


— 16% 


— % 





Washington Area 


8% 


— 8% 


— 9% 
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. and Movements of Prices of Products in Distributors’ Inventories Computed by I. D. 
I ; 





improved its October showing over that of a year ago. sustained price decreases and 13 underwent no change. 
Recent prices show a similar trend: only two product Over the long pull, only three product classes show any 


classes increased during the latest month, while five current decrease over year-ago price tags. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS ous sie Per Cent 


Sept. 1960 Oct. 1959 Change From 


(1947-49—100) (preliminary) ; Year A 


go 
go 





Abrasive Products 143.2 143.2 143.2 0 
Cutting Tools 179.0 180.0 168.8 6.0 
Fans and Blowers 183.5 183.5 182.2 + 07 
Fasteners ut 198.7 198.7 206.7 3.9 
Incandescent Lamps 190.0 190.0 190.0 0 
Industrial Rubber Products 157.4 157.4 152.9 + 2.9 
Lubricants 102.1 102.1 92.2 

Materials Handling Equipment 174.0 173.8 171.5 

Mechanics Hand Tools (Files, saw blades) 190.9 190.6 186.9 

Metalworking Accessories 174.5 174.5 174.5 

Motors 113.5 113.5 107.1 

Paint 128.4 128.4 128.3 

Portable Power Tools 143.9 144.1 143.7 












































Power Transmission Equipment 186.2 186.6 181.0 
Precision Measuring Tools 148.2 148.2 147.6 








Pumps and Compressors 181.0 181.0 179.6 





Steel Products (Pipes, bars, nails, wire rope ete.) 186.2 186.2 186.8 
Valves and Fittings 161.5 162.6 163.9 
Welding Machines (Equipment, Rods) 159.6 159.6 151.0 
TOTAL INDEX (weighted average) 167.6 167.8 165.8 














Source: Bureau of Labor Statistics and Industrial Distribution 
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“We get ood marks 
where it counts 


...in our bank books!” 


Hewitt-Robins holds D. P. Brown “school” session... 


impresses new distributor with H-R teamwork aimed at better 


customer service...and increased sales for the Brown Company 


“The real key to better profits is to give your customer 
better service,” says Homer Pharis, President of D. P. 
Brown and Company, Inc., Detroit, Mich., new Hewitt- 
Robins distributor for conveyor belting, idlers, and sec- 
tional conveyors. “And close teamwork with the manu- 
facturer is one of the best ways to build better service. 
“This orientation session that H-R held for us is a good 
case in point. We’d had many visits from their field engi- 
neers and district manager—and we'd gotten to know each 
other’s side of the business pretty well. Then, on top of the 
thorough spade work these men were doing, they set up a 
school session (the first of a series) under H-R specialists 
from all over the country . . . to show us they really mean 


SALES—"“About your sectional conveyors,” Harley 
Schearer, D. P. Brown, volunteers, “it seems to be 
their quick-and-easy field set-up that selis them?” 
“Low cost is a factor, too,”” answers H-R district man- 
ager Arley Ball. “You see, H-R pre-engineers, pre- 
fabricates, and stocks these units. This eliminates 
special design and construction.” 


it when they say H-R believes in teamwork for service. 

“We learned a lot about Hewitt-Robins that day. . . 
from men in sales, engineering, and advertising. We saw 
their film, Teamwork for Service, which gave particulars 
on the kind of sales help that we can expect in our day- 
to-day workings with H-R field engineers. 

“We got a rundown on the product lines we would 
handle — specific products and where to find information 
on them in the various catalogs. The H-R warehousing 
set-up was explained, too—where the products are stocked 
and how the H-R field engineers will help us to get the 
answers we need. 

“We learned more about the other H-R men who back us 


ENGINEERING—Sal Benanti, product engineer from 
Robins Conveyors Division, explains the code system 
for classifying idlers. “The second digit here is a six,” 
he says, “which means that this idler has a 6-in. 
diameter roll.” The D. P. Brown representatives are 
following along with Sal by referring to their Belt 
Conveyor Idler bulletin. 
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up—from product managers to research and development 
personnel, from industry specialists to sales promotion ex- 
perts. Finally, we previewed the H-R advertising and sales 
aids that make our job easier by pre-selling our customers 

“But this first session wasn’t the whole story. The H-R 
people are busy planning further ones right now—sessions 
devoted to greater technical details on each of the H-R 
products. It’s good to know the H-R people will be back 
to answer further questions. This kind of teamwork helps 
us get good marks where it counts . . . in our bankbooks.” 


If vou would like to know more about what Hewitt- 
Robins can do for you, call the H-R field engineer in your 
area. Hewitt-Robins, Stamford, Conn 


H-R CO-OPERATION —“Look at it this way—we're 
partners now,” says Lynn Frost of the Stamford Sales 
Department, “working together to sell the same cus- 
tomer.” He continues: “You've just seen our film, 
Teamwork for Service, so you already have some idea 
of the many things H-R will do to help you sell. Any 
more questions?” “Not right now,” remarks Ed Baker 


January 196] 


Seated (I. to r.): John Tiderington, Harley Schearer, and Homer 
Pharis of D. P. Brown; John Louisignau, H-R; Roy Aydelotte, Brown; 
Lynn Frost, H-R; Donald Iveson, Brown 

Standing (I. to r.): Layton Leiser and Sal Benanti, H-R; Edward 
Baker, Joseph Frey, Don Fielding, and Don Brieden, Brown; John 
Boyko, Arley Ball, and Bill Needham, H-R 

D. P. Brown personne! not shown: William Liedtke, Leo Stevenson, 
Joe Dean, Samuel Pretty, Richard Allor 


WRITE H-R to arrange showing of film 
“TEAMWORK FOR SERVICE” 


HEWITT-ROBINS 


ADVERTISING AND PROMOTION—Bil! Needham, H-R 
Advertising Manager, gets close attention as he re- 
counts the variety of advertising, bulletins, show dis- 
plays and distributor aids H-R produces to open doors 
for salesmen. Says Bill: “When you leave a compre- 
hensive bulletin like one of these on the customer’s 
desk, it sells—and keeps on selling—iong after you've 
gone on to the next prospect,” 





BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





The Drooping Durables 


Currently, our economy is sagging. The economic pen- 


dulum has swung from high to low in about four 


months. But it clearly is not going to swing all the 


way from boom to bust. Investment in new plants and 


equipment, the key measure of the state of prosperity 


in our national economy, is now pointing down—but 
only slightly. (For detailed news of capital spending, 
see page 150.) 


Durable Goods Sales: Down ’til Mid-Y ear 


The outlook for consumer durable goods isn’t cheerful, 
for it points to a further decline in durable sales. This 


decline showed unmistakably in the mid-summer retail 


trade statistics. Overstocked auto dealers are cutting 


prices to entice buyers into showrooms—this is one 


Behind 


imposing trends: 


example. these gloomy prospects are these 
¢A mounting burden of consumer installment debt. 
¢ A slowdown in income gains in recent months. 


¢ A decline in confidence in the business outlook. 


John Doe’s Fix: Overextended Credit 


Installment credit outstanding is now nearly 12% 
of consumer income, after taxes. The state of consumer 
credit is a prime ingredient of the durable sales outlook. 


About half 


of all home furnishings and appliances are bought on 


two-thirds of all new cars and more than 


the installment plan. Changes in consumers’ capacity 
to buy on time, thus, produces wide swings in durable 
goods sales. °59 and ’60 saw large increases in install- 
ment credit. Now, the consumer is pretty heavily laden 


And, his pocketbook 


and his taking on more debt are not conducive to more 


with debt, by postwar standards. 


major purchases. 


lighter Purse Strings 


Monthly 


figured carefully 


a new car or refrigerator are 
With 


ment payments now running about $4-billion per month, 


payments on 


into the family budget. install- 
it becomes clear that incomes must increase a lot before 
on-the-cuff buying can rise vigorously. But, income gains 
in recent months have been slight, barely keeping ahead 
of consumer price increases. As a result. fewer families 
are moving into the $5,000-and-above income class this 


year: the stratum to which big durables are sold. 


Consumer psychology is also an important factor. If 
things don’t look good—even if there is money around 
people won't buy. To maintain an optimistic outlook, con- 
sumers must constantly be pelleted by good news: things 
must look ever-better; otherwise spirits sag. The con- 


sumer mood now indicates a slackening in durable sales. 


Lost { ppeal 7 


Trends in consumer expenditures over the past decade 
suggest that durable goods may be losing some of thei: 
popular appeal. In 1950, for example, consumers spent 
14.6% of their after-tax income for durable goods. By 
And, while 


after-tax incomes have increased 62% during this period. 


1959, this percentage had dropped to 12.9%. 
spending for durables has risen only 43‘7. Consumer 


expenditures for non-durables, however, have grown 


18 —and spending for services has shot up an astro- 
( 


nomical 839%! Clearly, durables have lost ground over 


the decade. 
Squeeze on Consumers, Too 


All this is due as a result of an economic squeeze play. 
Families are larger. And bigger families must reserve a 
larger share of their incomes for basics such as rent (01 
food 
educational expenses. For these families 
a lot of them 
purchases of autos or household durables. Decisions to 


mortgage payments), and clothing, medical and 
and there are 


there is less room in budgets for frequent 


buy hard goods are weighed heavily against other needs. 

Switches in preferences are another key factor. Many 
(Americans are willing to forego buying a new car for 
And until U.S. 
facturers can offer goods that are competitive with travel 


European or more distant travel. manu- 
and merchandise them successfully, tourism is certain to 
take an ever-increasing share of many consumers’ after- 
tax pay. 

And don’t overlook education. Today it’s an expensive 
proposition to send a kid through college. Educational 
services are destined to keep on swelling as more and 
more of today’s teenagers head for the campus. Twenty 
years ago college was for the privileged few: today most 
moderately well-off families censider it a must. 

So. the current slowdown in consumer goods sales 
comes as the result of a squeeze on consumers; they feel 
a tug on their purse strings. The next upswing in con 
sumer goods buying will be set off by a combination of 
both lower installment repayments and rapidly growing 
incomes. The timing of this upturn cannot be fixed pre- 


cisely, but it’s unlikely to occur before °61’s latter half. 
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YARWAY (/PS'YOUR SALES POTENTIAL 


with an 


expanded line 


of impulse 


Steam traps 


4 


LW 


NO. 30 


for light load applications 


Where condensate is 
handled in very small 
amounts, this is 

the popular, fast-selling 
steam trap for the job. 


YARWAY 


A MARK OF QUALITY 
IN STEAM ENGINEERING 


January 1961 


SERIES 120 

for higher pressures 
For higher pressures 
(up to 600 psi), with 
average condensate 
loads, this all-stainless- 
steel model is the 
steam trap in demand. 


SERIES 60 


for average needs 
Most steam trap requirements, 
with low or medium pressures 
SERIES 40 (up to 400 psi) and average 
for extra heavy loads condensate loads, call for this 
cael standard stainless steel 
pare tany og tong s Yarway impulse steam trap. 
is the steam trap that 
is widely used. 


Yarway Offers industrial distributors a golden opportunity to cash in on more 
good sales with this expanded line of impulse steam traps featuring: 


1. High profit margin—considerably greater than the average, with an extra 
“plus”—additional discounts on Standard Package items. 


High turnover—most distributors report 4 to 6 times a year. More than 
1,300,000 Yarway traps already sold! 


Strong promotion—a vigorous, hard-hitting advertising and promotion 
program to your customers. 


4. Effective merchandising and sales help from trained Yarway sales engineers. 
Take a minute and get the full Yarway story. Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Phila. 18, Pa. 


IMPULSE’ STEAM TRAPS 





REPUBLIC'S 
5 -POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 
A QUALITY of product uniformly good 
ind capable of delivering service re 
sults that should reasonably be 
expected 
A PRICE basis inducing and making 
possible aggresive competition with 
reasonable profit return 
FREEDOM from mpetition from his 
source of supply, either direct or in 
jirect, among the trade covered by 
his day-to-day solicitations 
SELLING helps of reasonable amounts 
that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


860’ of 60” 
Record Maker Conveyor 
Belt made by Republic Rubber. 


By A Republic Rubber Distributor 


How was this fine belt sale made? 


Simple. 


This distributor talks rubber belting, hose and 
packing on every call. His men talk rubber because 
most accounts place frequent orders for rubber. 
This helps their commissions. 


Why not talk the product the buyers buy? Your 
competitor's men do because good rubber orders 
are being placed every day. 


If you are interested in a Republic Distributor 
Franchise, write to J. A. MaclIntire, Jr., General 
Sales Manager, Republic Rubber Division, Youngs- 
town 1, Ohio. 


_ REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


LEE RUBBER A TIRE 
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THE SECOND SO 


With this January issue of INDUSTRIAL DiIsTRIBUTION we 
start a second 50 years of service to the industry. As we 
enter our second half century of publishing, we lay our 
course with confidence in the strength and economic sound- 


ness of the distribution industry. And, we make our appear- 
INDUSTRIAL DISTRIBUTION ance with an entirely new look which we hope you like. 


The Editor Comments on Industry Problems/January 1961 si ; . 
The strength of the industry springs from the fact that it 


economically performs essential functions in the movement 
of goods from manufacturers to ultimate industrial users. 
But that doesn’t mean the industry has no problems. Far 
from it. For the first time in 20 years distributors and 
manufacturers alike face stark, demanding, uncompromising 
competition. This is a real competitive market. Dis- 
tributors’ customers, distributors themselves, and all their 
manufacturer-suppliers have become extremely profit and 
cost conscious. Some people react to this situation by using 
the meat ax on all sales building outlays, as well as on pro- 
duction costs. The smart operators, by contrast, open their 
minds to new ideas that will step up the effectiveness of their 
operations . . . and then put the applicable ideas to work. 

The problems we face are not insurmountable. But they 
won't go away just because we look in the opposite direction. 
This is a time for serious questioning. What is the industry 
doing that doesn’t make sense? What roadblocks have we 
erected to growth? What of the old are we reluctant to 
abandon? What of the new are we slow to adopt? Where are 
we strong? Where are we weak? What are the areas for 
improvement? What are the real causes of our problems? 
Have we distinguished in our thinking between symptoms 
and true problems? 

One of the major jobs of our magazine is to pursue 
relentlessly this sort of goading and persistent questioning. 
Another job is to provide an uninterrupted flow of new, 
problem-solving ideas to our readers. The need for this 
two-fold service was never greater. We will meet this 
challenge with the best that is in us. To this we dedicate our- 
selves as we enter our second half century of service. 


pe em 
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A Look at the 


NEW LOOK 


With this issue, INDUSTRIAL DisTRIBU- 
rION inaugurates the most compre- 
hensive change in its entire 50-year 
history—a complete “new look”. 

Changing times produce changing 
needs, and it is every bit as important 
for ID to keep up with the changing 
requirements of its readers as it is 
for its readers to keep up with the 
changing requirements of their cus- 
tomers. 

In recent years intensified competi- 
tive pressures and an expanding tech- 
nology have produced broad and 


dramatic changes in industrial dis- 


tribution. New problems, new solu- 
tions and new demands have made it 
apparent that a new ID format could 
do a more efficient job of serving its 
readers’ needs, not only in a more 
effective presentation of important 
editorial material, but also in ex- 
panding the scope of the information 
presented. 

To meet these requirements, ID’s 
“new look” aims at providing more 
information, more complete informa- 


tion in a way that saves reading time 


Top quality art work—dramatic, story-telling photographs— 


modern type faces—‘‘functional”’ organization of depart- 


ments—T hey’ re all part of ID’s 50th anniversary “‘new look” 


format designed for faster, easier, more complete reading 


is the 
and 


and points up key facts. It 
result of professional design 
organization. 

John Peter, nationally known maga- 
ID's 


Peter has 


zine consultant, worked with 
editors on the re-design. 
done similar work for Look and Life. 

Essential purpose of a well de- 
signed magazine format, according 
to Peter, is “to invite the reader to 
read.”” Among design elements which 
this 


look are: 


convey invitation in ID’s new 

* Top quality art work. 

¢ Dramatic, story-telling photos. 

¢ Effective use of white space. 

* New, modern type faces. 

The business and economic infor- 
mation previously contained in sep- 
book is 
grouped in a special 8-page section 
titled “Trends and Prospects” and this 
section is printed on an easily iden- 
tied buff-colored stock in the front 
This section 
contains timely brief summaries of 


arate parts of the now 


half of the magazine. 


economic developments affecting dis- 
tributors and their customers, Sales 


Trends, Price Index and the Me- 
Graw-Hill Economic Department's 
Business Outlook. The color of the 
paper enables the reader to locate the 
section without consulting the con- 
tents page. 

The last section of the book, “News 
of Products, Markets and People” has 
The 


are 


been organized the same way. 
first 32 of this 


printed on buff-colored paper also to 


pages section 
help identifying the section. 

In between these two colored-paper 
sections is the “solid” editorial sec- 
tion which features more effective use 
of white space to contrast with the 
closer faced text type (10 point Bo- 
doni Book on 12-point slug). The 
closer-faced type forms a better read- 
ing block than the previously used 
looser type face which was marked 
by too much open spaces. All this was 
planned for greater interest and read- 


ability. 


4 
continued 


Planning payoff: Walter Crowder, editor 
and publisher of ID, inspects “dummy” 
copy of new look 50th anniversary issue. 
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Meeting of Minds: evolution of new look began with discus 


sions among layout editor John Brand, 


Joh 


Dr. Crowder and consultant 


The 


issues to come, 


Peter to decide design and organiation concepts of 1D 


can be seen this issue and 


Selection Process: Many designs were submitted and rejected 


final logo and front cover format were decided upon 


betore 


Check new positions: Advertising sales manager George Bot- 
g 


tart, business manager Guy Staffa discuss new advertising positions. 
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Here’s the story behind our new symbol: 


INDUSTRIAL DISTRIBUTION’S new symbol shown above (in the 
publishing industry it is known as the logotype) will be the 
identifying mark of this magazine in the future. In addition 
to identifying the magazine on the cover, it is used to help 
you find different sections of editorial matter throughout the 
book. As you go through the pages, this symbol will help 
you to identify the new and continued editorial sections from 
front to back—Ideas and Opinions, Trends and Prospects. 
Editorial Page, News of Products, Markets, People and 
Events. 

The design of the symbol was no easy matter. The purpose 
was to produce an identifying symbol for the magazine 
interpreting the essential stability and stature of the industry 
which its serves. Various forms of type were tried—roman 
and italic, serif and sans-serif (with and without cross- 
strokes )—and in various designs. The use of the two initials, 
I and D, had long been used informaliy to identify 
INDUSTRIAL DISTRIBUTION magazine for quite a while and, 
following the modern trend, it was decided to use the ID on 
them and also to spell out the magazine’s name in the 
logotype design. 

From then on it was a question of design, an arrangement 
of the material to achieve the purpose of the logotype as 
stated above. Many arrangements were created and the 
choice settled on was the use of block letters in italics. Then 
came the question of individualizing the initials ID. Wide 
and narrow spaces between the two letters were tried and 
finally it was decided the close arrangement suited the design 
objectives best. However, more was needed to individualize 
the design of the initials and the arrow was selected after 
many experiments with different devices. 

The final design as reproduced above employs a simple 
dramatic composition to portray the inherent strength and 
dynamism of the industrial distribution industry the maga- 
zine serves. The bulk and weight of the block initials 
symbolize stability, while the forward thrust of the letters 
suggests growth and progress. The arrow consolidates the 
initials into a unified whole reflecting the movement and 
vitality of the distribution industry itself. 








New Look continued 


ID’s main feature section, as be 
fore, will serve as a major “idea 
bank” for industrial distributors and 
salesmen. The difference is in cover- 
age and design. With the new look, 
[D’s editors will strive to broaden 
the scope of useful, profit-making 
information and reports on trends, 
and present them in a style designed 
for faster reading without sacrificing 
factual completeness. 

With eight full-time travelling edi- 
tors, ID has the largest and best 
trained editorial staff in its history. 
These men, who have an intimate 
knowledge of distributors and their 
operations, log about 8,000 miles 
apiece each year searching out ideas 
and checking major trends by first 
hand contacts with distributors 
throughout the country. In addition, 
ID can draw on the resources of Mc- 
Graw-Hill news bureaus, one of the 
world’s largest news networks, in all 
major cities of the U.S. also avail- 
able are McGraw-Hill’s extensive re- 
search facilities in New York. 

The basic purpose behind this 
travel and research is to help dis- 
tributors and their salesmen do a 
more effective job for profit and 
professional satisfaction. 

For top management, ID’s new 
look will include how-to-do-it articles 
on functions and organization of com- 
panies, financial and budget manage- 
ment, personnel management and 
training, and the fundamentals of 
warehousing, buying and office opera- 
tions. For sales managers, articles 
on selection, training and direction 
of the sales force. sales promotion 
and related subjects such as territory 
planning, will provide practical 
guidance in the competitive climate 
of the 60's. For ID’s_ salesmen- 
readers, tested ideas for better plan- 
ning, better sales techniques and 
more effective presentation will be 
prominently featured. 

In addition, ID’s coverage of major 
developments and trends that show 
promise of curing the industry's basic 
problems and elevating all distribu- 
tors to a higher status in the economy 
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Roots” 


“salesman 


“Crass coverage: 


story 


will be considerably expanded. For 
the past three years, the magazine 
has had a major part in spearhead- 
ing the drive to interest distributors 
in distribution cost accounting (see 
“Distrib- 
up Cost Accounting 
This May, in ID’s 50th an- 


issue, a 


December issue, 


Step 


page 90, 
utors 
Drive”). 
niversary comprehensive 
special article is planned on “Dis- 
U.S.A.: and 

This the 


root causes of the industry's present 


tribution Challenges 


Prospects.” will probe 
profit problems and suggest possible 
solutions. 

Furthermore, when ideas from out- 
side the industry have an important 
bearing on its problems, ID will re- 
port them in the feature section. 
Thus, trends in industrial purchasing 
that affect will be fea- 
tured, as in “Stockless Purchasing at 


( October 


distributors 


Plaquemine” issue, page 


94), which points up the pros and 
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Assistant editor Sandhusen develops 
Each ID editor logs about 8000 miles annually. 


Editorial conference: ID’s editors discuss bearing of “New 


Look” on copy, illustrations with Managing Editor Jack Wertis 


(second from right). 


From left to right are Asst. Editor Dick 


Sandhusen, Associate Editors Van Ness Philip and Don McGill, 


Asst. Editors Roger Pegram 


& Tim O'Sullivan, Wertis, Asst. 


Edtor Bob Holton, talking over their future assignments. 


cons of contract buying and one large 
company’s solution. 

These additional features won't 
dilute ID’s concern with grass- roots, 
distributors 


everyday problems of 


and salesmen. Most articles, as be- 
fore, will have their basis in actual 
case-histories of real distributors and 
salesmen. At a recent innovation, 
case studies will be included which 
present a sales problem and invite 
readers to suggest solutions. 

The “human side” of industrial dis- 
tribution will be reported in a more 
fully illustrated “Talk of the Trade” 
(page 200) and in feature stories 
about men with unique interests and 
avocations. 


ID's 
editor-publisher, Walter F. Crowder, 


Opinions and comments by 


comprise the editorial page (‘The 
Second 50,” page 59). Dr. Crowder, 
one-time chief of the Commerce De- 


partment’s Distribution Section, has 


Layout conference: Editor Brand and assistant, Nicki DiSerio, 


discuss story layout in terms of production, design requirements. 


edited ID since 1945. From close as- 
sociation with distributors over many 
vears, he has contributed both coun- 
sel and leadership in helping solve 
the industry’s major problems. 

All ID’s feature articles are briefly 
summarized on the re-designed con- 
tents page (page 2-3) so a reader 
may determine what holds special in- 
for him and turn to it 


terest can 


directly. 


[D's features are screened carefully 
While all 


distributors and salesmen share cer- 


for usefulness to readers. 


tain fundamental interests, ID is 
aware that the industry consists of 
line and 


specialized supply firms, small com- 


many elements—general 
panies and large firms, broad-line 
salesmen and product specialists. In- 
terests of all these readers are the 
interests of ID, and the magazine’s 
new look will reflect them. 


continued 
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New Look ¢on:in ued 


Departments—a bigger package: In the past, ID’s departments have been 
primarily concerned with providing readers with facts and figures to 
appraise performance and keep up with industry developments. Now, with 
the new look, two departments have been added to put these facts in more 
meaningful perspective—“Trends and Prospects” and “Ideas and Opinions”. 
Here is how departments in 1D’s new look are organized, and how they can 
be used. 


Ideas and Opinions (page 7): A new department that will spotlight 
pertinent and important thinking occurring in the world of business. Some 
of this thinking is germaine to industrial distribution, much of it invaluable 
to the thoughtful distributor and salesman. This department will seek to 
gather and comment on worthwhile ideas that have significance for ID's 
readers. “Ideas and Opinions” will be written for distributors and salesmen 
who seek wider horizons in their thinking, who refuse to view their industry 
as an island insulated and isolated from the influences sweeping business gen- 
erally. The fact that the idea or opinion issues from another field of endeavor 
doesn’t make it irrelevant to industrial distribution. Indeed, these may be 
the very ideas and opinions needed to put industrial distribution on its 
proper course. In making this new department truly useful to you, therefore, 
ID’s editors will be in continuing touch with numerous sources both within 
and outside the industry. And by offering frank comment, the department 


will stimulate your critical appraisal of current business thinking. 


Trends and Prospects | page 51): What affects business and industry, 

your customers—genevally affects distributors, and this completely new 
department will feature over-all business trends that are meaningful to distrib- 
utors. All items will be briefly and concisely summarized for quick reading 
with extraneous matter sifted out. The page will serve as distributors’ 
own “business barometer.” For example, trends in industrial durable 
goods production and key indices such as gross national product and the 
Federal Reserve Board’s Index of Industrial Production that indicate what 
is happening to distributors’ customer industries will appear regularly. 
Major sources for this information will be statistical reports from Washing- 
ton and the McGraw-Hill Economics Department. ID’s “Trends and 
Prospects” should be especially valuable to distributors in forecasting mar- 
kets and estimating potentials; also in planning promotional and selling 


strategy and inventory procurement. 


Industry Statistics (Page 52): The basic statistics of industrial dis- 
tributors’ own industry are combined in one department—ID’s exclusive 
“Supply Sales Trends” and “Price Index” for 19 major product classes. 
Supply Sales Trends features comparative monthly and year-to-date averages 
of distributor sales in 25 key geographic areas (metropolitan trading areas). 
9 major regions and the U.S. as a whole. Averages are tabulated from 
actual dollar sales figures contributed by 233 cooperating distributors 


throughout the country. Distributor-readers have found these figures valu- 


able in comparing their individual performances with national trends and 


trends and of competitors’ sales in local areas. ID's Price Index is com- 
piled by the McGraw-Hill Economics Department. It indicates monthly 
and annual increase or decrease in average prices of major product groups, 
with 1947-49 as base. Of use to evaluate your inventory and plan your 
purchasing in accordance with the trends. Also useful to evaluate your 


performance in moving physical units rather than dollars. 
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Business Outlook (page 56): This monthly feature is prepared for 
ID by the McGraw-Hill Economics Department, one of the world’s leading 
sources of business forecast information. Purpose is to probe in depth, 
for the benefit of the thoughtful distributor and salesmen, the underlying 
reasons for a trend or forecast that affects distributors’ sales, profits or 
financial health. The Economics Department has established a world-wide 
reputation for the detail and accuracy of its forecasts. McGraw-Hill fore- 
casters are especially noted for their survey research work on capital equip- 
ment expenditures—an important barometer of industrial distributor sales. 


This will allow you to base your decisions on facts not guess work. 


ID News (page 91): A new department, designed to highlight on a 
single page major events of the month in marketing, companies and people 
in the industry. The page introduces a section in buff stock for easy refer- 
ence. Following it are the “New Products,” “Marketing” and “People and 
Events” departments. The “ID News” page is written both as a news-brief 
section and a guide to following contents. Purpose is to headline and briefly 
summarize only four or five important happenings, which are of major 
interest to most of ID’s readers. Further details on these events—plus many 
other articles of interest—will be found in the detailed news section and 


marketing section which give a more detailed accounting of the highlights. 


New Products on the Market (page 92): Continuing on the buff 
stock for easy location, this department features new or improved products 
with sales possibilities for industrial distributors. Most of the products 
are illustrated, and all are briefly described. Special advantages the manu- 
facturer claims for them are also summarized, and names and addresses of 
manufacturers are included (Distributors are invited to contact either ID or 
the manufacturer for further information). Though ID editors don’t expect 
to include all new or improved products of interest to distributors in the 
course of a year, some 800-900 new items will be described annually. 


New Ideas in Marketing (page 126): This is a monthly news 
department on programs and policies adopted by manufacturers to help 
distributors sell products. Its purpose is to form a communication link, 
not otherwise available, between distributors and suppliers, by highlighting 
major developments in the intricate pattern of teamwork required to make 
the distributor-supplier selling partnership function. Subjects include dis- 
tributor sales policy, improved packaging, new pricing methods, potential 
analysis progress, use of advisory councils and evaluation of distributors’ 


participation in suppliers’ programs. Periodically, there will be critical 
evaluations of suppliers’ marketing policies, with the end of suggesting better 
ways for suppliers and distributors to coordinate their marketing efforts in 
‘integrated marketing.” 


an era that calls for much more emphasis on 


News of People and Events (page 130): ID’s report on the 
month’s happenings involving people, companies and groups and associations 
that are of interest to distributors. This ID department, which comprises a 
major portion of the back pages of the magazine, is the industry’s only 
complete and detailed news tally of what is happening in industrial distri- 
bution. Both distributors and manufacturer-suppliers are included when they 
make news—particularly those suppliers’ executives and salesmen who are 
well known personally to distributors. While the main source of news is 
within the industry, fringe sources of news—such as activities of various 
wholesale groups—are also considered for this space if distributors’ interest 
appears to warrant it. Both distributors’ and suppliers’ contributions to the 
news pages are welcome—the only test is that an article be newsworthy and of 
interest to industrial distributors and their sales personnel. 
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Rx for Survival: 


ACQUIRE or be ACQUIRED 


Does the personal pride of some distrib- Has the industrial distributor a 
; “ei future? Most assuredly, assert the 
utors outweigh their interest in perpetu- : ig 

2 top management people at White Sew- 
ating their business? Why don't they like ing Machine Corp. Lending weight 


joining up with another firm to create q_ ‘to this conviction is the Cleveland 
manufacturer's acquisition of five 


bigger. better-managed company? : ; - 
55 B I sizeable industrial supply firms over 


the past three years. According to 


aT ae ? White's president, Edward S. Reddig, 
this acquisition represents an “invest- 


ment in a steady, promising type of 


business.” 
But in the course of acquiring 
i these firms, White’s management 
-S. . 


have had a chance to see the supply 


A business up close. And what they 


have seen has given them some doubts 
~ 


about the future of some industrial 
distributors as profitable, well-man- 
aged businesses. 

“In many industrial markets,” says 
William H. Johnson, White’s finan- 
cial vice-president and _ treasurer. 
“there are too many distributors try- 
ing to get a share of a fairly fixed 
volume of business. To keep or in- 
crease his share of this market, some 
distributors resort to price-cutting. 
The result is that not only his profits 
suffer, but also the quality of his 
service and management, with a sub- 
sequent depressing effect on the gen- 
eral market.” 

In Johnson’s view, the situation has 
reached the point where many an 
industrial distributor must think of 
his survival in terms of “acquiring 
or being acquired.” 

In other words, the time is near 
when distributors must merge or con- 


: aa , solidate into bigger units to offset 
“Many distributors wait until it’s too late before decid- oe 
ing to sell,” maintains White Sewing Machine Corp.'s 
president Edward Reddig (r), shown with W. H. Johnson. a lot of poorly-managed units. John- 


the ill-effects of price-fighting among 
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feels that the trend to larger, 


more efficient units among retail food 


son 


outlets, for example, has significance 
for industrial distributors. 

The apparently tenuous connection 
between sewing machines and supply 
houses is in line with a program by 
a new management to put White in 
the black. 

When 


Fries, and 


\ ollmer 


Reddig and Johnson as- 


board chairman 
sumed management of White in 1956. 
the company was trying unsuccess- 
fully to ward off the body 


foreign competition. 


blows of 
Imported sew- 
ing machines were being landed in 
the U.S. at prices which were. in 
The 


new managements answer was to con 


many cases, below White's cost. 


tact Japanese manufacturers to make 
the sewing machines to White's stand 
ards and specifications, then import 
an Ul. Sa 


the units for the addition 


made motors and cabinets. 
Direction: Diversify 


Having exported its manufacturing. 
It ac- 


quired Strong, Carlisle & Hammond. 


White set about diversifying. 


one of Cleveland’s largest and oldest 
distributors, and H. P. Weller Co.. 
which SC&H had bought 


a few months earlier. The offices and 


Erie, Pa.. 


warehouse of Strong. Carlisle were 
later moved into a portion of the 
White plant vacated when sewing ma- 
chine manufacture was moved to 
Japan. 


1957. White took 


over Boyer-Campbell Co.. a Detroit 


A year later, in 


distributor, and in 1959 acquired the 
Co. branch in Canton. O.. 
which has become SC&H’s branch in 


that vicinity. 


Crane 


Last summer, another 
Detroit distributor, Murray W. Sales 
Co., was acquired, and its operations 
merged with Boyer-Campbell. 

All five distributor firms now com- 
prise White’s industrial supply di- 
vision under vice-president R. R. 
Greenwalt. 

White’s hope is to weld these firms 
(and any others which may be ac- 


quired) into a unit enjoying the 
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efficiencies of centralized purchasing, 
corporate management and other co- 
The 


wishes to concentrate this division’s 


ordinated functions. company 
operations in a belt encompassing 
the Midwest industrial area. 

In the Reddig and 


Johnson, many an industrial distribu- 


opinion of 


tor does not properly plan for his 
firm’s future beyond his own demise. 

“Many of them are past the age 
when they want to acquire another 
firm in the same city, and eliminate 
some of the price-cutting competition 
that’s killing them both,” says Red- 
dig. “But if they don’t like the idea 
of selling out, they could easily join 
up with someone else and create one 
good, well-managed company with a 
sounder financial structure.” 

The survival problem might not be 


so bad if it were not for “one-level 
management” prevailing among so 


“By 


management. I mean the absence of 


many distributors. one-level 
experienced administrative personnel 
of the caliber of the aging manage- 
ment ready to step into the shoes of 
the present top group,” says Green- 
walt. “Occasionally you come across 
who have 


distributors provided 


trained management, but in most 
cases this is the exception rather than 
the rule. because the size and finan- 
cial structure of the operation does 
not lend itself to this depth in execu- 
tive personnel.” 


Reddig, a CPA 


who, like Fries and Johnson. is an 


plain-spoken 


alumnus of White Motor Co. (no con- 
nection with White Sewing Machine). 
contends that too many distributors 
wait until it is too late before decid- 
ing to sell. 

He recounts a case where White 
made a $1 million dollar offer, but 
was turned down, the distributor 
maintaining the firm was in good 
shape. “Even when I pointed out to 
him on his financial statement that 
his company was already, in effect. 
dying of cancer, this management 
implied that the firm could live for- 


ever, was in good health.” 


“Then maybe a year later,” Red- 
dig adds, “we received a call from 
this distributor that they would like 
to re-open By then, 
however, the company’s decline was 


negotiations. 


so great there was nothing that could 
be done.” 

White contends that when a dis- 
tributor firm folds up in this way, 
every other distributor in the locality 
suffers. “A flood of liquidated mer- 
chandise hits the market,” says John- 
son, “with the result that a bad price 
situation is made even worse.” 


Needed: Management Skill 
White en- 


manage- 


Wherever _ possible, 


deavors to retain 


ment when it acquires a firm. Where, 


present 


of course, management is 


present 


elderly and wanting to retire (as in 
the case of H. P. Weller Co.), White 


puts in other experienced men. But, 


whether present management is re- 
tained or not, White exerts overall 
management guidance at the corpo- 
rate level. In this way, each distribu- 
tor firm in the division is able to 
draw on the resources and executive 
skills of a large company. 
Vice,president Greenwalt feels that 
the need for such management is par- 
ticularly pressing among distributors 
generally. “We've 
number of distributors who have only 


come across a 
a faint idea of the meaning of even 
rudimentary business principles.” 

Although White’s management was 
attracted to the industrial supply busi- 
ness because it impressed them as a 
“good, steady business yielding a fair 
return on investment,” they are under 
no illusions. 

“The real solution to the problem 
of oversaturation of industrial mar- 
kets by distributors,” says Johnson, 
“is a planned program by industrial 
distributors in general to join forces 
by either acquiring or selling (de- 
pending on conditions) to stabilize 
the overall industrial distribution ac- 
tivity in a thanner which eliminates 
the marginal, under-financed, ill-man- 


aged companies. 
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Convention Facts 


More than 700 distributors and 
attended the 28th 
annual convention of the Central 
State Industrial Distributors’ As- 
sociation, held on November 20-21 
at the Edgewater Beach Hotel in 


manutacturers 


Chicago. The convention opened 
with an afternoon contact booth 
program during which distributors 
manning booths were visited by 
suppliers. 

Second day highlights included 
a business meeting, morning and 
afternoon contact booth sessions, a 
luncheon, a “fellowship”  get-to- 
gether, and a banquet and variety 
show 

Lewis W. Gilbert, Screw Machine 
Supply Co., Chicago, presided at all 
convention sessions. Mr. Gilbert was 
reelected association president, along 
with James Allen, Allen Supply Co., 
Cedar Rapids, vice president; J. 


Lloyd Rickert, Rickert 


Supply Co., Milwaukee, secretary; 


Industrial 


Raymond C. Lenburg, Factory Sup- 
I 


pies Co., Rockford, treasurer. 








J. M. Allen, vice president; R. C. 


$ 
f. 


os 


{t the Central States Convention in 


Chicago, the prevailing mood was 


“Let's Get Down to 


“These are the most normal times 
we've had in 20 years. The laws of 
supply and demand are really begin- 
ning to take hold, without a lot of 
artificial factors influencing them. 
Deals can be made but we're going 
to have to scratch more than ever, and 
trim a lot more of the fat.” 

“This is my fifth Central States 
convention, and I’ve never seen dis- 
tributors so eager to get down to 


business.” 


These two random comments—the 
first by a distributor executive and 
the second by a manufacturer’s repre- 
sentative—may not be completely 
representative of the thinking of dis- 
tributors and manufacturers attend- 
ing the first CSIDA convention of the 
new decade, but they do seem to put 
the entire two-day meeting into per- 
spective. During both the contact 
booth sessions and the joint business 
meeting, a “let’s get down to brass 


tacks” urgency and optimism pre- 


i 


Officers of CSIDA for 1960-61 are L. W. Gilbert, extreme right, president and, from left 
Lenburg, treasurer; J. Lloyd Rickert, secretary. 


vailed; a desire not only to “do busi- 
ness’, but to explore ways to insure 
that this will be good, 
profitable business. 


mutually 


This desire to work toward mutu- 
ally profitable goals was reflected in 
both the theme of the convention 
“Co-operation Creates Confidence” 
and in the major talks delivered dur- 
ing the joint business meeting and 
during the luncheon. Joint business 
meeting speakers included Donald L. 
Price, vice president, Norton Co., and 
George Needham Jr., executive vice 
president, Biggs Pump and Supply 

Featured 
Walter F 


Crowder, editor and publisher, INpus- 


Co., Lafayette, Indiana. 


luncheon speaker was 
TRIAL DISTRIBUTION magazine. 


Creative Distribution Needed 


“Creative Distribution Unex- 
plored Areas for Profitable Coopera- 
theme of Dr. 


during the joint 


tion”’* was the 
Crowder’s talk 
luncheon. Viewing the industry as an 
objective “man from mars”, Dr. 
Crowder discussed three major areas 
“where creative distribution can 
begin”: 

¢The “marketing approach to in- 
dustry problems”: Defining _ this 
approach as “a way of thinking about 
the whole range of jobs involved in 
moving goods from the end of the 
production line, through distributors, 
to the ultimate customer”, Dr. Crow- 
der went on to analyze some of the 
facets of this approach. These facets 
included: customer _ orientation 


(“What the 


‘value’ is 


customer considers 


decisive”); innovation 


(“business must provide better and 





*Copies of Dr. Crowder’s talk may be 
obtained by writing to InpustriAL Dits- 
TRIBUTION, 330 W. 42nd St., New York 36. 
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Brass Tacks” 


more economical products and serv- 
(“We should know 


who our customers are, where they 


ices’): research 


are, what they buy. how much they 


buy, and how they buy”); and pric- 
ing (“Distributor margins have to be 
in tune with the value of distribu- 
tion”). 

* Management Improvement: Among 
the jobs suggested by Dr. Crowder 
that 


were: 


“management should be doing” 


policy and _ organization 


planning; organization for perform- 


ance and control; team building: 
communication and motivation; input 
and output studies of work in the 
office and warehouse; the formulation 
of performance standards and _ the 
Stating 


that manufacturers have a responsi- 


establishment of controls. 
bility for the “dissemination of man- 


agement know-how” in these areas 


(“Not Mount 
Olympus with a capital ‘M’, but solid 


management from 


help”), Dr. Crowder listed manage- 


ment assistance that “a few manu- 
facturers” are already providing, and 
suggested that more could be done to 
the 


serious 


“make a contribution at root 


cause of one of our most 
problems’. 
*Communications: Following an 
analysis of the problems involved in 
You just 
can't tell people es & 
Dr. 
approach to a more effective meeting 
“I'd like to suggest that 


some of the problems of communica- 


effective communications (“ 
some- 
outlined an 


thing”), Crowder 


of minds: 


tion in this industry are due to the 
fact that manufacturers and distrib- 
fact, 

and mutually 


utors haven't, in developed 


mutually determined 
agreed upon objectives before the act 
of communication is started. Without 
this mutually of understanding 


the listener tunes out his receiver.” 


‘Cr 


“Base 


Walter Crowder 


eate confidence, cooperation 


Don Price, Norton Co. 


dist ussions on facts, not 


George Needham, Biggs Pump 
Partnership means cash in the bank.” 


“a 


& 
» 7 
“ 


follows.” 


emotion.” 


Speaking on his subject “Has Any- 
one Been Listening?”, Mr. Price sug- 
gested a cooperative approach to solv- 
ing the problems that “irritate the 
development of acceptable and suc- 
cessful manufacturer-distributor rela- 
tions’. Most of these problems, said 
Mr. Price, could be tied down directly 
or indirectly to one basic cause: 
“Profit, or, to be more specific, lack 
of profit”. Major factors affecting 
profits, said Mr. Price, included in- 
taxes and levels, a 


creased wage 


presently over-expanded production 
capacity (“It costs money to keep 
equipment idle”), and the impact of 
foreign made products and of “a fast 
moving technological age which has 
resulted in new products, new com- 
petition, and the obsoleting of some 
products”. 

These situations, where they apply. 
should be discussed by manufacturers 


frank 


friendly manner, based on fact rather 


and distributors “in a and 


than emotion”, continued Mr. Price, 
who went on to suggest some ques- 
tions which manufacturers and dis- 
tributors should ask themselves as a 
starting point for building effective 
programs. 

Among Mr. Price’s suggested ques- 
tions for manufacturers: 

*How much do you really know 
about your distributors’ management. 
personnel, policies—and what they 
think of you? How 


know about the impact on distributors 


much do you 


of marketing changes you might 


make? Does your sales force know 
how to work with the distributor, and 


his Have 


you published a statement covering 


understand importance ? 


your distribution policy? Have you 
discussed plans and objectives and 
the reasoning in back of them? 


continued on page 146 





PERSONALITIES: An /I) Feature 


GEORGE FIX: 


Globe-Trotting Distributor 


Owner of Dallas supply firm has shot 33 miles of movie fiim in a quarter 


century of travel to exotic countries and won fame as showman-lecturer 


throughout Southeast, having shown film to more than 50.000 people 


‘ 


: 
7 
i 


vA 


LORRAINE SMITH 


SOUTHWESTERN NEwWs BUREAt 


For a dozen years or more, George 
Fix, Sr., of Dallas, Texas 
life. In 


known as the owner of George J. Fix 


has led a 


double industry, he’s well 
Co., a leading Southwest power trans- 
mission distributing firm. To a larger 
public, he is the leading movie 
travelogue-lecturer of his state and 
region and, with Mrs, Fix. a familiar 
personage at civic programs. church 
events and on TV. 

Without question, the Fixes are 
among the most-travelled Texans of 
visited 10] 


world a 


all time—they’ve coun- 


tries and been around the 


half dozen times—and their travel- 


film library is prodigious. In all, 
they ve shot some 33 miles of color 
movie frames—enough, says Mr. Fix. 


to run “about 25 days. without 


repeats, starting at seven in the 
morning and ending at 5:30, with 45 
This film has 


been shown to some 55.000 people, 


minutes for lunch.” 
Mr. Fix estimates, not counting T\ 
audiences, over the 10-12 years the 
Fixes have staged travelogues for 
organized groups. 


George Fix’s second career actually 





The Human Side of Distribution 


What a distriubtor, or salesman. does to make 
his living isn’t by any means the man’s whole 
life. Other interests, such as family, civic 
work or hobbies. alu ays occupy a portion of 
his time—and sometimes, when the retire- 
ment years approach, a major portion of it. 
Some people have capacity for two or more 
careers at once, and can handle all of them 


successfully. Some, by dint of hard work and 


good planning in their businesses, have been 
able to withdraw from some of their manage- 
ment responsibilities and turn them over to 
competent successors they have trained. 

ar ied] 
io 


This article is about a distributor—nou 


and going strong—who not only has built ug 
his own business from scratch to sizeable pro- 
portions—and sees it now still growing—but 
has also managed to earn solid fame for an 
that in recent years has 


outside avocation 


taken up more than half his time. 
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got underway in the mid-30’s when 
he was also occupied with building 
up his then-infant distributing com- 
pany, which he claims was the first 
in the Southwest to specialize in 
power transmission. The Fixes saved 
enough time from the business to 
satisfy a growing travel bug. and 
armed with a 16-mm camera, began 
the first stages of an odyssey that took 
first through all the 
(they've visited 


50,000 


them  & 


every city of over 
through 


North 


South, and finally to Europe, Africa 


population), later 


every American nation, and 
the Far East and virtually every ex- 
otic corner of the globe. 

At first, 
lasted from two to three months and 
covered 8.000 to 9.000 miles. Each 


year ranging further afield, the Fixes 


their average journey 


by 1950 had started taking extensive 
tours and concentrating 
1950, they took a 
nine-month round the world tour, and 
in 1956 both Mr. and Mrs. 
Fix were in their 60’s—they made a 
8.200 
safari through the Belgian Congo and 
Africa. 


round-the-world 


more. on 


movie making. In 
when 


three-and-ahalf month. mile 
other countries of East 

It was the 1950 
trip that got them started as a lecture 
team. On their return from this ex- 
cursion, the couple, who have a wide 
circle of friends, found to their con- 
sternation that some 700 families had 
asked to see their movies. Since only 
25 could be accommodated in their 
living room, they decided they'd have 
to have a hall. This was acquired 
through the Dallas Council of World 
Affairs, which 


Scott Hall over to the Fixes on condi- 


turned its 500-seat 


tion that they'd put on eight public 


showings of their films. 
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Over the line: World travellers, Mr. and 
Vrs. George Fix, give King Neptune initia- 
tion on one of many 
Vr. and Mrs. Fix 


lozen shot 


trips across equator. 
have circled globe a 


times, some 33 miles of film. 


ci 
Tahiti landfall: George Fix unlimbers 


camera on arrival in exotic port. He's 
done hundreds of film miles of travelogues. 


After this, the couple were firmly 
established as _ travelogue-lecturers 
(actually, Mr. Fix takes, produces 
and shows the films while Mrs. Fix 
handles the commentaries) and some 
90 showings of the world-tour films 
were made the first year after their 
return. For the past ten years, they 
have averaged four showings a week 
from September through April, not 


only in Dallas, but throughout the 


Native youngster 
Fixes have visited 


Movie-making: 
for the camera. 


per- 
jorms 


more than 100 countries in past 25 years. 


Getting ready: Mr. and Mrs. Fix edit film 
jor presentation. They've shown travelogues 
to more than 50,000 people. 


Show goes on: George Fix handles pro- 
jector, Mrs. Fix the commentary at show- 
They've been on TV. 


ings before groups. 


Southwest. They inaugurated the 
Dallas Morning News Travel Club 
and many of their showings have 
been sponsored by that newspaper. 
Their widest exposure came in a 
series of eight weekly 30-minute tele- 
vision programs sponsored by the 
Vews. Largest single audience was at 
a special showing for 1,000 Catholic 
school children and their parents. 


continued on page 147 
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PROBING THE PROBLEM 











Controversial issue from real life case involving owner 
and sales manager of small supply firm was published in 
ID’s November issue (page 86). The point was: “Do You 


or 


Need a Specialist, or a Salesman The sales manager, 
“Sam Jones,” insisted that the firm could not afford to hire 
additional outside men as product specialists. This had in 
fact been tried and the “specialist” had failed to produce 
due to his pre-occupation with talking shop on esoteric 
technical points with plant engineers. “Bill Newman,” the 
owner, wanted specialists because he felt this was a 
“trend” and would help the company to grow. He felt such 


men could be trained to be effective 


Readers give soldtions to sales managers’ di- 
lemma. Concensus: small firm’s general sales- 
men ought to do the job, expense of specialists 
isn’t justified for 20 or less key lines on which 


the factory representatives can help. 


Should a small firm hire specialists? Or can its multi- 
product salesmen be relied on to do justice to the needs 
of larger customers? 

That was the issue in the ID article, “Do You Need 
a Specialist, or a Salesman?” (November, page 86) 
which posed two conflicting views on a vital problem 
of sales management. “Sam Jones,” sales manager of 
“Southeast Tool Supply” (fictional name for an actual 
company) held that his four general line salesmen could 
be trained to handle all the firm’s key lines. “Bill New- 
man,” the owner, felt strongly that the technical require- 
ments of larger customers called for specialized selling. 

Response from ID readers showed a keen appreciation 
of the problems of the small or average-sized distributor 
who would find it difficult to finance the extra selling costs 
in salaries for specialists. The following are four detailed 


suggestions 
1. Both Men Are Right 


Dewey Frey, salesman with R. C. Neal Co., Buffalo, 
N. Y., believes the Jones-Newman exchange points up 
a cardinal rule of selling that neither Jones nor Newman 


‘ 


emphasized: the need for salesmen to be “specialists in 
customers.” 

Says Reader Frey, “In effect, these two men have 
answered all their own questions and doubts. All they 
need is a mediator to show that they are both right.” 

Frey c!aims that nothing should prevent a man from 
being a specialist and a salesman at the same time. 

“If a man produces for a distributing firm and aids in 
its growth, by what name will the owner and sales man- 
ager call him? Isn’t it more important by what name 
the customer calls him? 

“When the customer has a specific problem, if he 
calls this man, then he may term him a specialist. If the 
man gets the order and also has the customer call him 
on other problms, then this man is a salesman. 

“True, there are cases where ‘purchasing and specify- 
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OF THE SPECIALIST 


ing are all mixed up,’ and, ‘while the specialist is back 
there talking to the engineers, the competitions’ sales- 
men are in the buyer’s office getting the orders.’ These 
happenings are due to the concept that a specialist can- 
not be a salesman and a salesman cannot be a specialist. 

“Let us enter a man in these events and give him a 
coined name of specialsalesman. 

“This specialsalesman knows that his products, in 99 
percent of the applications, are not unique. Some of 
his competitors’ products may do the job equally well. 
He must display his products’ sales points both verbally 
and visually, but in the correct sequence. 

“The correct sequence, to the specialsalesman, means 
that regardless how each call is initiated (by request of 
an engineer, buyer, or a principal; or by factory follow 
up; or on his own creative power), he must follow these 
three—repeat three—steps: 

“First, call on purchasing and present his sales points 
in such a way that the buyer can see the savings for 
his company and will suggest or consent to his con- 
tacting some one in engineering. 

“Second, follow through and fit his product to the 
engineer's needs. He has ‘specialized knowledge to get 
in to see the engineers,’ but he is also ‘smart enough 
to make these calls crisp and to the point,’ as Bill Newman 
suggested in the case. 

“Third, when leaving the customer he notifies the 
buyer, either by phone or personally, when the requisition 
will come through and give a concise account of the 
application of his product. The buyer can visualize the 
saving that he has instigated, and he will take satisfaction 
from being part of a team in which each man’s efforts are 
recognized. 

“Already this specialsalesman has his customer edu- 
cated so that loss-sales are practically eliminated. The 
specialsalesman has become a liaison man between pur- 
chasing and engineering. He has created a smooth work- 
ing team, to help them and himself. Competitors’ sales- 
men or specialists cannot get orders until this purchasing 
agent knows about results of the action he has instigated. 

“Many large distributors can afford several men who 
overlap and constitute expensive selling overhead, but 
a smaller firm cannot. Yet a smaller company with four 
specialsalesmen can grow fast and become a large com- 
pany while the large company is moving backward due 
to duplication, petty jealousy and inadequate customer 


service. A buyer, engineer or production man’s time 
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is valuable and he would rather give his problem to 
one salesman who will take care of it, than have two, 
three or more men entering the plant. 

“This specialsalesman can do a good job in South- 
east’s 20 key lines. He realizes he must be an extension 
of his customer’s purchasing and engineering department 
plus the extension of his own firm’s and his suppliers’ 
sales and engineering departments. He expends the energy 
to become proficient in 20 lines instead of one. 

“But most important, he realizes his limitations. Not 
even the best specialist can know all the answers at 
all times. There are too many changes happening too 
fast. He readily admits his need for going to his sup- 
pliers’ engineering people for answers he doesn’t possess. 

“This specialsalesman would be expensive to hire, but 
there is a way to turn a proper salesman or a proper 
specialist into a specialsalesman. 

“He must have the desire to expand himself through 
service to their customers; he needs incentive to progress, 
and a training program must be set up by management. 
This training will provide the working tools to gain 
knowledge and confidence that is necessary to make a 
specialsalesman. The program must include basic sales 
psychology; product knowledge; product application; 
creative thinking; effective, concise speaking; dramatiza- 
tion; personal cleanliness habits and ethics. 

“The screening of potential specialsalesmen is im- 
portant, but so is it true of all people in a service organi- 
zation. Some national tests are helpful but don’t lose 
sight of the requirements of your local customers. Fit 
each person to the job and then build that person through 
proper training. One misplaced employee can be an 
irritant—not only to the service organization, but the 
customers as well. Even with the proper material, it takes 
time and constant effort to build a straight brick wall. 

“Bill Newman and Sam Jones can train the special- 
salesman they desire—a man who will build a good 
customer relationship by taking care of the customer’s 
needs. If their specialsalesman doesn’t have the immedi- 
ate answer he will contact his supplier, who does. The 
customers of Southeast Tool Supply will know that by 
calling Southeast, they will have their problems taken 
care of. 

“These customers will want to protect Southeast be- 
cause it is a factor in making their jobs easier. So the 
door will always be open to Southeast’s specialsalesman.” 


continued on page 145 









































Salesmen 


Case for 


WHAT TO DO ABOUT 


THE BUYER 
WHO ASKS FOR 
SPECIAL FAVORS 


salesman for Specialty Supply Co., was 


Al, outside 
undecided what to do. He had just told Jim, who handled 
billing, that a buyer for a medium-sized machinery plant, 
had requested he deliver a rather large order for his 
personal account. 

for the 


Though Specialty Supply 


This order was for anti-freeze buyer and his 


friends. had no automotive 
lines, one of its suppliers did make anti-freeze for the 
none-industrial trade and Specialty Supply salesmen 
oceasionally supplied it at cost to buyers and plant 
personnel 

Al had been doing this for this machinery plant buyer 
The first year, the buyer had only 
But last 


back three or four times for more. 


for several years now. 
asked Al for 


winter he 


a small amount of anti-freeze. 
had come 
saying he had friends in the plant he was doing favors 
for. Now he said he needed 50 gallons. 

The trouble was, as Al told Jim, that he 
bills for the anti-freeze had not been paid. 


knew some 


previous 


Furthermore, he didn’t like to set a precedent by making 
it too easy for this buyer to demand all sorts of favors. 
There was no profit in such orders. 

Jim leafed some papers. “You know, Al, this b tlow not 
only ‘a little.” He’s on the books for $350. He 


hasn’t paid for what he got last spring, or the stuff he had 


owes us 


last month.” 
“I know,” said Al. “ 


about $15,000 a year to me in real orders. 


But the plant he works for is worth 
This guy does 
every bit of the specifying.” 

“Does all this anti-freeze have to go on his personal 
account?” 

“Yes, but he paid up regularly at first, you know. This 
must be an oversight. He says getting this anti-freeze for 


the plant people makes him—and us—more popular in the 


plant. I suppose it takes a while for him to collect.” 
“Did you mention these back bills to him?” 

“Yes, and he’s promised to send a check in a day or 
But he 


snap’s coming and he’s promised it to the boys. . . 


because a cold 


. Still, 


two. needs the 50 gallons now, 
I wonder if we should . 

Jim and Al discussed whether they should bring the 
matter up before the boss. 

“Why make an issue?” said Jim. 
the boss will be out almost all day 
on that conveyor job. | thing he would OK the deal. He 
does it all the time himself for his own customers.” 
“Maybe, Jim. 
Let me think about it during lunch.” 
would you have filled this order? 


“You’re the salesman. 


You decide. Anyway, 


Al thought a moment. I just don’t know. 


If you were Al, 


Write and tell us your opinion (ID, 330 W. 42 St., 
New York 36, N. Y. 
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ADVERTISING and 


SALES PROMOTION 


Survey 


D. A. C. MeGILL 


ASSOCIATE EDITOR 


A survey conducted by INbDUSTRIAI 


DisTRIBUTION among industrial dis- 
tributors in all parts of the U.S. 
shows that distributors spent an aver- 
age of .4°% of gross sales on advertis- 
ing and sales promotion. Some other 
findings of the survey: 

¢ Nearly half of the distributors re- 
plying to the ID questionnaire budget 
their advertising and sales promotion 
expenditures. 

¢ Only 23% of the distributors sur- 
veyed have regular advertising and 
sales promotion departments, but 
74° place the responsibility for these 
activities in the hands of a desig- 
nated individual. 

¢ A little over a fourth of distribu- 
tors questioned use the services of 
advertising agencies. 

* Most of the distributors spend the 
major part of their advertising and 
sales promotion outlay on direct mail, 
clinics and demonstrations. and a 
catalog issued periodically. 

* Nearly all of the responding dis- 
tributors note a decline in the use 
of gifts, premiums, and novelties. 

* Many distributors are still critical 
of manufacturers’ literature—lack of 
space for distributor’s imprint, fail- 
ure to emphasize distributor’s role, no 
consultation with distributors on pro- 
motion programs, etc. 

The survey sought facts and opin- 


ions on distributors’ advertising and 
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Distributors rate catalog and direct mail as most effective 


forms of advertising and sales promotion, but are turn- 


ing increasingly to clinics, demonstrations to push sales 


sales promotion. Advertising was de- 
fined as including direct mail, maga- 
zine and newspaper advertising, radio 
and television advertising, telephone 
directory, other directories, and gifts, 
premiums, and novelties. 

Sales promotion was defined as cov- 
ering catalogue, exhibits, clinics and 
newsletter 


demonstrations. external 


and house organ, etc. 

Apart from a few statistical varia- 
the tabulated results of this 
survey differed little from those of a 


tions, 


similar survey published by ID in 
1953. 
showed fewer distributors budgeting 


December, The latter survey 


advertising and sales promotion ex- 


continued 





Do Distributors Have an 


Advertising Department? 

















By size of firm: 


ANNUAL SALES 


§500.000-1L million 90% 


1-2 million 


2-5 million 


5 million and over : 62 


Do Distributors Budget 


Advertising Expenditures? 

















By size of firm: 


ANNUAL SALES NO YES 


80% 20% 


$500.000-1 million 


1-2 million 


2-5 million 


5 million and over 











THE CATALOG’S ROLE IN SALES PROMOTION 


How often is it issued? 


How is it Printed? 








8% issue every | to 3 years 


54% printed by letterpress 





70% issue every 4 to 7 years 


29% printed by offset* 





19% issue every 8 to 11 years 


13% in looseleaf form 





3% issue every 12 years and over 


4% printed by multilith 





*22% of distributors replying indicated they follow NIDA-SIDA recommendation of pasting 


up catalog pages from manufacturers’ proofs and having them printed by offset method. 


How much does it cost? 





S1zE oF DIsTRIBUTOR AVERAGE 





RANGE Avc. Tota. Cost 





$500,000 to 1 million 


$9.00 a copy 


$2.80-12.00 $12,500 





1-2 million 9.00 a copy 


2.00-17.00 22,000 





2-5 million 8.50 a copy 


2.00-15.00 31,000 





5 million and over 7.00 a copy 


5.00-25.00 51,000 








Survey continued 


penditures, and less concern among 


distributors with the quality and 
effectiveness of clinics and demonstra- 
tions as a sales-producing method. 
Otherwise, the two surveys pretty 
much parallel one another. 

No regional comparisons are made 
in this report of the current survey, 
as very few significant differences 
from region to region were found. 
West Coast distributors’ replies, for 
example, differed little from those of 
New England or Midwest distributors. 
In all parts of the country, there- 
fore, distributors face the same adver- 
tising and sales promotion problems 
in much the same way—attempting to 
get the maximum results from their 
expenditures. 

When arranged according to size 


of firm, 


show up. These differences are tabu- 


however, some differences 
lated in the accompanying charts and 
tables. (See page 75). 

Not unexpectedly, the practice of 


budgeting advertising and sales pro- 
f f | 


motion expenditures is most prevalent 
among larger distributors. But only 
in the case of the distributors in the 
$5 million and over annual sales class 
were regular advertising and sales 
promotion departments in evidence. 
Among all size classes of distribu- 
tors, however, the tendency is to 
place advertising and responsibility 
under the guidance of one or two 
persons. But the titles of the persons 
involved was usually president and 
sales manager, only rarely advertis- 
ing manager. And the larger firms 
made more use of advertising agency 
service; even so, two-thirds of the $5 
million and over class of distributors 
indicated they didn’t employ agencies. 
The respondent distributors’ largest 
sales promotion expenditure was for 
a catalog issued periodically. In gen- 
eral, they issued a catalog every four 
to seven years, spending an average 
of $24,000 which was written off in 
anywhere from one to three years. 


The cost per copy ran from less than 


a dollar to as much as $30, in one 


case. Smaller firms were found to 


spend as much per copy as larger, but 
the total average cost for the largest 
firms ran considerably higher. 

Most distributors indicated a pref- 
erence for the letter-press printed 
catalog prepared by an outside firm. 
A third said their catalogs were offset- 
printed in accordance with the cata- 
log plan adopted several years ago by 
A bare 


ke « »seleaf 


the distributor associations. 
13% issued catalogs in 
form. All distributors declared they 
had their catalogs circulated to their 
customers and prospects by their 
outside salesmen. 

Some distributors had doubts 
about the effectiveness of the catalog 
as a sales tool. One distributor had 
his salesmen collect old issues of a 
catalog from buyers in preparation 
for the issuing of a new one, and was 
horrified to find that less than two 
dozen out of several hundred showed 
any evidence of having been used. 
Now he wonders about putting out a 
new catalog. 

But, doubtful as they are about a 
catalog’s effectiveness, not a few dis- 
tributors are puzzled about alterna- 
tive forms of promotion which would 
accomplish such objectives as estab- 
lishing their name among buyers. 
describing and displaying their range 
of products, etc. Some have settled 
for a brief, attractively printed classi- 
fied index of their lines, but wonder 
if this adequately replaces a catalog. 


Clinics and 


being given increased prominence as 


demonstrations are 


a method of sales promotion by more 
and 


periodic sessions held either on their 


more distributors. These are 
own premises or in customers’ plants, 
where distributor and one or more of 
his suppliers join in bringing cus- 
tomers up to date on ways of reduc- 
ing production costs and increasing 
production efficiency. They include, 
also, the traveling of mobile demon- 
stration units (usually a_ station- 
wagon or trailer) to plant sites, where 
salesmen can show off equipment and 
tools to shop personnel. 

Clinics and demonstrations vied 
with catalogs as the most effective 
form of sales promotion, according 
to distributors replying to the survey 


questionnaire. 
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Organization chart of a manu- 
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buying influences distributors 
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and more distributors are 
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Tool Specialist 





External newsletters and house 
organs are another form of sales pro- 
motion gaining favor, distributors in- 
dicated, and one which they rated 
high in effectiveness. These publica- 
the 


distributor himself, by an outside or- 


tions are produced either by 


ganization or agency supplying a 
number of distributors, or by one of 
the distributor’s manufacturers. The 
format is generally a four to six page 
bulletin containing distributor and 
product news, application stories, and 
Distribu- 


tors send them mostly to purchasing 


suppliers’ advertisements. 


agents and key shop personnel. 
Direct mail rivals telephone direc- 
tory advertising among distributors’ 
advertising preferences (see accom- 
panying charts), and ranks first in 
effectiveness. This type of advertising 
includes the whole assortment of bul- 
folders, 


manuals, and other matter (most of 


letins, reprints, circulars, 
it supplied by manufacturers) which 
distributors send out at intervals. 

thirds of 


queried reply that they have a regu- 


Two the distributors 
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larly-scheduled program of direct 
This proportion 


holds true for distributors in all size 


mail advertising. 
classes except those with $5 million 
of whom 
The 


frequency of mailings ranged from 


or over annual sales, 80% 
scheduled mailings regularly. 


once or twice a year to several times 
a week. The greater number of dis- 
tributors said they updated their mail- 
List 
revisions were carried out by sales- 


ing list at least once a year. 


men in some cases, by office workers 
in many more others. 

On the average, distributors in the 
$100,000 to $500,000 annual 


class make direct mailings once or 


sales 


twice a month. Sixty per cent of dis- 
tributors with $500,000 to $1 million 
sales mail monthy, 20% bi- 
weekly, 20% weekly. Of those in the 
$1 to $2 million class, 55% mail 
monthly and 15% weekly, with the re- 
mainder mailing from three or four 
times a week to every two months. The 
majority of distributors in the $2 to 
$5 million sales class mail weekly or 
bi-weekly, but a substantial 22% mail 


annual 


only four to six times a year. Nearly 
all the distributors in the $5 million 
and over class maintain a weekly 
mailing frequency. 

Although many distributors in all 
size categories maintained that they 
revised their direct mail lists “con- 
tinuously,” the majority in each case 
indicated they carried out revisions 
on a yearly basis. The larger the dis- 
tributor, usually, the more the ten- 
dency to revise lists at regular 
intervals. 

For example, 40% of distributors 
in the $1 to $2 million class said they 
revised their lists once a year, while 
16% of those in the $2 to $5 million 
and over class reported revising their 
lists on a regular three-month basis. 

As noted above, there was no con- 
sistency as to who conducted list revi- 
sions, although more of the larger 
firms mentioned the participation of 
sales personnel than did the smaller 
firms. 

Size of distributor firm appeared to 
be a factor in the matter of a dis- 


continued 
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Survey -ontinued all size brackets indicated that from 


60 to 100% of their direct mail mate- 


tributor preparing his own direct rial was furnished by manufacturers. 


mail material. Seventy per cent of the All distributors reported having 


largest firms ($5 million annual sales addressing, postage meter equipment. 
and over) stated that they prepared Only largest firms had fully equipped 
their material, as 


0% 


own compared to separate facilities. 


of the smaller firms ($100,000 For the most part, according to 


to $1 million sales). Distributors in — their replies, distributors stress prod- 





WHICH DO DISTRIBUTORS USE? 


Advertising 





Telephone Directory Advertising ( Yellow Pages) 


Direct Mail (catalogs, brochures, etc. ) 





Gifts. premiums, and novelties 


Purchasing magazines, newspaper advertising 


Other directories (local and regional) 


Radio and Television Advertising 


Sales Promotion 


Catalog (published periodically by distributor ) 


Clinics and Demonstrations 


Exhibits (at local and regional trade shows) 


External newsletter or house organ 


WHICH IS MOST EFFECTIVE? 


Advertising 


15% of distributors surveyed said Direct MAIL 


12% of distributors surveyed said TELEPHONE DirECTORY ADVERTISING 


10% of distributors surveyed said Girts, PREMIUMS, NOVELTIES 





9% of distributors surveyed said PURCHASING MAGAzINE, Newsp. ADv. 





Sales Promotion 





cor 
JO 


¢ of distributors surveyed said CATALOG 





14% of distributors surveyed said CLINICS AND DEMONSTRATIONS 


9% of distributors surveyed said NEWSLETTER OR HOUSE ORGAN 





More than 
half, however, said they hit an “insti- 


ucts in their advertising. 


tutional” theme with much of their 


advertising—emphasizing their or- 
ganization, service, range of products 
carried, etc. Twenty per cent of the 
respondents reported that they tried 
to promote the industrial distribu 
tion function as a whole. 

Some 6‘: of the distributors uss 
magazine and newspaper advertising. 
the bulk of their outlay in this direc- 
tion local 


purchasing magazines. In contrast to 


going to and regional 
ID’s 1953 survey, they ranked this 
advertising second to direct mail in 
Part of this shift may 
be attributed to the 


eilectiveness. 
appearance of 
many more 
the last 


the improved quality of distributors’ 


purchasing magazines 


over seven years, and also 
advertising in this medium. 
Distributor opinion seems to split 
over the effectiveness of telephone 
directory (Yellow Pages) advertising. 


Although 


(93% ) 


nearly all distributors 
advertise in this way. many 
contend the response comes mainly 


from small or casual buyers. Just as 


many others, however. feel it impor- 


tant to keep their main product brand 
names, together with the distributor's 
name, constantly before the public in 
a daily-used medium. Generally. dis- 
tributors ranked this form of adver- 
tising No. 3 in effectiveness. 

Gifts, premiums, and novelties are 
used by over two-thirds of the dis- 
tributors surveyed. and came fourth 
in effectiveness. As mentioned earlier 
many distributors note a decline in 
this advertising, but again the bare 
statistic must be qualified by the state- 
ments received from numerous dis- 
tributors pointing out that a “really 
useful” gift or premium or novelty is 
a highly effective means of keeping 
a distributor in the buyer’s attention. 
Further, the smaller-sized distributors 
haven’t noted such a decline—princi 
pally because they are inclined to 
spend more of their advertising dol- 
lar on gifts and novelties than the 
larger distributors. 

Distributors are split 50-50 on their 
ability to coordinate their direct mail 
campaigns with the advertising pro- 


grams of their suppliers. One dis- 
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tributor’s skepticism of such coordi- 
nation being achieved is summed up 
“Are kidding 7’ 


has unable to 


in this 
Like 


mesh his marketing efforts with those 


way: you 


many, he been 
of suppliers, because he has little con- 
tact with his suppliers’ advertising or 
marketing people. He contends that 
if his chief suppliers took the trouble 
to send their advertising man to see 
him at least once, some coordination 
might be worked out. 
Whether or they 


coordinate efforts with suppliers, nu- 


not are able to 
merous distributors indicate they set 
up a year-round, planned advertising 
program geared closely to their sales 
effort. 
“Ours,” says a Florida distributor. 
“is a continuing ‘umbrella type’ of 
advertising and sales promotion pre- 
gram. which employs most of the 
normal media (except radio and TV 
and is designed to keep up a steady 
pressure month-to-month and vear-to- 
We have found it to be bene- 


ficial to keep everlastingly at it with 


year. 


a conservative effort.” 

\ Midwest distributor states: “Wi: 
have a planned sales program which 
coordinates all advertising. sales pro- 
It is 


to package all sales activities behind 


motion, and sales effort. plan 
stated products at prearranged and 
planned times. Everything is set up 
than 
using the ‘scatter gun’ approach.” 


on a years program rather 


coordination” is 
Midwest 


tributor whose program includes (a) 


“Complete 


achieved by another dis 
product-of-the-month 
] (b) 


salesmen. 
vdvertising in 


promotion by 
mailings, (c) 
(d) 
“some gimmicks worked into promo- 
key 


wire rope on a wire rope promotion.” 


direct 
various media. 


tion such as chain to simulate 

A southern distributor describes a 
“key line” approach which has been 
adopted by many other distributors 
in an effort to evolve a coordinated 


“We plan a 


program, in- 


advertising program: 


twelve months overall 


cluding direct mail, product sam- 


pling, and literature to salesmen. We 
hold monthly sales meetings. promot- 
ing our key line products. Our key 
line sales incentive 


program pays 


salesmen extra earnings for sales of 
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| want to see it in action! 








ARE INQUIRIES IMPORTANT? 


Although the number of 


inquiries 


idea of how his advertising and sales promotion is “pulling, 


received 


might give a distributor an 


the greater 


value of inquiries is providing a chance for a distributor's salesman to 


talk about a 


demonstrate or 


speci 


product. According to distributors 


questioned during this survey, the inquiry, when properly used (see illus 


tration above), opens sales doors often previously closed to salesmen 


Because such inquiries should be acted on quickly and in person, many 


a distributor would prefer that his name and not that of the supplier appear 


as the return address. 


While some manufacturers feel that carrying out 


this request would complicate printing arrangements, the distributors say 


the printing would be 


other pieces. 


as routine as putting the distributor's imprint on 


Distributors should not lean on inquiries entirely as a way of measuring 


advertising effectiveness. In fact, 


national advertisers admit, there is no exact measure 


as even 


the biggest and most 


expert 


except a subjective 


evaluation of your advertising’s influence on your customers and prospects 


which means asking them. 





key 


Thus. as shown above, distributors 


line products they handle.” 
replying to the survey find that tying 
advertising effort to sales effort in at 
least a 12-month program is the sur- 
est way of netting tangible results 
from advertising and sales promo- 
tion. 


Distisbutors’ opinion of manufac- 
s 


turers’ literature remains pretty much 
Although 
distributors 


as it has been for years. 
the 
questioned feel such literature is sat- 


three-quarters of 


is factory, in general, over half had 
suggestions that have a familiar ring. 
Below is a sampling of typical com- 
ments: 
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Route to 


MAILING LIST SLIP 


1. Sales Office 


AD BOOK OF 
2. Adv. Dept 


———— Date 
( SALESMAN ) 





New Account ( ) Remove ( 
Company 

Subs. or Div. of: — 

Address 
City 


Chonge ( ) 


Check Individuals 
for moilings 
SUPPLIES 
ABRASIVES 
CARBOLOY 

















Change above to 


Compony - 


Subs. or Div. of 


Address 


CUTTING TOOLS 
FASTENERS 

P.V. &F. 
MAT'L. HANDI'G. 

















City 


POWER TOOLS 
SAFETY EQUIP. 








cor. | 


ase RECT 





STEEL TUBING 








TRANSMISSION 














MILL & FACTORY 









































HOW DO YOU UPDATE LISTS? 


Kee ping a mailing 


of direct mail advertising. 


report that the task is handled by 


specifying the source of correction information. If, as is the case 


a Cleveland distributor, each salesman is required to sit down at 


Acc ording 


“office girls” o1 


ist current and correct is one of the stickier aspects 


distributors 


“office help,” 


to this survey, some 
without 
with 


least 


once a month with whoever is maintaining the list and review each name 


and title in his territory, then list updating can be a reality. But if cor 


rections float in “over the transom” 


badly outdated within a year. 
Standard with 


practice many 


to that reproduced above. 


on the form be processed and the list corrected accordingly, and (2 


from stray 


distributors is the use of a 
But it is imperative that (1) 


leads, the list can become 


form similar 
the data submitted 


the salesman’s use of the system be continually encouraged and checked. 


A general revision of the whole mailing list should be 


made at least 


twice a year, thus controlling postage costs (which most distributors report 


is the largest of their direct mail expenses). 





Survey continued 


Still a bone 


of contention with distributors is fail- 


* Distributor imprint 


ure of many suppliers to (a) imprint 
at no charge mailing pieces to be 
used by distributors, (b) leave sufh- 
cient space for distributor's imprint, 
and (c) show distributor's imprint in 
advantageous position on mailing 
piece. 


Allied 


to foregoing discussion on coordi- 


*Consult with distributor 


nated advertising effort, several dis- 


tributors “Manufacturers 


plead : 


should work directly with us in pre- 


paring a piece;” “Listen to distribu- 


tor as to what he needs:” “Forward 


us samples of direct mail pieces and 


let us know how they propose pro- 


gramming it; “Consult with dis- 


tributors prior to printing material ;” 


80 


Distribu- 


tors want more emphasis in manu- 


*Emphasize distributor 


facturers’ literature on the economic 
function of the industrial distributor: 
“Let me tell the manufacturer’s ad- 
vertising agency what my functions 
are;” “Provide more space to em- 
“Push the 
industrial distributor;” “Feature the 


phasize the distributor ;” 


industrial distributor; “Emphasize 


value added by good distributors 
more specifically.” 

¢ Stress applications—The distribu- 
tors surveyed are strongly in favor of 
literature showing how suppliers’ 
products are applied. They like pho- 
tographic application stories giving 
specific, concise details of how a 
product is used. Some distributors 
feel literature tends to be “too gen- 
eral” in this respect; it does not stress 


“profit plusses” of products. 


* Postal information—Distributors 
want not only reliable postal informa- 
tion on certain mailings, but also a 
bulk mail permit imprinted along 
with the distributor imprint. 

* Better copy—-Much copy in man- 


ufacturers’ literature, distributors 
feel. is not written with an informed 
industrial “A lot of 


it sounds like it came from an adver- 


user in mind. 
tising man who has never handled 
or seen the product,” one distributor 
says. Another distributor criticized 
the “emotional” appeal of much liter- 
ature, stating that a “rational” appeal 
is necessary to tell the product story 
to matter-of-fact plant men. Still an- 
other distributor wondered if manu- 
couldn't 
that 
though the distributor wrote them” 


facturers prepare certain 


pieces so they sounded “as 
in other words, having a direct ap- 
peal to the plant people normally 
reached by distributor salesmen. It 
is these advertising must reach. 
*No magazine advertisements—A 
few distributors didn’t like the exces- 
sive use by some manufacturers of 
magazine advertisement reprints as 
mailing pieces. “While some of them 
are good,” says one, “a lot of them 
were written for another purpose, and 
don’t do what a good mailing piece 
should do.” 
Distrib- 
utors with a high frequency of direct 


© Want material promptly 


mailing reported that they frequently 
encounter delays in getting appropri- 
ate literature from manufacturers. 

¢ Feature stock items—*Some liter- 
ature,” a Michigan distributor de- 


clares, “stresses infrequently-used 
goods rather than the stock merchan- 
dise ordinarily carried by distribu- 
tors.” 

¢ /nquiries—Prevalent among dis- 
tributors’ suggestion was that post- 
cards accompanying mailing pieces 
should be addressed so that inquiries 
go to distributors. In many cases. 
they say, such postcards direct in- 
quiries back to the manufacturer; 
they would prefer to get responses 
and 


first if necessary, apprise the 


manufacturer of them. Distributors’ 
indicated a preference for self-mailers 
designed to funnel inquiries to them. 


Despite many of the problems and 
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pressures they face in trying to evolve 
a productive advertising and sales 
promotion program, distributors are 
of the overwhelming opinion, in an- 
swer to the survey, that “the value 
gained from advertising and sales 
promotion justifies its expense.” 

The greatest revelation of the sur- 
vey didn’t appear in distributors’ re- 
plies to the ID questionnaire. Rather, 
it was the lack of information offered 
that betrayed a general indifference 
among distributors over the import- 
ance of advertising and sales promo- 
tion in their selling programs. 

For example, the almost general in- 
ability to pinpoint actual costs for 
each item of sales promotion and 
advertising reveals either (a) the 
non-existence of segregated cost fig- 
ures, or (b) an actual ignorance of 
such figures on the part of the top 
executive completing the question- 
naire. In view of the few distribu- 
tors actually budgeting expenditures. 
it would seem that the failure to keep 
advertising and sales promotion costs 
segregated is pretty standard practice 
throughout the industry. 

Second, only a minority of the dis- 
tributors surveyed were able to name 
with any certainty which form of ad- 
vertising or sales promotion was most 
effective. In other words, most dis- 
tributors have apparently set up no 
method of assessing the relative value 
to their overall sales effort of vari- 
ous methods of advertising and sales 
promotion. Thus, for the most part. 
many seem to be spending consider- 
able amounts of money because tra- 
dition dictates. The case cited above 
of the distributor who took the trou- 
ble to find out what happened to his 
last catalog is most exceptional. 

Further, the failure to schedule 
mailings, coordinate mailings with 
the sales program, and particularly 
to gear campaigns to suppliers’ ef.- 
forts indicates how much distributors 
are underrating the power of adver- 
tising and sales promotion. Although. 
as pointed out above. most of the dis- 
tributors surveyed feel advertising 
and sales promotion justifies its ex- 
pense, few of them disclosed details 
of efforts sustaining their belief. 
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MANUFACTURER'S LITERATURE 


WHAT DISTRIBUTORS DON’T LIKE 


WHAT DISTRIBUTORS DO 

















No Room for Imprints 

Most prevalent, long-standing 
complaint of distributor is small 
~pace most manufacturers allocate to 
imprint on mailing piece intended for 
distributor's use. 
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Coordination 












































Distributors who conscientiously plan 
their advertising and sales promotion 
appreciate manufacturer's coopera- 
tion in coordinating his program with 
theirs. 














Too Much Dead Text 

Some pieces lose their impact be- 
cause the technical text is not illum- 
inated by photos or drawings. 
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Bulk Mailing Stamp 

Some distributors ask that, along 
with their imprint on a mailing piece, 
the manufacturer also print their 
bulk mailing permit stamp. 








Emotional Copy 
On the other 
distribu- 
tors object to 


hand, 


“emotional” copy 
and illustration 
which tells in- 











dustrial buyer 
little about a 
technical _prod- 


uct. 














Application Stories 

Literature replete with text and 
photos showing application of a prod- 
uct rates high with all distributors. 
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Inquiries to Supplier 

Many distributors object to inquiry 
cards being pre-addressed to manu- 
facturer, then eventually routed to 
them. These distributors want their 
own name on them. 
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Buy FROM YouR. 
Push Distributor 


Most distributors feel more manufac- 
turer’s literature could do more to 
promote service and function of dis- 
tributor generally. 











Survey  ontinued 


What Makes a Good 
Distributor Program? 


From the replies of some distributors 
to this survey, it is possible to draw 
a composite picture of an adequate, 
effec tive advertising and sales pro- 
motion program. The extent to which 
a distributor uses each of the elements 
dese ribed belou u ill depend on his 
size, but whether he is small or large 
he should 


nares: 


observe these prelimi- 


PLAN AHEAD 


Look ahea l 


months, and map out general sales 


three, six, or twelve 
objectives, then decide what advertis- 
ing and sales promotion is needed 
Co- 


ordinate advertising with sales effort. 


to accomplish these objectives. 


BUDGETING 

Essential to planning ahead is to (a) 
draw up budget of advertising and 
sales promotion expenses, or (b) at 
least make careful estimate of outlay 
required. 

RESPONSIBILITY 

Assign responsibility for overall pro- 
gram to one member of management 
who can coordinate it with sales 
effort and also consult with suppliers 


on their promotion plans. 


OUTSIDE AGENCIES 

Investigate use of advertising, direct 
mail, and other outside agencies and 
services whi h can be source of help 
and ideas in implementing an effec- 


tive program. 


Sales Promotion 


CATALOG 
Determine if your present catalog is 
being used by buyers. Work out way 
of making it an indispensible refer- 
customers and 


ence for prospects. 


Stress your key lines and your func- 


tion and service as distributor, Com- 
pare catalog cost with some of aver- 
ages shown in this survey. Investigate 
ways of keeping catalog updated with- 


out undue expense. 


CLINICS, DEMONSTRATIONS 

Plan to hold clinics either on your 
own premises or on a customer’s 
to show off new ideas and products. 
Check with suppliers to find out what 
demonstration materials and other co- 
operation are available. Investigate 
trailer and stationwagon display units. 
EXHIBIT 

Prepare an exhibit for use in local 
or regional shows attended by your 
customers. Have it emphasize the 
distributor function. 

NEWSLETTER, HOUSE ORGAN 

Publish a periodical publication con- 
veying “image” of your firm to cus- 
tomers and _ prospects, containing 
product news, personnel news, ap- 
plication information, and “institu- 


tional” view of firm’s services. 


Advertising 


DIRECT MAIL 

Plan mailings for three-, six-, or 12- 
month period, and coordinate with 
effort. 


literature that is heavy on applica- 


sales Choose manufacturer’s 


tions of product, technical data, cost- 


saving and profit-making features. 
Address mail to person and title, not 
title alone. Classify list by customer 
industry category and products used. 
Update list at least twice a year. 
NEWSPAPERS, MAGAZINES 

Advertise occasionally in local news- 
papers to acquaint public with serv- 
function. Advertise in 


ices and 


regional purchasing magazine, in- 


dustrial development association pub- 


lications, ur other periodical media 
you know are read and respected by 
customers and 


your prospects. Do 


not approve “donation” advertising 


in programs or newspapers. 
TELEPHONE DIRECTORY 

Decide which of your lines merits 
special listing in Yellow Pages, and 
how much display space is required. 
Sample P. A. opinion, if necessary, 
to find out if directory is consulted, 
but use of this medium will depend 
on your type of business and local 
buying habits. 

RADIO, TV ADVERTISING 

Many distributors use these media to 
advantage, but again their use de- 
pends on characteristics of your busi- 
ness and local market. 

GIFTS, NOVELTIES, PREMIUMS 

Test for these is “usefulness” to re- 
cipient. Lasting items such as slide- 
rules, desk calendars, etc. can keep 
your firm’s name in front of buyers. 
Pointless gimcracks may have fleeting 
humor value, but no real value. 


Distributors who get the most from 
their advertising and sales promotion 
expenditures (a) set up some system 
for evaluating effectiveness (tabula- 
ting inquiries, for example), and (b) 
maintain cost records showing what 
is spent. Cost records usually cover 
direct labor and materials, outside 
agency fees, and sometimes an addi- 


tional percentage to cover administra- 


tion cost. Special attention is paid 


to overtime. 





An Ad Manager Speaks 


‘A manufacturer's greatest prob- 


lem,” savs Dudley Saurman, Simonds 


Abrasive’s ad manager, “with mate- 


rials furnished distributors can be 


summed up by “use” (reason mate- 


rial is prepared in first place), 


“abuse” (over-supply and non-dis- 
tribution which can be controlled by 
his factory man), and “disuse” (dis- 
tributors find material doesn’t fit in 
with their own programs). 
Saurman makes these suggestions 


to distributors 





1. Organize and schedule distribu- 
tion of sales literature, bulletins, and 
catalogs to salesmen for personal 
selling use. 

2. Catalog publishing, often a major 
distributor expense, becomes easier 
when copy, cuts, layouts, reproduc- 
tion proofs for offset printing are 
obtained from manufacturer. 
3. Direct 


lected area.” 


mail is “generally a neg- 


Keep list of live cus- 
tomers, know individuals being con- 


tacted. “Surprisingly few” distrib- 


utors maintain list classified by 


product interest, says Saurman. 
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National’s your better buy 
for quality in product and package 


Experience has proved that packaging 
pre-sells the product inside. With that 
idea in mind, National gives you: 


Brighter boxes —trim, colorful cartons 
with the glossy finish that resists smudg- 
ing, stays clean longer, dresses up 
fastener shelves, and keeps fastener 
departments looking spic and span. 


Color-coded labels —to instantly identify 
the kind of fasteners wanted. 


Large-type lettering—to make it easy to 


read sizes and names of the fasteners. 


The packaging a quality product deserves 
— because, most important, the fasteners 
themselves live up to the looks of the box 
... with quality that protects your repu- 
tation for selling dependable products. 


These are some reasons why so many 
of our customers standardize on the 
National line, and why they all agree: 
“National’s Your Better Buy.” 


THE NATIONAL SCREW & MFG. COMPANY © CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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3423 SOUTH GARFIELD AVE., LOS ANGELES 22, CAL. 
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NOW...SELL THE COMPLETE 
J&L WIRE ROPE LINE 


Jones & Laughlin national advertisements are stressing the completéness 
of the J&L lifting line, telling your customers and potential customers that 
it includes everything they want for all their lifting jobs—the examples 
shown, plus J&L hand and power hoists and many other wire ropes, wire 
rope slings, alloy chain slings, fittings, assemblies and accessories. 


Sell complete service 


These advertisements do more, however, than just sell J&L and the com- 
plete line. We’re selling your services—your local, personal service, plus 
the fast and expert assembly, repair, fabrication and delivery back-up of 
J&L’s 15 strategically located wire rope service centers and all the re- 
sources of our experienced organization. J&L factory engineer specialists 
are ready to help you and your customers solve difficult or unusual lifting 
problems. 


As a J&L Wire Rope Distributor, you are now in a position to offer the 
name brand in a complete lifting line for complete safety. 


1. Sofyeliy Weave, Nylon Sling. 2. Woven Wire Belting. 3. Manila Cordage. 4. Swaged 
Assembly with Fork Eye. 5. JaiKiamp Bridle Sling. 6. Braided Sling. 7. Alloy Chain Sling. 


FOR SAFETY IN LIFTING 


WIRE ROPE DIVISION -Muncy, Pennsylvania 











H. K. PORTER, INC. ap 
Took fer all Industry 
SOMERVILLE 43. MASSACHUSETTS 
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November 9, 1960 


Mr. Charles S. Mill, Publisher 
Purchasing Week - 21 

McGraw-Hill Publishing Company, Inc. 
230 West 2nd Street 

New York 36, New York 


Dear Mr, !till: 


H. K, Porter, Inc. has always believed in the vital role played by the industrial 
distributors, so we go all out to help them. 


Ve have consistent and rerular space orograms in magazines, such as Purchasing 
Week, which are read by the men who have “buying influence". These ads urge the 
reader to "see your industrial distributor - he has it in stock or can get it for 
you promptly". 


Porter salesmen spend a good portion of their time making missionary calls by 
themselves and with the distributor salesmen, 


Our company exhibits at all important industrial trade shows and individual 
distributor shows. 


A wide variety of sales aids such as display panels, catalogs, special catalog 
sheets, mailing stuffers and direct mailing pieces are available. Literature 
"sells the need, not the tool” to industrial customers and prospects. 


All orders and inquiries received from our advertising are referred to the 
distributor, as are direct orders received at our plant. 


Offset proofs of the complete line are available to help the distributors reduce 
treir catalor costs. 


H, K. Porter, Inc. was one of the first companies to cooperate with distributors 
by issuing Yet nricing on both Cost and Sugrested Resale Price Sheets. 


These are just a few of the many ways in wich we are helping our distributors to 
develop sales on our line. 


Kindest personal regards. 
Sincerely, 


H. K. PORTER, I 4) th 
“ LE 
i: rug We 
4. M. Webster 
Vice President 
TOOLS FOR ALL INDUSTRY 
meTau —_ * PRUNING © SPECIAL PURPOSE 
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“H. K. PORTER, INC. has always believed in 
the vital role played by the industrial distribu- 
tors, so we go all out to help them.” These are the 
words of Harry M. Webster, Vice President, 
H. K. PORTER, INC., and they convey his com- 
pany’s thoughts on the importance of industrial 
distributors. 
CHISELING 


ce Backing up this statement, H. K. PORTER, 
wens INC. carries out a complete distributor support 
_—. program. Among the many avenues of action 
taken are the brochures, mailing stuffers, cata- 

logs, data sheets and direct mail pieces shown 


here. 


Another very important feature of this dis- 
tributor support program is advertising in 
business publications. Mr. Webster says... “We 
have consistent and regular programs in maga- 
zines, such as PURCHASING WEEK, which are 
read by the men who have buying influence. 
These ads urge the reader to see your industrial 
distributor.” 


In this advertising program Mr. Webster ac- 
knowledges the role of advertising; that of pre- 
selling. PORTER salesmen spend a good portion 
of their time making missionary calls, and it is 
in this area where pre-selling pays off. 


Mr. Webster and H. K..PORTER, INC. are 
among the growing number of industrial sup- 
pliers who advertise in PURCHASING WEEK 
to reach the “men who have buying influence”’ 
Here are some of the reasons why: 

1. To make contact with 25,000 key Purchas- 


ing Executives throughout industry and 
business. 





2. To give sound reasons why their products, 
materials or services should be bought through 
you. 


3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 WEST 42nd ST., NEW YORK 36, N. Y. ‘@: 
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More new Skil industrial 


Skil is out to do more than just keep its leadership 
in new tool development. We are going to increase 
this margin of leadership with more new models, 
improved models, and exciting, all-new tool innova- 
tions—the breatest array in Skil’s history. 

We're speeding up the product innovation program 
that helped Skil distributors get a larger share of the 
industrial power tool market in 1960 than ever before. 


It’s all part of our basic policy—to produce tools so 
superior in quality and so unique in features that 
distributors will sell more tools and find it easier to 
maintain profit margins. 

Right now is the right time to get the facts on the 
leadership line—Skil. Call your local Skil representa- 
tive today. Or write: Skil Corporation, Dept.115A, 
5033 Elston Avenue, Chicago 30, III. 
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wait’'ll you see the Skil news” for '61! 
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power tools coming in 61 
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... something bothering you? 


You say your customer’s barks have your ears pinned back because you 
don’t always have the cutting tools they need whenever they growl. You can easily 


solve this problem by becoming a Vascoloy-Ramet distributor. You’ll have the 

most complete line of cutting tools, cemented carbides, toolholders, Tantung 

and ceramic tool material available with which to serve your customer’s needs at any 
time. It’s all backed-up by national advertising, direct mail literature, faster 

service, complete stocks and capable factory representatives. So, bury your bone in 
our yard and become a V-R distributor. Just whistle and we’ll come running. 


CREATING THE METALS THAT SHAPE THE FUTURE 


Ws-R ) VASCOLOY-RAMET 


866 MARKET STREET . WAUKEGAN, ILLINOIS 


CARBIDE CERAMIC ume TANTUNG — TOOLHOLDERS — -* \ FACE MILL 
BLANKS. . INSERTS — 1 SOLID TOOL BITS, > SOLID BASE | CUTTERS 
INSERTS, TRIANGULAR q CUT-OFF BLADES, AND pm ‘ WITH 

BRAZED SQUARE, n> TIPPED TOOLS, ELEVATOR AN | THROW-AWAY 
TOOLS ROUND y CAST-TO-FORM TYPE se °/ INSERTS 
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SURVEY ON DISTRIBUTOR ADVISORY COUNCILS 126 
A survey conducted among manufacturers by ID reveals that distributor 
advisory councils are valued as a method of communicating with distributors. 
One complaint: distributors take too-local view of problems. First of series. 


INCO TAKES “LONG LOOK” AT STAINLESS 128 
International Nickel Co. has completed research studies projecting the sales 
of stainless steel in 20 major U. S. industries. Studies predict growing 
importance of steel service centers (steel warehouses) as sources of supply. 


SIDA PLANS MIDYEAR MEETING 130 
The Southern Industrial Distributors’ Association will hold its annual midyear 
meeting at the Palm Beach Biltmore Hotel, Palm Beach, Florida, January 
19-20-21. 


INDUSTRY STARTS HIRING JUNE GRADUATES 134 
This June will see 70 seniors graduate from the four colleges which currently 
sponsor an “Industrial Distribution” curriculum. The total enrollment has 
grown from 37 students in 1954 to 316 students this year. Reported trends 
show increased employment with manufacturers and need for scholarships. 





NEW PRODUCTS ON THE MARKET........ 





Permit rapid cutting of circles 

up to 48-inches in 11 gage steel 
Adjustable extension arm attachments 
18-in. to 


be cut with company’s air or electric 


allow diameters of 24 and 


nibblers. Extension arm is quickly 


attached or detached from nibbler. 
Attachment PC-1 has a circle limit of 
PC-2 cuts circles 


Machine Co., 1910 
Pa. 


24-in; attachment 
to 48-in. Fenway 


Marshall St., Philadelphia 22, 


Has replaceable steel jaw faces, 
malleable iron unbreakable castings 


Model 
is said to be ideal for indus- 
trial sheet metal work, auto body and 
aircraft work and woodworking. Vise 


Sheet metal workers’ vise, 


2241, 


has a swivel base which permits it to 
be swung freely and locked in any 
desired position. A steel clamping 
nut operates a forged steel bolt with 
teeth that mesh into gear-like cor- 
rugations in base plate to form a 
positive lock. Position of work can 
be shifted and it can be held at diff- 
erent angles without removal from 
vise. Vise has a 414-in. jaw width and 
a 9-in. jaw opening. Throat depth is 
Mfg. 


5%-in. Columbian Vise and 


Co., Cleveland 4, Ohio 


Makes fast cuts through wood, 
metal, plastics, composition, pipe 
Sabre saw, claimed to be the most 
powerful on market, has following 
“Rock Lock” 


which keeps shoe flush with work re- 


features: and shoe, 
gardless of angle of cut, or locks 
shoe as a firm base to support tooi 


blade 


mounted 


in scroll cutting; three-way 


chuck allows blade to be 
to cut up, down or sideways; double- 
edge blade is designed for making 
complete accurate pocket cuts in one 
uninterrupted operation. Saw has 
universal motor, spiral bevel gears, 
special spindle gear for safety and 
visibility, saw grip handle and in- 
stant release trigger switch, extra 


long blade stroke. Black & Decker, 
Towson 4, Md. 


Handles speeds up to 1500 RPM 
on many industrial applications 


Line of universal joints is available 
in both single and double joints in an 
extremely wide range of sizes. Single 
joints provide smooth, sensitive oper- 
ation through a full working angle 
of 40-deg. and double joints through 
80-deg. Rated at .35 to 190 hp at 
100 rpm, they come in sizes from 
%g-in. to 4-in., are available with 
square bore. Case hardened and fine 
alloy steels achieve light weight, dura- 
bility, maker claims. Lovejoy Flex- 
ible Coupling Co., Chicago, Ill. 


In pressure-balanced and float 
thermostatic designs 


Line of thermostatic steam traps are 
unaffected by pressure, water ham- 
mer, frost corrosion or rough han- 
dling, maker claims. Operation main- 
steel, bi-metal 


tained by stainless 


thermal element with universal joints. 
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This Month’s New and Improved Products with Sales Possibilities for Industrial Distributors 





Said to insure minimum steam loss 
and trouble free operation in a wide 
range of applications including super- 
heat service to 500-deg. F. Pressure 
ranges for thermostatic traps are 
vacuum to 25 psi, vacuum to 65 psi, 
vacuum to 125 psi, 0 to 225 psi, 0 to 
300 psi. float- 
thermostatic types from 0 to 75 psi. 
MIL Div., Farris 


Engrg. Corp., 560 Commercial Ave., 


Palisades Park. \. J. 


Pressure ranges for 


and 0 to 150 psi. 


Has lever and coarse adjusting 
screw for quick adjusting 

Quick adjusting compressed air regu- 
differs 


because it 


lator from other reducing 


valves has a lever and 
coarse adjusting screw in place of the 
standard fine thread and tee-handle 
180-deg. 
turn of the lever adjusts regulator 
from 0 to 60 psi. A 360-deg. turn 


adjusts it from 0 to 125 psi. Maxi- 


type adjustment screw. A 


mum primary (inlet) pressure is 300 
psi and maximum secondary (outlet) 
pressure of standard unit is 125 psi. 
Regulator has 2 gage ports or 3 out- 
lets, is self-relieving or non-relieving, 
has balanced valve construction and 
a nylon’ reinforced diaphragm. 
Wilkerson Corp., 1687 West Girard 
Ave., Englewood, Calif. 
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EP Pavone 
For portable coated 
abrasive operations 


Model 360 air-inflated sanding roll 
is 3-in. in diam., 6-in. long, and is de- 
signed for high production sanding 
on either flat or contoured surfaces. 
Stated features: 6-in. length will sand 
large areas without gouging; rubber 
drum is replaceable without special 
tools or glue; air cushion construc- 
tion of roll 


degree of contouring. 


permits high 
Roll can be 


horizontal 


inflated 


used with nearly any 
grinder having a % x 11 threaded 
spindle and a speed of 4500 rpm or 
Nu-Matic Grinders Ince.., 


140th St.. Cleveland 10. 


Qar7¢ 
O10 


Ohio 


less. 
East 


Portable; ideal for general 
maintenance work 


Stated features of Model 610 carbon 
blade band saw include: capacity of 
6 x 10-in.; powered with a 4% HP 


110 volt motor which can be operated 
from a standard electric light outlet; 
has a fast-acting adjustment vise 
which 


90-deg. to 45-deg. angles; saw can be 


accommodates cuts of from 
used for portable contour work by 
putting arm in a vertical position and 
using an accessory table; saw has 
adjustable saw guides, infinitely ad- 
justable pressure control, cast iron 
Peerless 


Ave., 


vise base and vise jaws. 
Machine Co., 1600 
Racine, Wisconsin 


Junction 





a 


Ime. epever 


te 


Withstands temperature 
up to 1200 degrees F. 


High heat aluminum paint, called 
Heat-Rem H-120A, can be applied by 
brush, spray or dipping, will air dry 
or bake dry. Of heavy viscosity, 
paint provides a thick, flexible coat- 
ing, industrial 
fumes, most acids, salt spray and 


claimed to resist 
weathering. Can be applied to wood 
or masonry adjacent to coated metal. 
In one and five gallon cans. Speco 
Inc., 7308 Associate Ave., Cleveland 


9, Ohio 





PUMPS 

ARE EASY 
TO SELL- 

BECAUSE... 


. Motor Driven ‘““Mud-Hog”’ Motor Driven Straight Centrifugal 


Motor Driven Self-Primer Plunger Sludge Pump 


Vertical Self-Primer 


f 
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MORE MARLOW ACCEPTANCE! Customer acceptance for the broad Marlow line 
makes it easy to sell. Your customers know that Marlows perform at high 
efficiencies with low operating and maintenance costs. The Marlow line includes 
self-priming centrifugal, end-suction centrifugal, diaphragm and plunger pumps 
for a wide range of service applications. 


MORE MARLOW SALES HELP! To serve and assist their vast dealer organization, 
Marlow maintains a complete field force of factory trained engineers, located 
strategically throughout the country. This exclusive Marlow service means fast, 
local help on difficult pump applications and service problems. 


MORE MARLOW ADVERTISING! Marlow advertising and merchandising efforts 
are aggressive and effective. This pre-sells your market, makes your sales job 
easier than ever before. For complete information on the Marlow Dealer Agree- 
ment, write to Marlow Pumps, Midland Park, New Jersey. 


“Gem” Self-Primer Lightweight Portable “Utility” 


] 


Lightweight Portable ‘““Mud-Hog”’ Lightweight Portable Fire Pump Engine Driven Self-Primer 


|] DIVISION OF 


wi) BELL & GOSSETT CO. 


PUMPS 
@ Midland Park, New Jersey Longview, Texas ¢ Morton Grove, Illinois 


Marlow specializes in pumps for: Contractors * Dry Cleaning * Fire Fighting 
Industry * Irrigation - Oil Country * Petroleum Marketing * Sewage * Swimming Pools 
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New Products continued 


Provides variable speed drive 
that gives 3:1 speed change ratio 


Roto Cone variable pitch pulley, No. 
1325, is rated 25 HP at 1750 rpm, 
provides a variable speed drive, using 
single belt, that will give a 3 to 1 
Used 


one 


speed change ratio. with ad- 


justable motor base, variable 


belt 


Groove sheave, the pulley drive con- 


speed and a companion V- 
verts any constant speed motor or 
other driving power source to a vari- 
able speed drive that delivers infinite 
speed control for any desired speed 
within the speed range instantly and 
while machine is in motion. Gerbing 


Vie. Co., Elgin, Illinois. 


Maintains accuracy over polar 

to tropic temperature range 

Test gage has temperature compen- 
built into both 
and linkage. Bourdon tube is made 
of Ni-Span “C” 


which 


sation bourdon-tube 
, a high nickel alloy, 
minimizes the effect of tem- 
Adjustable 


corrects for 


perature on spring rate. 
link 


shift error resulting from expansion 


mechanism zero 


and shrinkage of movement and 


socket materials. Link design allows 


use of metals having various thermal 
expansion rates to complement each 
other, resulting in required linear 
correction. Gages available in four 
pressure ranges with dial sizes from 
34 to 84-in. Suggested applications 
in missile and aircraft ground sup- 
port, on test benches in process and 
manufacturing industries, for the cali- 
bration of production-type gages, etc. 
U.S. Gauge Div., American Ma- 


chine & Metals, Inc., Sellersville, Pa. 


coup WEATHER 


Plastic Plectrica! Tope 


coup WE 


Plastic Electr’ 
ne 


Will remain flexible at 
temperatures as low as —50 Deg. F. 


Pressure sensitive, plastic tape for 
electrical wire splicing, No. 295, was 
specifically engineered for use in out- 
door applications in cold weather or 
low temperature indoor splicing such 
as cold locker rooms, freezer plants 


‘tc. Tape has an overall thickness of 


€ 
« 
< 


3.5 mills with excellent _ tensile 
strength, 135° elongation, outstand- 
ing dielectric strength and insulation 
resistence, as well as high adhesion, 
maker claims. Remains serviceable 
under operating temperatures to 180- 
deg. F. Veu 


ee 


Permacel, Brunswick, 


Ready to operate; some hand, 
others foot operated 


Line of hydraulic power units range 
from 14 to 10 HP and from 1.7 gpm 
to 13 gpm at 1250 psi and 5000 psi. 
Units are portable, or semi-portable. 
Weight ranges from 20 to 770 lbs. 
W. A. Whitney Mfg. Co., 636 Race 
St., Rockford, lil 


Three new models introduced 
by company 


Three new bronze water gauges—two 
in 14-in. sizes and one in “4-in. size 

have 14-in. centers on the 1-in. sizes 
and an 18-in. center on the *4-in. size. 
One of the 1-in. No. 627, 


has a more streamlined and compact 


gauges, 


body than previous models, and a 
cock. 


maker claims. The other two gauges, 


smaller, more efficient drain 
No. 630 in 1% and *%4-in sizes, feature 
(1) identical %,-in. O.D. glass; (2) 
identical packing nut, packing ma- 
(3) smaller, more 


155 


terial for the glass: 
efficient drain cock. Crane Co.. 


NV. Wacker Drive, Chicago 6, Ill. 


For use on multiple operation 
mobile machinery 


CM11 multiple unit valve is available 
in any number of sections up to 10, 
with individual load checks in each 
section. Rated up to 2500 psi, the 
valve is said to achieve improved 
metering, reduced leakage from cyl- 
inder to tank, and reduced pressure 
drop with no increase in size. Valve 
is nominally rated at 15 gpm, with 
higher flow rates possible with pres- 


sure drops acceptable to user. In- 
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tegral pilot operated relief valve is 
available with pressure settings from 
900 to 2500 psi in increments of 250 
psi.. Relief valve features extremely 
low pressure override characteristics. 
Vickers Inc., Detroit 32, Mich. 





Now available with 
chrome clad finish 


Combination square set, No. C525-4R, 
has cast square and center head. Pro- 
Blade 
has No. 4 rapid reading graduations 
(8ths, 16ths, 64ths 
Available in 12, 18 and 24-in lengths. 
No. C635-4R has drop forged and 


hardened 


tractor head is non-reversible. 


}2nds. inch). 


heads. 
Blade 
has No. 4 rapid reading graduations. 
C525-4R. Lufkin 
Rule Co., Saginaw, Michigan 


square and center 


Protractor head is reversible. 


Lengths same as 


—_ 


Excellent cutting qualities, 
longer service life 


High speed steel band saw blades. 
produced through new techniques in 
heat treating, have tooth tips highly 
resistant to wear and greatly in- 
creased flex life for a greater num- 
ber of straight cuts per blade, faster 
cutting, fewer blade changes per job. 
W. O. Barnes Co., Inc., 1297 Ter- 
minal Ave., Detroit 14, Mich. 
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For quick mounting of company’s 
air tools on any lathe 


Swivel-arm tool holder provides a 
wide range of work positions with- 
out changing the holder in the tool 
With 


socket-head cap screw, operator can 


post. its “easy-lock” I y-in 
swivel the air tool through a 180-deg. 
are and can lock the air tool rigidly 
in one position. Available in two 
sizes for Dotco series 1 and series 2 
tools, holder makes possible use of 
high-speed air grinders and sanders 
directly on the lathe. Doeden Tool 


Corp., Hicksville, Ohio 


Meets sanitary codes in food, 
dairy, pharmaceutical industries 


Sanitary ball valve, Fig. No. 8207. 
is available in 1, 14 and 2-in sizes 
and has a 150% working pressure at 
100-deg. F. Valve has retained Teflon 
seat rings. neoprene quad ring pack- 
ing. nylon thrust washers and a pol- 


All 


steel. 


ished aluminum handle. other 


Extra 
large port opening eliminates turbu- 


parts are of stainless 
lence and allows cleaning “on stream 


brush 


method. Valve disassembles quickly 


through steam and_ wire 
for additional cleaning. Interchange- 
able union end connections permit 
quick application into present proc- 
tlloy Corp., 


cess systems. Cooper 


Hillside. N. J, 


| 





Winute Tan 
KEYWAY BROACH KITS 


For cutting keyways from Yj,” to 1” in any 
bore from 14" to 3” in one minute for as little 


as one cent. 
> 


— Winute Wan 
SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for 4” to 34” squares. Hexa- 
gon broaches and Production Type Key- 
way Broaches also in stock. 


Winute Tan 


MAGNETIC BASES 


Hold dial indicator gages 
— save set up time. Alnico 
magnet has 50 Ib. grip on 
all four sides. 360° hori- 
zontal swing, 180° vertical 
swing. 


ye" 


\- —— 


duMONT TOOL BITS 


| High Speed Ground, Square and Rec- 


tangular. Hold a keener cutting edge 
longer due to ‘‘balanced’’ toughness, red 
hardness and wear resistance. 


For complete information on these fast selling, 
high profit tools, get in touch with 


biitcmeltye)y bi 
CORPORATION 





INSIST ON... 


EDO 


PIPE TOOLS 


WRENCHES - CUTTERS - THREADERS 





Y%"' to 2” 
CAPACITIES 





THREBDERS 
ol” 


3-WAY TYPE '2''t 


‘a 
™, 
y : 
. 


“"' to 2’ DIE HEADS 


AUTOMATIC & GEARED CUTTERS GEARED ADJ. THREADERS 





NEW, Advanced Features 
Here are a few of many Toledo Quality Checked 


Pipe Tools with extra values built-in, yet they sell 

at popular prices. When you see and buy Toledo 

Pipe Tools you get advanced design and Toledo 

engineered mechanical features that give you 

better job performance and long service life. 

Don’t settle for anything less than the best 
INSIST ON TOLEDO! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS 


Write For New Catalog 


EDO (els och 


PIPE THREADERS « WRENCHES ¢ MACHINES ¢ TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 











Solders even metal surfaces 
normally resistant to fluxing 


Printed circuit flux, called Alpha 
340-35, is a liquid coated rosin flux 
developed for printed circuit dip 
soldering. Alpha 346-35, and two 
other fluxes in this group—Alpha 
346-60 and Alpha 346-20—are used 
in the manufacture of a large variety 
of electrical equipment units and 
parts for electronic components and 
assemblies. Alpha Metals, Inc., 56 
Water St.. Jersey City 4, N. J. 


iL 





Features compactness with control 
visibility and convenience 


“Dyna-Trol” furnaces feature a more 
compact base and a forced convec- 
tion fan which provides an automatic 
and even gradient in the furnace 

co1 tinued 
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at any point along the heat curve. 
Operating temperature is 1875-deg. 
F. with fan; for operation above this 
point, fan is easily removed. In each 
model, a constant level of temperature 
can be maintained, ranging from 
3000 deg. F. to 2300-deg. F. by input 
controllers, which can be set from 
7 to 100% of input. L and L Mjg. 
Co., 804 Mulberry St., Upland, 


Chester, Pa. 


Unlimited mounting flexibility 

for angle, off-line drilling jobs 
Multi-angle drill unit has a drill cap- 
acity of %-in in steel, incorporates 
a two-way air cylinder which provides 
both feed and return of the spindle. 
Any length stroke may be set up to 
the unit’s full 4-in capacity, maker 
claims. Unit is designed to permit 
quick attachment to a flexible shaft 
or an electric motor powe! source, 
Standard accessories include mount- 
ing brackets, adapters, pulley drives, 
off-set universal joints. Commander 
VU fg. Co., 4225 West Kinzie St., 
Chicago 


For use with any medium 
that won't deteriorate brass 


Throttler protects gages from pulsa- 
tion, regardless of the viscosity or 
surface tension of the pressure me- 
dium and of the amplitude or fre- 
quency of the pulsation, maker 
claims. Throttler employs variable 
restricted orifice principle—the en- 
trance for pressure can be made 
larger if the pressure medium is of 
high viscosity, smaller when pressure 
is high and frequency of pulsation 
great. Suitable for pressures exceed- 
ing 600 psi. Can be used in vertical 
or horizontal position. Marshalltown 
Mfg. Co., Marshalltown, lowa 


January 1961 





performance determines demand and 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality—proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


A 
If it burns gas \/ look to --. Since 1901 


JOHNSON GAS APPLIANCE CO. 588 E Avenue NW, Cedar Rapids, lowa 





Acetic Acid « Acetic Ether + Ace 


Banana Oil + Barium Sulphate 


« Boiler Feed Water + Borax « + Brie 


Butene + Buty! Acetate + Calciu 
«Carbon Dioxide + Car’ 
Chlorine + Chloro 
Oil + Creosr 
Ethylene 
« Hyd 
Liquoi _ " 
« Methy,: = 4 
Oleic Acid + Olec 
s 
Ether « Phenol + Phosphoric A 


Hydroxide + Potassium Sulphide + 3 


bonate + Sodium Bisulfite » Sodium Carbonate g. 


« Alcoho 


enzene « 


osene « Kroft 
Acetate + Methyl! Alcohol 


apphtha + Nicotine + Nitric Acid - 


BPentane + Petroleum «+ Petroleum 


Potassium Cyanide + Potassium 


Silicate » Sodium Sulfate + Sodium Sulfide + Sodium 


Stearic Acid + Sulphuric Acid * Sulphur Dioxide + Tannic Acc 


chloride + Tetrachlorethane « Toluol + Tri-Sodium Phosphate «+ Trichlorethylene + Turpentine - 


SIMPLIFY INVENTORY 


with the all-purpose gasket material 


You keep customer good will when 
you sell DURABLA gaskets. He buys 
gaskets of a single material that can 
be used with proved safety for over 
120 chemicals, and their thousands 
of variations. 

You serve him quickly . . . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list. samples and 
descriptive bulletin ID11. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


— DURABLA 


Manutacturers of DURABLA Pump Valves and Check Valves 





Keeps screw anchors from turning 
during installation in soft materials 
Metal device 


wall and the cap of an 


is placed between the 
inserted 
Molly screw anchor. Cap prongs fit 
anchor 


holds 


makes 


into grooves which prevent 


from rotating while installer 


wrench with one hand as he 
the first few turns of the screw with 
hand. 


Read- 


a screwdriver in the other 
Molly Corp., 230 N. Sth St., 
ing, Pa. 


For use with potentiometers, 
other variable controls 


Splash-proof, dust-proof version of 
company’s control knob lock, for ex- 

with 
control 


terior use variable controls, 


locks the 


turn of its fluted skirt without dis- 


with a one-eight 


turbing critical control settings. 
Rubber insert prevents water leak- 
age. Raytheon Co., Industrial Com- 
55 Chapel St., 


ponents Div., Newton 


58. Mass. 
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NEW! WILTON’S C-CLAMP-0-RAMA 


A 
complete line 
built around 


WILTON 


quality! 


NEW! Series 100 | NEW! Series 200 | NEW! Series “D” Series 400 * | Series 500 Series 600 Series 900 
Heavy duty, Commercial duty, | SUPER DUTY Regular duty, | Regular duty, Quick acting, Heavy duty, 
standard standard | Heavy duty, extra deep standard modern design, standard 
throat depth, throat depth, forged steel. | throat, throat depth, ductile alloy. throat depth, 
(forged steel). malleable alloy. | | forged steel. | ductile alloy. ductile alloy. 


~ 


PERMA - PAD FIRE BATH INDIVIDUALLY 
SWIVELS s "as PROCESS! BOXED 
Guaranteed never meee Special hardening Easy to handle, 


to come off! : process. 2 . “ty 48 clearly marked! 


&) Wi é i @) ra Sold by leading distributors the world over. 
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Finished in attractive blue with 
bright top plate 


Hand-fitting torpedo level, No. 59 
Compact is of cast aluminum, weighs 
\4 lb., is nine inches long, and has 
one plumb, one 45-deg. vial and one 


@ stock this new product level. Columbian Vise & Mig. Co.. 


which eliminates the harmful 9023 Bessemer Ave., Cleveland, Ohio 





effects of moisture on metals 


during production, storage and in packaging 


CRC 3-36 dealers everywhere are telling the same story . . . 
high turnover—excellent profit. With this new formula, 
CRC 3-36, you can eliminate many other items such as 
penetrating oils and preservative chemicals that take up room 
on your shelf. That’s right! Stock only one product, 
CRC 3-36. As a result, your volume will increase, you’ll get 
more repeat business and profit. You’ll save money too, 
by having to stock only one product. 

CRC 3-36 drives out moisture from grain boundaries, 
cracks and pores and leaves a thin molecular film to protect 
the metallic surface from the re-entry of moisture. It offers 


an effective, low cost method of preventing rust and corrosion. 


This formula is equally effective on iron, steel, aluminum, Milled to withstand oils, greases, 
magnesium and plated and painted surfaces. It will not solvents, acids and caustics 


affect tolerances and is suitable for use on precision Additions to company’s “Stanzoil” 





equipment and sub-assemblies as well as machined surfaces, | industrial glove line, sizes 10 and 
castings and raw material stocks... CRC 3-36 lifts ll. are made of Neoprene in com- 
corrosive scale and facilitates cleaning. pany’s N-31 and N-35 styles. Stated 
FOR FURTHER INFORMATION on where and how to sell CRC 3-36, features include non-slip finish _ 
write or call CORROSION REACTION CONSULTANTS, palm and finger areas, greater tensile 


77. : . . 2 , % strength and tear resistance. Pioneer 
116-Z Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. age ene & : 


Rubber Co., 296 Tiffin Rd., Willard, 
Ohio 


Can be used without modifications 
ae in either air or hydraulic systems 
RUST AND CORROSION is eS Pe , Series “A” interchangeable cylinders 
PREVENTION PROGRAMS - + . are said to incorporate the newest 


developed reverse trim packings and 
multiple-lip rod wiper that cleans in 
two directions to deliver a dry rod on 





continued 
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A leading distributor tel/s us: 


“We don’t expect to operate from a manufacturer's 
warehouse. But, we do need complete stocks to service 
our trade area and it’s important that we have the support 


of quick service from nearby warehouses.” 


\ KANSAS CITY 


LP 


——_—* 


ST. LOUIS ’ 


WICHITA 


—S 


N JOPLIN 


| 
! 
i 


\ 


Distribution centers in 
40 industrial areas 


H. E. Aspoas, Industrial 
Equipment Company, Joplin, Missouri, writes: 


‘*‘Gates warehouse 
stocks are excellent ‘back-up’ 
for our inventory... 
24-hour delivery service is standard’’ 


“To make money in our field takes complete stocks. With the Gates line, 
we can supply whatever our customers want in V-belts and hose. 
Even the best inventory, however, needs to be backed up and we have 
not one, but four Gates distribution centers to draw from. 
From experience I know that the product I need is never more than tll ry 
24 hours away. It’s close-up support like this that has helped make 
: . Fe World's largest maker 
Gates one of our strongest lines. of V-Belts 


Tra e866 


The Gates Rubber Company, Denver, Colorado 
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he SLING CHAIN that Talks 
... With the WARNING RING! |Rxeageineen: 


applications at pressure to 200 psi air 
and 590 psi oil or water. Available 
in 21 different mounting styles, eleven 
bore sizes from 1's thru 14-in. with 
strokes to users specifications. S-P 
Vig. Corp., 30201 Aurora Rd., Cleve- 
land 39, Ohio 


Provide more chemical, abrasion 
resistance at higher temperatures 


% Diaphragms molded from a chloro- 
yutyl elastomer base are available for 


} thru 6-in models of company’s 

The WARNING RING which acts as a Here’s How You Benefit From valves. Chlorobutyl diaphragms may 

joiner link on Campbell SENTRY New SENTRY SLINGS: be used at service temperatures of 
* alia y i ig > , . 

SLINGS tells you immediately -deg. F. to 280-deg. F. and for 

when the sling has been overloaded oe Safety programs cre easier to short periods at temperatures to 300- 

it elongates visibly . . . and ee . ; i : 

ee maintain — with the WARNING RING'S deg. F. Allowable pressure ratings 

before the chain itself is damaged. 


P built-in safety that protects men are consistent with the valve rating 
Your eye can see the difference! 


bell and material! normally 150 psi. Typical fluids that 
New, revolutionary . . . Campbe at a. ee . 
SENTRY SLINGS — fully tested for Lower repair costs mean greater can be handled include sulphuri: 
over a year by foundries, steel fab- savings for you—normally only the 
ricators and heavy equipment man- WARNING RING will need repair! 


acid, nitric acid, hydro hloric acid, 
chloring, sodium hydroxide, organic 
acid, oils and alcohols. AHills-Me- 


ufacturers, offer many important ; 4 
Immediate visual evidence of over- Canna Co., 4600 W. Touhy Ave., 


advantages. The WARNING RING is _ 
stronger than the chain itself. Yet it load means easier inspection—even Chicago 46, Ill. 
changes shape as the sling is over- while sling is in use! 
loaded . . . before permanent damage 
occurs. Repair is quick and easy, SENTRY SLINGS, available in all Developed for precision 
with a new WARNING RING replaced types, are made from Cam-Alloy a F 
at the factory. Re-tested and re- steel chain only .. . available at no grinding operations 
certified Sentry Slings are again extra cost! All carry the Campbell Abrasive grain, called 23 Alundum. 
ready for regular service. Guarantee and Certificate of Test. combines friable, free cutting char- 
i . H + acteristics 4 ¢ %. 39 | 
For complete information contact your Campbell representative or write direct. acte - tics of ae = Alundum 
» abrasive with durability of company’s 
A LF 57 Alundum abrasive. Maker claims 
that segments made from new abra- 
with the _ ; : ‘ 
». WARNING . sive grind more pieces per dressing 


wo, PING ° *Patent Applied For with less tendency to burn, and offer 


¢ Aa 
Pay s™ 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. @ WAREHOUSES: Medford, 
Mass.; Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


longer life. Norton Co.. Worcester 6. 


Vass. 











Every Month More and More Buyers 
Tell Distributors 


pe /) 1 


Our Production 
an Wants 


| SUPREM 


BRAND 


SUPREME 
VERSAMATIC 
Reversible speed reducer 
for portable drills. A great 
seller... it doubles value 

of any portable drill. 


SUPREME 
VERSATAPPER 
New! Phenomenal seller! 
Capacity 0 to 4%". Taps 
Y2"-13 holes in steel. Big 

quality —low price. 


PUSH-PULL 
TAPPER 
Like Versamatic, but for the 
single purpose of tapping 
with portable drills. Instant- 
reversing. Capacity to “Ae”. 


SUPREME 
VERSAMATE 
Economy version of Versa- 
matic. Does not reverse. 
Drives screws large or small. 

Reduces speed 7 to 1. 


moots sult 
NF 2? 


UL CaS 


SUPREME 
CENTURY CHUCKS 
The basic Supreme Chuck. 
Hardened inside and out. 
All sizes — both threaded 

and taper back. 


fh. 


j 


a, } 
| te 


SUPREME 
HERCULES CHUCKS 
Ball bearing. Grips far 
tighter than ordinary chucks 
yet are easier to tighten 
and release. Heavy duty. 


SUPREME 
PRECISIONIST CHUCKS 
The kind of tool you take 
pride in selling. Most pre- 
cise chuck made anywhere. 
Keyless. Ten models. 


SUPREME 
IM-PAK CHUCKS 
Use on square drive impact 
tools. Rugged. Keyless. 
Much in demand wherever 

impact tools are used. 


Every Year Supreme Produces More 
Distributor Profits as 


Btn hen products 
Join the 


SUPREME 
LINE! 


SUPREME PRODUCTS CORPORATION + 2222 S. CALUMET AVENUE + CHICAGO 16, ILLINOIS 


PRECISION Jase PRODUCTS 
— 
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RAWL 


PRODUCTS 


A COMPLETE LINE OF ANCHORING and DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY 


. backed by complete, close-up support 
that puts this entire organization squarely 
behind your sales effort Provide a more rigid cutting tool 
for increased feeds and speeds 
Two stub length Ball-N-Mills, recently 
added to company’s line of precision 
cutting tools, are designed for appli- 
cations where ball end of tool only, or 
a very small part of the cut, is used. 
Mills have two flutes and are avail- 
able in either single or double end. 
Diams. are 14-in., 3/16-in. and 14-in. 
Fastcut Tool Co., 25425 Mound Rd., 
Warren, Mich. 


RAWLPLUG 
DETROIT COMPANY | 


AUTOMATED STOCK CONTROL EFFICIENT MODERN PLANT 


Short half base facilitates 


Build profits with the leading line of - te close to ranyen 
Series of micrometer depth gages 


masonry anchoring products, aggres- ieananes a dash alt ies op Sollioe 
sively promoted, sold, and serviced to depth gaging where ordinary full base 


- gages will not go. Available in three 
help you win and keep customers. sizes ranges—0 to 3-in with three 
rods, 0 to 6-in with 6 rods, or 0 to 


For details, please call or write: J. E. BURKE, Marketing Manager 9-in with nine rods. Sleeve and thim- 
ble of these No. 443 series gages have 


THE RAWLPLUG COMPANY, INC. | :0-ar satin nish. Graduations ar 


in thousandths. L. S. Starrett Co.. 
204 Petersville Road, New Rochelle, N. Y. ; 
R19 {thol, Vass. 
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HOW MANY OF YOUR PRODUCT 


LINES RETURN A 9% }+#£PPROFIT? 


PROFIT AND LOSS BY PRODUCTS 
“AVERAGE” DISTRIBUTOR 





Cost GROSS 
PRODUCT |__ SALES OF a PROFIT | OVERHEAD .- —- ao 
Goons | % SALES 6 





$146,618 | $119,549 | $27,069 | 18 | $19,122 13 _ $7,947 
205,380 | 167,831 37,549 | 18 | 22,875 ~~ |s«14,674 
Se. a a 
60,701 43,746 | 16,955 28 13,438 2 Soe | 
73,312 | 59,773 | 13539 | 18 | 950 | 13 | 3,970 
275,290 | 200,955 | 74335 | 27 | 43,998 16 | 30,337 
102,977 | 68,989 33,988 | 33 35,182 34 1,194 | 
29,338 | 20,515 8823 | 30 6,285 22 2,538 


+ —+— 


102,681 | 101418 | 1,263 | 1 11,413 | n 10,150 


52991 | 39455 | 13436 | 26 | 15.291 | 29 1,855 
30,344 | 21,864 | 8,480 28 6,783 22. «| ~=—(«1,697 























A nYwmDVDVE KO novo > 


VALDURA | 
PAINT 50,501 | 35,897 14,604 29 10,124 20 4,480 


























TOTAL $1,182,381 | $922,257 $260,124 22 $210,649 18 $49,475 








You can earn 9% net profit — 5% above average, with 


VALDURA ‘itv PAINTS 





Many of the product lines listed above 
READ WHAT DISTRIBUTORS SAY* 


A Louisiana distributor writes It is obvious that we 


that are high in gross profits actually show 


net profit losses! But note that Valdura mete aare cat pIOnW os re pe gf sacha pants. 
€ requir onsiderable time in ling 

A leading New Jersey Mill Supply House says: “We've 

found that Valdura Paint is THE most profitable item 

we sell.” 


paints, with a 29% gross profit, 


returns 9% net profit — considerably 


Valdura Paint gives us a 30% gross profit and o 
net profit of 12 eports a large distributor 


above average! So when you are looking for a ieee: 


4A . t fit pict “We definitely put Valdura Paint in our most profit- 
way to improve your net pro picture, able category,” says an Ohio distributor. 


s ': - A leading distributor in Florida reports: “Our profit 
consider stocking and selling famous on Veldure is in the top bracket. I's one of 12 lines 
: : ; we have picked for concentration.” 

Valdura Paints — a non-seasonal key line A large distributor in Louisiana says: “We rank Valdura 
5th volume-wise and 3rd in relation to profit.” 


that gives you more than twice the 
h 8 y e th *Distributor names and addresses supplied on request. 








average percentage of net profit. 





Write today, on your company letterhead, for an 
interview that can mean big net profits for you! 


VALDURA ‘tn PAINT DIVISION 
AMERICAN-MARIETTA COMPANY 
101 East Ontario Street, Chicago 11, Illinois 
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Industrial Distributors: 


DALTON 


GEARS-SPROCKETS 
COUPLINGS AND 
TORQUE LIMITERS 


| For heavy-duty applications in 
heating, ventilating systems etc. 
Type RM band clamp, designed for 
commercial and industrial ducting 
applications on sleeves, air filters and 
hose, features ease of field assembly 


and simplicity of dismantling and 


| reassembly of ducting for inspection, 
e cleaning, maker claims. Strap and 
bridges are of 430 stainless steel and 
nut, lug and screw are in cold-rolled 


steel, cadmium plated. Wittek Mfg. 
You can tap this profitable source of extra Co.. 4305-43 FF ° 24th Place, Chicago 


sales with production orders of DALTON ae 
gears, sprockets, couplings, torque limiters and 
roller chain offered through Industrial Distrib- 
utors to OEM at OEM price levels. Rigid 


adherence to all specifications. wr : 


Send us ¥ » id 
your inquiries 


today! . Provides portable work 
Complete DALTON , surface plus storage space 
stock sprocket catalog Series of benches, 30-in wide by 28- 
and discount schedules in deep, are recommended for tool 
available. a room, maintenance, or shop. Units 


ao 


are available with drawers (shown) 





or with door cabinets, with or with- 
out wheels. All drawers mounted on 
nylon rollers with latches and pad- 
lock attachments as standard equip- 
ment. Tops are 12 gage steel, with 


gearcompany tempered masonite surface optional. 
212 COLFAX AVE.N. © MINNEAPOLIS, MINN. Equipto, Aurora, Ill. 
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RAY RIVERS, 33 years of service, 
LENOX chief test man 


LENOX HiGH SPEED STEEL 


band saw blades 





Cut faster... take greater feeds .. . last longer 

than conventional sawing methodggthe new 

LENOX High Speed S d Saw 

Blades assure grea ates. 

Recommended specifically for s eed steel 

band saw machineg lades have 
performed succes 

machines. Avaj d and hook tooth design. 


S ON HIGH SPEED STEEL BAND CUTTING 


and ormative product data sheet No. 1202 

on Leno izh Speed Steel Band Saw Blades with helpful 
suggestions on cutting. Write today for help 

with your specific cutting requirements. A saw 

specialist direct from factory is ready to serve you. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS e U.S.A. 


¢ 
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NOW LET’S CARRY 


ON THIS 


VICTOR 
BELTING 


Any product. You name it — and there’s a Victor Belt that’s 
designed to convey it. 

Sound sales pitch? — the soundest. When you sell Victor, you 
sell the complete line of the best in textile belting. 

And that’s no idle statement, for every inch of Victor Belting 
is proved right for the job. Recommendations for use are issued 
only after our research department has conducted exacting 
tests under actual operating conditions. 

This policy has been proved by repeat sales of the whole line 
solid-woven cotton—Neoprene impregnated—canvas-stitched— 
Balata—special treatments—plus every need in belting special- 
ties. All this, plus a full range of widths and thicknesses to fit 
every customer’s specification, makes the Victor line your best 
bet for conveying, elevating and power transmission sales. 
Send for Distributor Catalog today. 





A COMPLETE LINE * Neoprene Belting * Balata Belting 
Including * Solid-Woven Belting — untreated, 

impregnated, coated — many widths and plies 

* Canvas Stitched Belting + Belting Specialties 


tector 


53 Park Pl, N. Y. 7 * 300-6 W. Hubbord St., Chicago 10 * Factory: Easton, Po 





Gives positive footing 
on almost all surfaces 


Adhesive backed safety sole. easily 
applied to any outdoor footwear, has 
a strong, self-adhering back and grips 
tilted or slippery floors. roofs, decks. 
steel work. Called Shur-Treds, soles 
are applied in sec onds and aren't 
affected by water, oil, gasoline. 
Weather Walker Products, 192 W. 


Vontana Ave., Detroit, Mich. 


Feature separate 
circuit for well pumps 


Rural-line distribution transformers 
incorporate a separate 240 volt cir 
cuit for operating well pumps. In 
case of fire. if it becomes necessary 
to open the secondary circuit breaker 
of the transformer to disconnect the 
feeders to the house and barns. the 
pump circuit remains energized so 
that water for fighting the fire remains 
available. Wagner Electric Corp.. 
6400 Plymouth Ave.. St. Louis 14. 
Vo. 


Holds its edge longer in rugged 
industrial cutting applications 


Heavy duty shears are made of same 
molybdenum steel used in company’s 
metal cutting snip line, allowing re 
sharpening without removal of as 
much blade metal and longer shear 
life. Styles having molybdenum 
blades are No. 14268 fully chromed 
shear and the No. 4268 8-in heavy 
duty shear with black enameled 
handles and nickel finish blades 
Clauss Cutlery, Fremont, Ohio. 
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a revolutionary 
new wire stripper 


from 


Strip fast and clean! Eliminate lalrotadiale pind rel elot-Milal-lelr-GdlolaMasl- ta. diate Ma come- ta) absolute 
minimum! Handle any wire size from #12 to #26 (Teflon as|well as most other solid 
or stranded wire insulations). And do it all with Stripwright®... Utica’s revolutionary 
new wire stripper. There’s never been anything like it. This versatile, lightweight, 
pistol-grip tool is engineered for efficiency and ease of handling in limited access 


areas as well as for open production lines. Stripwright is designed to the same 


high senders of quel as all other Utica tools. Hundreds are now in service. 
a . _ Write for complete information. 





Cam action diai adjusts strip x ~~ eames 


diameter to the finest variation. 


<OXTRED 
thee PWRIGHT, 
Sw -! USA 
PA ATS PEND 


f 


Plastic handles... strong, 
light, comfortable. 


Slim nose design makes it possibile 
to reach into the most ciosely 
confined areas, strip fast and sure. 


UTICA DROP FORGE & TOOL DIVISION, 
KELSEY-HAYES COMPANY, UTICA 4, N.Y. 
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for a better finish 
and lower grinding cost, 
specify Jewel Brand 


abrasive belts 
1 - 
PPTT II ILILLLAA Led 


aes sees 
wi 
perv esaa 
ws ee 


a 
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Courtesy of Mattison Machine Works, Rockford, Ill. 


The Mattison No. 455 Wide-Belt 
Grinding and Polishing machine 
utilizes factory coated 

abrasive belts. It is designed 

to grind Stainless Steel 


and alloy sheets. 


Today’s modern machines are highly developed to produce 

at highest production speeds with uniform results and 
minimum costs. But one thing they can’t do — they can’t 
choose the right abrasive belt. That’s why men who know 
metalworking specify Jewel Brand. They know, from 
experience, that Jewel Brand Abrasive Belts are built right 
to do the job — and do it well. 


Why don’t you specify Jewel Brand? You'll be assured of 


getting the right bond, the right backing, the right grain. 


For a trial run, call your industrial distributor or write: 


Abrasive Products, Inc., South Braintree 85, Massachusetts. 


vw = we & & “ere 


COATED ABRASIVES 


belts * rolls * sheets * discs * specialties 





io 


1S) 


E 
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Lightweight, compact, 
easy to work with 


Grounding type drop light reel, model 
800-G, contains features for max- 
imum safety operations and where 
state or municipal electrical codes 
require grounding circuits for elec- 
trical equipment. Crack-proof pheno- 
lic pistol-grip handle has grounded 
swing-open reflector guard, Levolier 
toggle-action switch and socket. built- 
in strain relief and grounding type 
side convenience outlet. Other fea- 
tures: When not in use, cord retracts 
into reel housing: reel operates on 
gravity stop action principle is al- 
ways within reach. yet safely re- 
tracted: Underwriters approved 
grounding type molded plug cap 
fits all standard grounded e'ectrical 
outlets. Hardware is included for 
180-deg. wall mounting swivel or full 
rotation 360-deg. ceiling mounting. 
Cordomatic, 17th and Indiana Ave., 
Phila. 32. Pa. 


Maintains accurate 
control of air stream 


Blow gun has contour styling th 
operator's hand and provides a . 
ural, comfortable grip. Trigger ac- 
tion eliminates awkwardness in releas- 
ing or directing air stream. Long, 
straight orifice permits operator con- 
trol of direction of air stream. Hook 
trigger guard serves as finger safety 
guard and handy hanging devices. 
Ten inch extension nozzles, for hard- 
to-get-at places available in both 
straight and curved end design. Per- 
fecting Service Co., 332 Atando Ave. 
Charlotte, N. C. 
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WOULD YOU RATHER HAVE... 


this many prospects... 


Black & Decker’s broad markets are 
as broad as YOU can make them. Because 
Black & Decker gives you more tools with 

ore accessories to sell to more people than 
any other line of its kind. For instance, B&D’s 
ew longer line of heavy-duty vacuum cleaners 
an sell well in any market... give your sales- 

en a chance to clean up on every call they 


Black s Decker: 


key line to profit growth 


January 1961 





or this many prospects? 


make. You'll find Black & Decker is forever 
expanding its tool line to meet special needs, 
improve everyday methods for your customers. 
The result, of course, is wider sales appeal, 
higher profits for your business. 

Broad markets is just one of Black & Decker’s 
keys to successful Key Line selling... and 
better business for both of us. 


The Seven Keys to More Profit 
(@ Broad Markets) 2. Complete Line 


3. Aggressive Promotion 4. Quality Products 
5. Expert Field Assistance 6. Good Profit Margins 
7. Product Service 











NEW! Announcing a full line of 


-AN PERMATEX 
X=) COATING COMPOUNDS 


(stronger than concrete) 


Easily applied — trowel, brush or spray 
Four special products to meet every need 
Four attractive colors 

Covers metal, wood, concrete 

Economical — one single coat protects For industrial and 
Resists chemicals, solvents, water, wear | agricultural applications 


Wide range of small diameter pneu- 


AHO MUMMY R | inatic wheels are designed for low 
SEALANTS...PROVEN BY PERFORMANCE! antennae 


ranging in diameter from °,-in up- 


wards, to hub lengths up to 7'2-in 


* Concrete cracking or crumbling?... recent wlan Oh anata tee. Freak 
Permatex application at major eastern hotel S Mechs Hie. Meleviiienes Co. Do- 
solved problem. Permatex applied with simplest troit, Mich. 
tools. Case History available — check coupon. 
Stair treads causing hazards?... Permatex 
application at large chemical plant... applied 
easily. ..in a few hours — solved problem. 

In more and more applications, Permatex Coating 
Compounds are proving that surfacing problems 
can be easily solved . . . economically. 


FREE LITERATURE AND TECHNICAL ASSISTANCE ... WRITE NOW! 








If you want proof— 
demonstrated in 
your plant—fill out 
the coupon—mail it 


now. Add your com month you can 
eee profit by putting your 
pany to the growing sales efforts behind Permatex Coating 
list of satisfied users Compounds . . . and the Permatex Main- 
of Permatex Coat renance Chemicals line. For more infor- 
mation on the Permatex Industrial Dis- 
ing Compound tributor Sales Program drop us a note 


INDUSTRIAL 
DISTRIBUTORS 


Your customers are reading this ad this 


| 
I 
NOTICE TO 
l 
I 


Features four drawers with sliding 
trays and a heavy duty work top 

Drawer tool stand is mounted on 
swivel type casters with composition 


rubber wheels 5-in in diameter. Top 








may be reversed to provide a working 
tray with 1%-in flange on all sides. 


Like this line of Permatex Coating Compounds, all Drawers have recessed handles and 
Permatex Products...sealants, adhesives, lubricants individual padlock attachments. 


. .. are available from quality industrial distributors. Drawers are 2134-in wide, 20-in deep 


PERMATEX 
and 6%4-in high. Overall size of unit 
PHVR_MA! i=}>.< is 22%2-in wide, 2014-in deep, 34-in 
COMPANY, INC. high. Gray baked-on-enamel finish. 
ID-1, SOO BROADWAY+HUNTINGTON STATION, L. I.,.N.Y. Lyon Metal Products, Inc., 11 Plant 


FACTORIES: BROOKLYN 35, N. Y. + KANSAS CITY 15, KANSAS 


Avenue, Aurora, Ill. 
‘SEALANTS . ADHESIVES . LUBRICANTS 
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HERE’S THE 
LINE UP- 
TAKE YOUR PICK: 
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In the market for carriage bolts? 





We make a full line of sizes. 
Lag, and machine bolts also. 
And they're all top quality. 
pETHI EHEW 
STEEL BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Stee! Export Corporation. 


BETHLEHEM 
STEEL 
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GOING BIG—COAST TO COAST 


“LOWEST 

SALES cost” 

} seen right ee 
—Midwest distributor.* 


*Name on request 





Se j peo 
FULL LINE =SINGLE SOURCE Distributors across the 


nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-soraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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a a remote control 

and other automatic operations 
Four-way, %4-in., 5-ported pilot-op- 
erated air valve is capable of over 
1000 cycles per minute and has a life 
expectancy exceeding 50 million cy- 
cles, maker claims. Stated features: 
hazards from moisture and explosive 
atmospheres are eliminated since 
valve has no electrical circuitry; 
small bleeder operators which fea- 
ture a hardened ball nose plunger 
can be mounted anywhere to save 
piping, wiring costs; operators can be 
mounted so they will be tripped by 
the moving parts of machinery. 
Available as double bleeder for mo- 
mentary operation or as a single- 
bleeder for maintained operations. 
Alkon Products Corp., 200 Cen- 
tral Ave., Hawthorne, N. J. 


Prevents damage to 
motors and drives 


Positive variable torque _ limiter, 


Model \B-150, prevents damage to 
motors and drives by instantly disen- 
gaging power upon overload and 
jam-ups. Interchangeable bushings 
are used from } to lvs-in bores. 
Single, double. triple groove sheaves 
and sprockets fit without machining. 
Timing belt sheaves and rotating 
members are easily mounted. Device 
can be adjusted manually to release 
and sound off alarm at any prede- 
termined torque setting from 10 lbs.. 
ft. to 150 lbs., ft., or can be locked 
in position drive with no release. 
Roberts Aircraft Engine Co., Bur- 
bank, Calif. 
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PAGE BELTING COMPANY 


an independent manufacturer of a full line of industrial leather 

products, reaffirms its established policy of full cooperation with 

the industrial distributors. The Page“Crown” emblem means 

the best in quality on flat and round leather belting, leather 

packings, leather fillet, textile strapping and all mechan- 

ates ical leathers. Priced to be competitive and still leaving 
_E a good margin of profit for the distributor. 


Lb Page’s policy gives the distributor protection and 
wet freedom from competition from his source of 
ee SE a supply, either direct or indirect. Mail coupon 
ets 4 hs, Sete for details on a Page franchise, or for 
eros Me EEN information on Page-Lon belting. 
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Horsepower rating of Page-lon Belting 


ee prerer PACGGE-LON 
PREFER 
@ GREATER PRODUCTION—No Take-ups 
@ ELASTIC—Absorbs Shocks and Lessens 
Bearing Pressures 
@ LIGHT WEIGHT—Can be Operated to 10,000 
FPM and Over 
@ GREATER TENSILE STRENGTH 
@ REDUCTION OF BEARING LOADS 
@ ADAPTABILITY TO HIGH SPEEDS 
@ NARROWER WIDTHS—Important on Cone Drives 
and Drives without Outboard Bearings 
Page-lon nylon (Super-polyamid) when extruded and oriented 
(pre-stretched or drawn) possesses unusual characteristics (listed 
above) which make it, when bonded to leather, an ideal material 
for use as power transmission belting and certain conveyor appli- 
cations. Page-lon is particularly adapted for paper mill cone drives, 


short center drives with high pulley ratios, serpentine, crossed and 
and quarter turn drives and in many instances is replacing V-belts, 


chain, gears and timing belt drives, as well as conventional rubber PAGE BELTING COMPANY 
and flat leather belting. With hot press, Page-lon can be made Concord, N. H. Telephone: CA 5-5523 
endless in the field and operating within two hours. 
ASK ABOUT YOUR FRANCHISE— Many Choice 
Territories Are Still Available 


Please send complete information on a 
PAGE FRANCHISE. 
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erase 26. re DE 
3 . _ more ALLEN 


4 pes to help you 


move our products 


from your shelves! 


ALLEN’s Sales Policy for 


nearly 50 years has never varied— 
genuine ALLEN products are available 


only through leading Industrial Distributors. 


Allen’s whole sales plan is 
set up to help you in your 
important function of sup- 
plying American industry 


with top quality, right-on- 


the-job products wens 


Allen displays are ready to tell the 
Allen story at your shows. Remember, 
like, and we'd like to tell too... Allen advertises throughout 
the year in 29 leading publications, 
and offers you inviting, interesting 
sales promotion material for mailing 
to your customers. 


distributor policy, one you'll 


you more about it. 


metallurgists, and The Allen Catalog and the Allen 

Technical Library are famous 

throughout industry for their author- 

itative, clearly presented information 
. real selling tools for you 


Allen engineers, 
designers are always ready to work 
out your customers fastening prob- 


lems. This socket screw ‘““know-how”’ 


is a real selling point for you. 


Write now for full information on the many Allen services 
that help Allen Distributors to make more sales. 


ANNIVERSARY YEAR 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Available for company’s line 

of sling chain assemblies 
*Accoloyv” Kuplex safety hook with 
latch 


present sling hooks by merely replac- 


safety assembly can replace 


ing the conventional load pin with 
safety latch 
available as a separate 
{merican Chain Diw.., 
Chain & Cable Co.. Inc.. 


2. Conn. 


the special assembly 
component 
{merican 


Bridgepor t 


Carries most tools needed for 
radio, electronic and TV repairs 


for electronic engineers 


Service case 
and radio-TV servicemen carries up 
to 40 tools held in place by leather 
thongs which permit quick, easy re- 
Black or brown models avail- 
182 Deleware Ave.. 


moval. 
able. Xcelite Inc.. 
Buffalo 2, N. Y. 
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GH SPEED 


This ALL-NEW SUPER HIGH 
SPEED STEEL Band Saw Blade 


comes welded-to-length 

ready to use...in striking, new 
package with cutting edges pro- 
tected by a special plastic cover. 


Industry reports nothing else 
compares for cutoff production 


The biggest advance ever in metal cutting band saw equivalent of up to 3 saws in better performance at a cost 
blades — that’s Simonds SUPER High Speed Steel Metal of only 10% more than ordinary High Speed Steel blades. 
Band Saw. No matter what ferrous metal your customers Cash in on this new Simonds SUPER High Speed Steel 
are band sawing, this brand new blade will give them up Band .. . it offers you a brand new opportunity for im- 
to 3 times better performance than any High Speed Steel portant new business. Get complete details from your 
blade they’re now using! nearest Simonds branch. 

This is not just a claim but a provable fact backed by 
Simonds’ established reputation as a leading manufac- 
turer of industrial cutting tools. “nL DISTR ee oes See tee Sead 

This SUPER High Speed Steel Band is an entirely new Dy woilen take tak ottes alone 
concept in band saws. . . new steel*, new manufacturing ‘ profits, repeat sales, regular 
methods, new heat treatment, new welding techniques, a 
new final inspection. 

Laboratory and field tests demonstrate that this new S$ 
saw is so much better in every way for production cut-off : 
work that we are offering it on a PERFORMANCE SAW AND STEEL CO. 
GUARANTEED basis! Your customers can’t lose 
they can cut blade costs, save on down time, get the FITCHBURG, MASSACHUSETTS 

*Developed and made in Simonds own Steel Mill Patent Applied For 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles; San Francisco, Portiand, Ore. « Canadian Factory in Granby, Que. + Simonds 
Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 








UALITY... 


SERVICE... 


MPORTANT FA 
YING ROLLER 


Acme has always produced, and will continue to pro- 
duce products that incorporate the finest materials, 
and expert craftsmanship. All Acme chains are built 
to ASA standards assuring you of dependable, effi- 
cient performance. Acme Roller Chains are available 
in a complete range of sizes from 4" pitch to 24%” 
pitch 


Acme Chains are available nationally through Indus- 
trial Distributors. Acme backs its Distributors with 
all the knowledge and assistance of its Engineering 
Department, in an advisory and technical capacity. 
The answer to your roller chain problem is never 
more than a phone call away. Call Acme Distributors 
for service anytime 


The initial cost of Acme Chains is comparable with 
the highest quality type of Roller Chain obtainable. 
Acme quality control program — second to none in 
the industry — gives each Acme Chain a longer life 
expectancy. Maintenance costs are less when you use 
Acme endurance tested Roller Chains. 


For quality, price and service, be sure to ask for Acme 
Roller Chains available through your Industrial 
Distributor. 


Write Dept. 15-U 
for new ill. 100 page cata- 
log with engineering section. 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 





ROLLER CHAINS, SPROCKETS, CONVEYOR CHAINS, FLEXIBLE 
COUPLINGS, ATTACHMENTS. (Special and Standard) 


MASSACHUSETTS 





Designed to handle most welding 
lines; tools, die, maintenance depts. 


Medium-sized full capacity welding 
and cutting outfit, called the Star-jet, 
is available in a rugged tool box as 
the “Redi-Pac”. Redi-Pac 
full-size, heavy duty gas regulators, 
full 25 ft. double line hose, 4 of the 


“most useful” welding tips, one me- 


includes 


dium-size cutting tip and all acces- 
sories. A full range of welding, heat- 


ing and special purpose tips is 


Star-jet torch 


cutting 


available to fit the 
handle. A 
tips is also available. Marquette Mfg. 
{ve.., 


broad range of 


Co., Inc., 307 East Hennepin 


Vinneapolis 14, Minn. 


Handles growing range of hose 
clamp sizes in automotive field 
Slip-joint Corbin hose clamp plier, 
No. 252, 
radiator 


for hose connections for 
water pumps, heaters, fuel 
lines etc., has two gripping positions 
and a slip-joint feature to accom- 
modate full range of Corbin spring 
clamps in all modern autos, trucks 
etc. maker claims. Proto Tool Co., 
2201 Santa Fe Ave., Los Angeles 54, 
Calif. 
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For company’s 4 and 5 position 
turret drilling heads 


Positive reverse driver makes it pos- 
sible to tap directly off of any spindle 
on drill presses equipped with a re- 
versing motor, maker claims. Chi- 
cago Quadrill Co., 1846 Busse High- 
way, Des Plaines, Ill. 


Tey 


Adheres on contact, 
lifts easily after etching 


Kits of plastic strips and dots are 
designed for laying down circuit pat- 
terns on copper-clad Fotoceram 
printed circuit grid boards. Strips 
and dots resist acid. Thus, when 
grid boards are dipped in copper- 
etching solution, the only copper that 
remains consists of desired circuit 
layout. Corning Glass Works, Corn- 
ing, N. Y. 
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CLEMSON STAR 


Manufactured by CLEMSON BROS., INC. 
Middletown, N. Y. 

Warehouses in Boston * Brooklyn * Chicago * Denver * Houston * Los Angeles 
Newark * New York City * Portland, Ore. * San Francisco 





How * 

and what 

to sell 

Department Stores 


...a growing market for caster mobility 


} 7% 


Series “69” 
with pipe socket. ~ 


Furniture glides 


Series “H99.”" and floor protectors. 


An immense market: Every town of any size in the country has its department 
store, and most have more than one. They range in size from over-grown general 
stores to the immense and fabulous establishments found in the larger cities. All 
of them use casters. And don’t forget variety stores, too. 


Caster applications in a store are numerous. Baskets; garment racks, merchan- 
dise trucks; dollies for moving heavy equipment, furniture, fixtures, and displays; 
office chairs and equipment. 

Special requirements: Floor protection is always vitally important here. Casters 
must not drop grease on floors, both for appearance and for customer safety. Easy 
swiveling and easy rolling are big selling points, too, particularly where merchan- 
dise must move down narrow aisles and turn sharp corners. 

Casters to sell: Recommend “H99 x 277” for merchandise trucks. They’re lubri- 
cant sealed and easily regreased with a standard Alemite system. Generous double 
ball-bearings insure easy swiveling for the life of the caster. Side-plate wheels 
with soft-rubber treads are the favorite of most store managers. 

For garment racks, economical Series “69” is ideal. Pipe sockets, “X57,” aid in 
fitting them to threaded pipe racks or pipe fittings; “X119” octagonal stems do 
the same job for angle iron. 

Bassick’s new, corrosion-resistant casters are almost certain to be popular in 
stores with cafeterias or restaurants. 

Remember, too, that almost all larger stores have extensive offices and ware- 
house or store-room facilities—more opportunities for sales of casters, glides, and 
floor-protectors. 1.8 





This symbol appears 
regularly in 
our advertising. 





ce A GIVISION OF 


STEWART-WARNER CORPORATION 








Bassick [3 








THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 
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Free from cracks, checks, 
hidden imperfections 


*“Thermo-Forged” socket screws are 
produced by a forging process which 
pre-conditions and pre-heats metal 
blanks by electronic apparatus to pre- 
cise temperatures, resulting in con- 
tinuously controlled ductibility. Metal 
fibres flow smoothly and uniformly 
to produce intricate shapes in a single 
die. Confining metal flow to a single 
die eliminates variations in dimen- 
sions and distortions common with 
progressive forming, maker claims. 
Holo-Krome Screw Corp., Hart/ord 
10, Conn. 


Better handling, quicker curing, 
less sensitivity in bonding 


Adhesive system for bonding silicone 
rubber to itself or silicone rubber 
to glass, Dacron and Nylon fabrics. 
can also be used to bond silicone 
rubber to metal, plastics, glass and 
ceramics with the aid of COHRIasti« 
C-260 metal primer. Called COHR- 
lastic C€-251, the silicon rubber 
thermal curing cement has an ef- 
fective temperature range from — 100 
to 500-deg. F.. shows bond strengths 
varying from 8 to 15 psi strength 
depending upon the formulation of 
the silicone rubber to be cemented. 
Connecticut Hard Rubber Co., 407 
East St., New Haven 9, Conn. 


Repairs castings, valves, pumps, 
patterns, core boxes, molds etc. 


Repair kit consists of two three- 
ounce self-measuring tubes. One tube 
contains company’s “F” industrial 
repair material, the other a harden- 
ing agent for the material. Equal 
lengths of each material are squeezed 
from tubes, mixed with a wooden 
paddle included in kit, and applied to 
part to be repaired. Material, con- 
taining approximately 80% alumi- 
num and 20% epoxy resins and 


modifiers, won’t shrink and has 
strong adhesion to steel, iron, alu- 
minum, glass and other surfaces, 
maker claims. Devcon Corp., Dan- 


vers, Mass. 
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A heavy-duty power chuck with jaws that freely index 
under full pressure. Indexing is simple, easy, and fast. 
The operator can index manually without touching the 
work or releasing the pressure. Jaws are indexed by 
means of a lock screw and slide plate. Note the size 
and shape of the indexing pin. It fits firmly and pos- 
itively into the indexing plate so that extreme accuracy 
of indexing is assured. 

One or both jaws can be furnished with indexing 
mechanisms. As a result, you can index more positions 
and smaller index angles. There is no need to buy a 
new chuck for different indexing positions because index 
jaws or index components can be interchanged quickly 
and easily. 

This new Skinner chuck is available in all body 
diameters from 12” through 36”. 


The only power chucking unit for Brown & Sharpe and 
similar automatic and hand screw machines. The ad- 
dition of this unit to your screw machine permits power 
chucking of cold drawn parts, small or odd shapes 
and castings. 

The Skinner unit, reeommended by Brown & Sharpe, 
consists of a 4-inch air chuck with two or three jaws 
and work ejector, a threaded draw bar, a rotating air 
cylinder and a cylinder adapter. Hand, foot, or solenoid 
valves and power chucking accessories are also available. 
Average installation time—ninety minutes. 


The first major chuck development in fifty years ! This 
extra-heavy-duty Wedge-Screw chuck develops tremen- 
dous gripping power, high accuracy and repeatability 


by a unique principle. When the lug-type pinion is 
turned manually or by a power wrench, it engages the 
gear plate causing the screw to move the wedge. The 
force of the wedge on the jaws holds the work with 
tremendous power. 
This Wedge-Screw chuck has such useful features as: 
Accuracy—within .001 total indicator reading 
Repeatability — within .0005 total indicator reading 


Complete Range—no size limitation 


Many other features including over-tightening and 
operator protection, sealed operating mechanism, auto- 
matic lubrication, etc. 


For more information about these major chuck de- 
velopments, contact your Skinner representative or 
write directly to us. 


TY 


SKINNER-HORTON CHUCK DIVISION 
SKINNER PRECISION INDUSTRIES, INC. « NEW BRITAIN, CONNECTICUT, U.S.A. 


PRINTED IN U.S.A 








WIRE ROPE SLING 
handles 30,000-Ib lift with ease 


This 1-ft-thick granite slab, measuring 14 ft x 13 ft, and weighing about 30,000 
lb, is typical of the heavy lifting jobs at Harris Granite Quarries, Salisbury, 
N. C. The wire rope sling supplying the muscle is a Bethlehem No. 167. It is a 
6-part flat-body braided sling, with served loops. 


Bethlehem slings are well made, with plenty of strength and flexibility, 

and good load-hugging characteristics. We make them in a range of styles and 

for Strength sizes to meet just about every lifting problem. You'll find it good business to 
. Economy carry a full line of Bethlehem Wire Rope and Slings. 

. Versatility 

BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 
Export Sales: Bethlehem Steel Export Corporation 

Bethlehem Rope is readily available from our oo —’ 

wire rope mill depots across the nation. pETHEEHEN 


BETHLEHEM STEEL Bu 
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NEW IDEAS IN MARKETING.....Wha: Manufacturers 





Newest distributor advisory council to be 
that of 
Metallurgical Products Dept. Composed of 


established is General Electric’s 
six distributor members each appointed for 
three-year term, council will meet annually 
and shall, says GE, be “strictly advisory, 


Distributor Advisory Councils: 


Although the majority of manufac- 


turers do not have distributor ad- 
visory councils at the present time, 
most of them hold councils in high 
favor as an effective way of main- 
taining communications with indus- 
trial distributors. 

This is one of the findings of a 
survey conducted by ID among manu- 
facturers to discover (a) how 
councils are run, (b) what they ac- 
complish, and (c) what alternative 
means manufacturers use to maintain 
contact with distributors. 

Most manufacturers, according to 
their replies to the survey question- 
naire, do not have councils at present 
because of the expense involved, the 
nature of their product line, their 
distribution etc. 


restricted set-up, 


Few criticized the advisory council 


idea itself. Further, a quarter of those 
councils 


not having indicate they 


would “possibly” establish them in 


the next two while another 


13% they 


set up councils. 


years, 


said definitely intend to 
From the replies of manufacturers 
having distributor advisory councils, 


recognizing that the Department must set 
will 


be urged to submit in advance subjects 


its own policies.” Council members 


they would like covered. GE reimburses all 
council members with expenses of attend- 
ing meetings. Meeting was held in Detroit. 


A Survey 


here is a composite picture of the 
practice followed in most cases: 

* Councils meet once a year (some- 
times twice, rarely three times) at a 
central location. The number of dis- 
tributor members is usually six to 
10, members being chosen on the 
basis of geographical location, size, 
executive ability of management, and 
how representative they are of the 
manufacturer’s distributors. 

¢ A distributor representative serves 
three to 
advisory council. 


from four years on an 

*A council meeting lasts usually 
two days, and a digest of the pro- 
ceedings are circulated to all other 
distributors. The meeting agenda is, 
as a rule, decided by the manufac- 
turer, although suggestions from dis- 
tributors are welcomed. 


¢ The distributor 


advisory council project is run by 


manufacturer’s 


a member of top sales management— 
general sales manager, or (in the 
case of divisionalized 
product or distributor sales manager. 
One company’s program is run by the 


companies ) 


director of marketing. 


* There are repeated indications of 
a manufacturer's top management 
taking a serious and continuing in- 
terest in a council’s proceedings. Be- 
fore, during, and after a council 
meeting, according to manufacturers’ 
replies to the survey, top manage- 
ment makes suggestions, meets with 
distributors, is concerned about the 
follow-through on council delibera- 
tions and decisions. 

Topics discussed at an advisory 
council meeting run the gamut— 
profitability, distributor sales policy, 
pricing, new products, distributor 
service, training schools, advertising 
and sales promotion, returned goods. 
Competition from imported products 
is getting increasing attention. 

Manufacturers report that many 
suggestions made by distributor 
members of their councils have been 
adopted as company policy—stand- 
ardization of products, publication of 
a monthly news letter, improved sales 
reports to distributors, better market 
potential information, written dis- 
tributor sales policy, ete. 

The variety of titles of manufac- 
turers’ people who attend advisory 
council meetings gives an indication 
of manufacturers’ serious interest in 
councils. One major manufacturer 
presents this executive line-up at a 
meeting : 

Gen. sales manager 

Sales manager 

Manager, field sales 

Manager, marketing services 

Manager, branch operations 

Manager, distributor sales 

Another manufacturer has usually 
a field sales manager, plant manager, 
chief design engineer, production 
control manager, new products man- 
ager in regular attendance at council 
meetings. 

While manufacturers volunteered 
no direct criticism of their respective 
advisory council projects, a couple 
did qualify their general approval of 
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Are Doing to Help Distributors Build Profitable Sales Volume 








councils as a means of communicat- 
ing with distributors. 

One manufacturer believes a coun- 
cil’s effectiveness is sometimes handi- 
capped by distributor members’ in- 
ability to look at the “broad aspects” 
of a problem. He said there is a tend- 


ency for distributors to view some 
problems in too-local terms. 
The same manufacturer added: 


“We believe our basic problem is to 
do a better job of communicating 
through our field sales people. We 
need to teach them more about the 
distributor business so that they bet- 
ter understand a distributor's objec- 
tives. They can do a better job of 
appealing to those objectives, and 
Too 


many companies have beautiful dis- 


getting stronger cooperation. 
tributor policies which the distribu- 
tor fully agrees with and understands, 
but which the 


field men 


manufacturer’s own 


may have misconceptions 

about.” 

vein. another manu- 
“There is always 

Within the 


past three vears, regularly-scheduled 


In the same 
facturer stated: 


room for improvement. 


trips by top corporate manavement 
and all sales management to all narts 
of the country to visit distributors 
and important customers has done a 
great deal to hel.” 

Next month. the alternative means 
of manufacturer-distributor com- 
munication as disclosed by this sur- 


vey will be discussed. 


CSA Reports Survey 
On Advisory Councils 


Many 


“long. hard look”—in the words of 


manufacturers are taking a 


one manufacturer executive—at the 





Central Supply Association’s sugges- 
tion that they set up wholesaler ad- 
this 
lead article). This is the consensus as 


visory councils (see month’s 


1961 


January 


replies come into the CSA Chicago 
office from secretary J. H. Peery’s 
letter to 50 manufacturers, proposing 
that manufacturers set up 10- or 12- 
man councils of wholesalers to meet 
regularly and iron out mutual prob- 
lems. 

The replies showed a clear accept- 
that whole- 
salers, as part of a manufacturer's 


ance of the basic idea 
marketing-distribution organization, 
have much to contribute to the sell- 
ing policy and procedures which 
manufacturers establish. 

“We are pleased with the response 
to our proposal,” Peery comments. 
“We are hopeful that more and more 
manufacturers will set up councils, 
as several industrial supplies manu- 
facturers have, and as Crane Co. and 
A. O. Smith have. If it is not pos- 
sible, for one reason or another, for 





councils to be set up exactly as we 
have proposed, less formal and more 
flexible approaches will certainly be 
useful. They can give wholesalers 
a deserved voice in the marketing of 
the industry’s products.” 

A number of replying manufac- 
turers indicated that they have al- 
ready advisory councils, though they 
are less formally organized. Some 
of them hold regional meetings with 
their wholesalers, and a number of 
others have held meetings periodic- 
ally when needed.” 
that Stockham 
Valve & Fittings, Birmingham, Ala., 


It was revealed 
organized a “distributor conference” 
program last spring. Three meetings 
have been held so far, two last spring 
and a third in October. Others are 
already scheduled for this year, based 


on the success of the program. 


“POP” RIVET KIT HELPS DISTRIBUTOR TO BOOST HIS SALES 





“POP” Rivet Div., United Shoe Machinery Corp., West Medway, Mass., made up a kit 
of blind rivets and a hand tool for setting them as a sales promotion idea. One distributor, 
R. E. Edgcomb (above), sales manager of Edgcomb Steel, Nashau, N. H., ordered 150 kits 


for a sales contest, found one salesman who resisted selling his. The salesman’s casual 


criticism of the kit to a customer resulted in the customer wanting to see it. Upshot: 
Four-hour confab in P.A.’s office with design and maintenance engineers and on-the-spot 
sales of all the salesman’s kits. Edgcomb credits kit with increasing fastener sales 30%. 
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MARKETING continued 


INTERNATIONAL NICKEL COMPLETES 
BiG STUDY OF 20 INDUSTRIAL MARKETS 


Bombarded as they are by one salvo 
after another of the prognosticating 
economists, industrial distributors 
may be excused their skepticism at 
look 


But here comes a study of 
steel 


mention of another into the 
future. 
the stainless market six years 
from now which happens to contain 
invaluable data enabling the average 
distributor to plot his place in the 
market right now. 

International Nickel Co.. New 
York, N. Y., has completed research 
studies projecting the sales of stain- 
less steel in 20 major U. S. industries 
to the year 1867. According to Lars 
R. Larson, vice-president and man- 
ager of general sales and marketing, 
the studies indicate that stainless steel 
sales six years hence will be 
1,112,000 tons, an 87% 


1957 sales. 


increase over 


As the world’s largest supplier of 
stainless steel’s chief ingredient, Inco 
conducted the studies with the close 
cooperation of all the U. S. steel com- 
panies and the U. S. Department of 
Commerce. 

Says Larson: “The research results 
provide practical comprehensive sell- 
ing aids for use by stainless steel pro- 
ducers and steel service centers (steel 
warehouses) in defining and locating 
stainless steel markets.” 

Larson’s reference to steel service 
centers is significant, as the studies 
took into account the importance of 
this and other distribution channels 
relative to each market. For example, 
while something like 33% of stainless 
sold steel 


centers at present, an estimated 40% 


steel is through service 


will be sold through this 
1967. 


So far, Inco has published studies 


or more 


channel in 


covering six industries—appliances, 


utensils and cutlery; food processing 


equipment; automotive industry; 


agricultural machinery: construction 


and contractors’ products; hand 


Publication of the studies 


covering the remaining 14 industries 


tools. 


will take place over the next few 
months. 

Each study shows 1947, 1957, and 
1967 sales figures for sheets, bars, 
and other forms on a national and 
local-market basis. The proportion of 
these sales going direct to customer 
mill 


center is also shown. 


from and from steel service 

The primary source of information 
for the Inco studies was the shipments 
data on stainless steel products pro- 
vided by the American Iron and Steel 
Institute. Other 


studies by the Steel Service Institute. 


sources included 
data of the Bureau of the Census, and 
certain economic information. 
Because the AISI industry classi- 
fication codes differ somewhat from 
SIC 


tion) 


(Standard Industrial Classifica- 
codes, those conducting the 


studies had to convert one to the 


other. This information is shown in 
each study. 

Inco’s Larson expains that the fore- 
casts for 1967 are “statistically de- 
that is, they 
arrived at using statisticians’ accepted 


rived” have been 
methods of projecting current data. 
They do not make any allowance or 
take into account future developments 
in technology or marketing. 

That the 


such attention to steel service centers’ 


studies have accorded 
participation in stainless steel market- 
ing should prove valuable to industrial 
distributors. Generally, the industrial 


which, 


nature, rely on steel service centers as 


customers because of their 


supply sources would also be distribu- 


tors’ most promising customers. 

Distributors could, therefore, use 
these studies as an aid in working out 
a comprehensive pattern of (a) 
potentials existing in various markets 
and (b) the growth possibilities of 
various types of industries as cov- 


ered by the studies. 


Catawissa Color-Coding 
Its Steel Pipe Unions 


Catawissa Valve & Fittings Co.. Cata- 
wissa, Pa., is now using a new color- 
code system for its line of hot forged 
will 


easy for users to identify seat type 


steel pipe unions. “It now be 
and coupling threads without disas- 
sembing the product.” says H. N. 
Davis, secretary of the firm. 

The new system uses permanently 
electroplated colors which won't rub 
off, peel off, or chip off. 

Seats in the union pieces female 
end) are identified in this way: cad- 
mium (steel seat), black (steel seat) 
green (O-ring seat), copper (brass 
seat), purple (stainless steel seat). 

Coupling nut threads are identi- 
fied: cadmium V-threads), black ( V- 
threads), copper (acme threads), 
green (double-start threads). 

Seats in the union tail pieces (male 
end) are identified: cadmium (steel), 
black (steel), green (O-ring). 

The company has prepared display 
cards showing the complete color- 
code system, which are available for 


storeroom and counter purposes. 


= 


Titeflex Assembly Tools 
Aid Distributor Sales 


Titeflex, Inc., Springfield, Mass., has 
introduced a “field swaging tool,” 
enabling distributors to make per- 
manent Teflon hose assemblies from 
bulk hose and fittings. In the past, 
distributors have been limited to mak- 


continued 
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Choice of the wise buyer 


ing up detachable fittings, says the who compares eee 
firm. With the new unit, distributors a Sg eam a —-—— 


can thus offer customers faster serv- 
ice out of his own shop. 

The swaging tool is a small stand- 
ard hydraulic press equipped with a 
special die plate and a series of die- 
halves. A pilot that fits into the ram 

2: wae Pag taal CM METEOR ELECTRIC WIRE ROPE 
positions the fitting while it is being HOIST % to 5 ton capacities — Compact, 
attached. The ram forces the fitting enclosed design. Low headroom. Contin- 
down into the die, draw-swaging the vous duty motor with thermal overload pro- 

p = tection for heavy duty service. Precision 

socket to a predetermined diameter bearings and helical gears for long life. 
to lock the hose and fitting into per- Only 110 volts at push button 

manent assembly. According to Tite- conten, Hout euqpessteny gttin, 

geared or motor driven trolley. 

flex, a man can be trained to operate 


this equipment in less than a hour. 

Distributors have given the tool an 
enthusiastic reception, says the com- 
pany. Moreover, it permits a dis- 
tributor to expand his sales possibili- 
ties for a relatively modest capital 
outlay—the assembly tool and all ac- 
cessories is being sold for about 
$3,000. 

Titeflex estimates that the flexible 


hose field has a market potential of 

aT “1: . CM LODESTAR ELECTRIC CHAIN HOIST—'\% to 2 ton capac- 
from $50 to 100 million for dis- ities — First truly heavy duty version of small electric hoist. 4 ton 
tributors. model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 

Hoist—\%4 to 10 ton capacities 
| —Easy to carry. One ton model 
Rett Henge 5 ; / NW / weighs only 36 pounds. Made 
Sane pty = Na en é of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 


HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 


CM makes them all! So 
you can choose a hoist that’s 
perfectly suited to your 
specific needs in a compact, 
rugged and safe CM design. 


CM TROLLEYS AND CRANES 


CM PULLER—"“The One Man 
Gang”— ¥ to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Auto- 
matic load brake holds at any 
point. % ton model weighs only 
13 pounds and fits in a tool box. 


CM-Alloy load chain. 








YY) 

@ FOR OVER 75 YEARS, Chisholm-Moore has 

.— offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 

New Counter Card est number of valuable operating and safety fea- 

For Screw Extractors tures. CM hoists operate with a very minimum of 


maintenance. They give years of satisfying service. 


Proto Tool Co., Los Angeles, an- 
nounces a new counter card display- 


ing eight Proto screw extractor sets. 
Each set is separately packaged in a CHISHOLM-MOORE HOIST DIVISION 


The display may be hung on a TONAWANDA. NEW YORK 
pegboard panel or used on the coun- HOISTS REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 


ter. In Canada: COLUMBUS McKINNON LIMITED, ST. CATHARINES, ONTARIO 


Request catalog and name of local stocking distributor. 
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NEWS OF PEOPLE AND EVENTS............ 





SOUTHERN DISTRIBUTORS SCHEDULE MEETING JANUARY 19-21 


The annual midyear meeting of the members of the Southern Industrial 
Distributors’ Association will be held this month at the Palm Beach Biltmore 


Hotel, Palm Beach, Florida, January 

The first day of the meeting, Thurs- 
day, January 19, will be devoted to 
registration, a meeting of the SIDA 
executive committee and advisory 
board, and a cocktail hour for mem- 
bers. manufacturers, ladies and 
guests. 

On Friday morning, the Southern 
Association and the American Supply 
& Machinery Manufacturers’ Associa- 
hold breakfast 


Later in mornin® a 


tion will separate 
the 


general meeting of members, manu- 


meetings. 


facturers and guests will be held. 
After lunch, the conference table 
program will begin. Distributors 
tables will be arranged in alphabetical 
that 


easily locate them. 


order, so manufacturers may 
It is suggested by SIDA executive 
Allen W. Hill. that 
vidual conferences be limited to 15 
that all 


opportunity to talk with friends and 


secretary, indi- 


minutes, so may have an 
to conduct necessary business. 

Friday will end with a banquet and 
entertainment in the evening. 

On 
meeting will be held by the members 


of ASMMA SIDA. at 


guests are invited to attend. After the 


Saturday morning a general 


and which 


general meeting the midyear meeting 


will be adjourned about noontime. 


Daniels Named Marwedel 
Manager By Garrett Corp. 


Robert L. Daniels 


manager of The Garrett Corporation’s 


was appointed 
Marwedel Division, San Francisco in- 
dustrial tool and supply firm. 

Mr. Daniels was formerly director 
of industrial supply operations for 
Garrett and before that. manager of 


the firm’s Garrett Supply Division. 


19-20-21, 1961. 


U. S. Rubber Elects Vila President 


George R. Vila 


George R. Vila, 51 year old chemical 


engineer, was appointed president 
and chief operating officer of the 
United States Rubber Co. 

Mr. Vila took office just recently 
succeeding John W. McGovern, who 
retires after 40 years of service in the 


Mr. 


tinue as a member of the board and 


company. McGovern will con- 
executive committee. 

Mr. Vila comes to his new post 
after three years as group executive 
vice president responsible for the op- 
the 
textile, 


erations of firm’s Naugatuck 


Chemical, international and 
plantation divisions as well as the 


Rubber Co. 


Ltd. and Latex Fiber Industries, Ine. 


subsidiaries Dominion 
He was formerly a vice presiden: and 
general manager of the Naugatuck 
Chemical division. 

In 10°57. 


executive vice president for the firm. 


Mr. Vila became group 


Rockwell Mfg. Co. Acquires 
Porter-Cable Machine Co. 


Rockwell Mfg. Co. completed the ac- 
quisition of Porter-Cable Machine Co. 
on December 5, 1960. Seven shares 
of Rockwell stock were given for 
every ten shares of Porter-Cable Co. 
There were 320,000 shares of Porter- 
Cable stock outstanding. 

Porter-Cable will become a wholly 
owned subsidiary of Rockwell. 

Porter-Cable was incorporated in 
New York on January 19, 1906. The 
firm manufactures portable electric 
tools in heavy duty types for indus- 
trial use and light weight for semi- 
professional and home use. 

Rockwell products include valves, 
and 


meters, regulators, and metal 


w oodworking power tools. 


Harold Schott Retires 
From Brown & Sharpe 


Harold Schott. the 


president}sales, Brown & Sharpe Mfg. 


assistant to 


Co. retir¢d from the firm on Novem- 
ber 30. 
Mr. 


capacities in nearly a half-century of 


Sthott has served in many 
the company’s growth, according to 
the firm. Most recently he was gen- 


eral sales manager of the industrial 
products division. 


Harold B. Schott 
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To Keep You Informed of News Developments Among Industrial Distributors and Manufacturers 





P.A’s Report Business Year Ending NORTHERN CALIFORNIA DISTRIBUTORS ELECT NEW heal 


On a Recessionary Note 


There is no doubt that business is 
ending the year 1960 on a recession- 
ary note, according to a composite 
opinion of purchasing agents who 
comprise the National Association of 
Purchasing Agents Business Survey 
Committee. 

Most purchasing executives express 
at best, say 


an uneasy feeling and, 


companies are “coasting and 
Many say that, to date, the 


real recession has been in profits 


their 
hoping.” 


rather than volume of business. 


However, November production 
and new order figures reported to the 
Business Survey Committee shows 
that both of these categories have 
worsened substantially in November. 

The pressure of rising costs is not 
reflected in over-all 


being com- 


modity prices, for prices are still 
drifting downward despite numerous 
complaints that present margins of 
profit are not adequate. 

Employment is off a little again 
this month 
that jobs will be hard to find in the 


immediate months ahead. 


and all indications are 


As would be expected with the pres- 
ent business uncertainty, purchasing 
executives are extremely cautious in 
their buying policy, the N.A.P.A. re 
They 


minimum commitments required to 


ports. are making only the 
have material on hand to meet sched- 
uled jobs. 

The fact that 84% 
of the Business Survey Committee say 


of the members 


they are committing for their produc- 
tion materials requirements on a 60- 
day-or-less basis is evidence enough 
of the short term buying policy that 
has been adopted by most purchasing 
In the case of MRO items, 
are buying on a 30-day-or-less 
If upped to a 60-day basis, it 
becomes 96% of those reporting on 


MRO. 


executives. 
77% 
basis. 
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1960 Officers of Northern California Industrial Distributors Association (I to r): 


Bayley; 
president ; 


Pacific Tool & Supply Co., 
Dwight H. Carroll, C. W. 
secretary ; 
Bayley, 


Industrial Supply Appoints 
Scroggins As Sales Manager 


William F. Scroggins 


pointed vice president and sales man- 


was ap- 


ager of Industrial Supply Corp., 
Virginia, by President 


He replaces Richard 


W ho resigned. 


Richmond, 
Lloyd R. Mize. 
Bessmer,. 


Mr. Scroggins had been senior 


salesman with the firm, having been 


with Industrial Supply Corp. for 
Prior to that he was a 
salesman with Kentucky Metal Prod- 


uct Co., 


twenty years. 


Louisville. 


William F. Scroggins 


director ; 
Marwedel, director; 
and S. W. Slonmaker, Hickinbotham Bros., 
outgoing president was presented with a watch by the new officers. 


Norm 
Murray, Murray Industrial Co., 
Dick Davis, Baker & Hamilton, 


vice president and treasurer. Mr. 


Ken 


Voorhees Elected President 

Of Niagara Distributors Group 
David B. Voorhees, president of the 
R. C. Neal Co., Buffalo, N. Y. 
elected president of the Niagara Fron- 


was 


tier Industrial Distributors Associa- 
tion, which represents 34 area firms. 

Other new officers of the associa- 
tion are: Jack McKendry, 
Mill Supply Co., vice president; Al- 
bert F. Karle, Karle Saw Co., treas- 


urer; and John Miller, J. A. Webb 
Belting Co., 


Peerless 


secretary. 


Goodrum Heads Newly Formed Firm 
Mill & Power Specialties, Inc 


W. F. Goodrum is president and gen- 
eral manager of the newly formed 
Mill & Power Specialities,, Inc., 1800 
East Burnside Portland, Oregon. 
William 
and Russell Davis, purchasing agent, 
both 
liquidated Harris Supply Co. 
“Mill & Power 


has been formed for 


C. Greene, sales manager 


had been with the recently 

Mr. Goodrum said, 
Specialties, Inc., 
the purpose of providing a special- 
ized service to the mills of the north- 
west for their power, liquid, process 
and control requirements.” 





continued 


NEWS 


Paul E. Dillberg 


Skinner Appoints Dillberg 
Horton-Chuck Sales Manager 


Paul Erik Dillberg was appointed 
sales manager of Skinner-Horton 
Chuck Skinner 
Industries, Inc. He replaces Kenneth 
H. Walther who, after 


ice, will 


Division, Precision 
0) years serv- 


continue as secretary and 


sales consultant. 

Most recently Mr. Dillberg was in 
business for himself. 

He is a past-chairman of the Hart- 
ford Chapter, American Society of 
Tool & Manufacturing Engineers. He 
is also a past president of the Con- 


neticut Engineers Day Committee. 


Stanley Electric Tools Enters 
Air-Driven Industrial Tool Field 


Stanley Electric Tools, a division of 
The Stanley Works, has entered the 
air-driven industrial tool field, accord- 
ing to F. P. Lucier, general sales 
manager. 

Mr. Lucier said that the division 
has entered into the manufacture of 
these tools, “In order to satisfy the 
demands of industry and provide full 
coverage of the tool market. Stanley 
Electric is introducing air tools in 
the form of air routers and a 12- 
gauge air shear.” 

Air tools will be sold through key 


industrial distributors and direct. 


Anti-Friction Distributors Elect 
Timble Chairman of the Board 


Frank B. Timble, president of Bear- 
ing Headquarters Co., Chicago, was 
elected chairman of the board of di- 
rectors of the Anti-Friction Bearing 


Distributors’ Association. 


Shadbolt & Boyd Purchases 
Hart Supply Co., Oshkosh 


Shadbolt & Boyd Co., Milwaukee, 
purchased Hart Supply Co., of Osh- 
kosh. Both companies are distributors 
of industrial supplies. 

Hart Supply will continue to serve 
the Fox River Valley-Oshkosh area, 
according to Shadbolt & Boyd. No 
personnel changes are anticipated. 
William G. Shepard will continue to 
serve as vice president and resident 
manager of Hart Supply. 

New 
Howard F. St. George, president, who 
is also president of Shadbolt & Boyd: 
Erwin O. Pape, secretary. Mr. Pape 


officers of the firm will be 


is a vice president of Shadbolt & 
Boyd. These 
board of directors along with Mr. 


men will be on the 


Shepard. 


Robert G. Faverty 


Thor Appoints Robert Faverty 
Vice President, General Manager 


Robert G. Faverty, was appointed 
vice president and general manager 
of Thor Power Teocl Co., with offices 
in Aurora, Ill. He had been vice presi- 
dent in charge of British operations 
for the firm. 

Mr. 


director of Armstrong Whitworth and 


Faverty had heen managing 
Co., Ltd, Thor’s manufacturing sub- 


sidiary in England, the past ten 
years. He joined the company as a 


salesman in Chicage in 1929. 


BIRGE CO., FLEXIBLE TUBING HOLD SALES CONFERENCE IN CONNECTICUT 


- = 
~ 

- : 
Hee | 


The R. B. Birge Co., Bridgeport, Conn. recently held a sales conference and product 


study session at the Flexible Tubing Co.’s plant in Guilford, Conn. 


The conference 


included a plant tour. Standing (1 to r) are: E. G. Schwartz, and Dell Loux, Flexible; 
James R. and Richard U. Birge, Birge Co.; Charles Smith and Robert Marinon, Flexible; 


seated are Robert G. Birge, Robert V. Goodrich, O 


A. Libby. William F. Minahan 


(sales manager), and Richard F. Greenwood, all of the R. B. Birge Co.’s sales staff. 
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McLaughlin Buys Union Hardware 
Los Angeles Distributor Firm 


Union Hardware & Metal Co., 555: 


Ferguson Drive, Los Angeles 22. 
Calif., was acquired by McLaughlin 
Industrial Distributors Inc., accord- 
ing to Edward H. McLaughlin, Jr., 
president. 

The headquarters of the new com- 
7141 S. 
mount Boulevard, Pico Rivera. 


E. H. MeLaughlin, 


president of Union Hardware, will be 


any was moved to Para- 
i} 


Sr., former 
chairman of the new company. Paul 
Davis will be general sales manager, 
Harold Seaman, controller: Ransome 
Grogan, personnel director and E. M. 


Duit, secretary. 


Roland J. Ahern 


Billings & Spencer Honors 
Ahern On 30th Anniversary 


Roland J. Ahern, president and gen- 


eral manager of The Billings & Spen- 
cer Co. was honored recently on his 
30th anniversary with the firm. 


Mr. 


gifts from the company and his busi- 


Ahern received flowers and 
ness associates and friends. 

He came to the firm in 1930 as 
head of the IBM statistical depart- 
ment. Later, in 1934, he became pur- 
president in 


1941, 


vice president and secretary in 1942, 


chasing agent, vice 


charge of manufacturing in 


executive vice president in 1943 and 
president-general manager in 1944. 
In 1953, Billings & Spencer pur- 
chased the Pexto & Wilcox Co. and 
Mr. Ahern was elected chairman. 
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Officers Ed Pelka, vice president, Giles Rennett, outgoing president and Jack Sweeney, 


president-elect of the New York State Industrial Supply 


Robinson-Patman Act Stressed 
By New York Distributors 


Industrial who _ sell 


within the 


scope of the Robinson-Patman Act’s 


distributors 


across state lines come 
price discrimination rules according 


to Joseph ® 
torney in charge of the New York 


Frascati, assistant at- 
office of the Federal Trade Commis- 
sion. He spoke to members of the 
New York State Industrial Supply 
Association at the group’s annual 
meeting in Syracuse, N.Y: Distribu- 
tors who sell only within the bound- 
aries of the state are not affected by 
the act’s terms. 

Where a distributor’s sales are in- 
terstate, Mr. Frascati said, his pric- 
ing could possibly come under the 
scrutiny of the FTC as in the com- 
mon case of meeting a competitor’s 
lower price without adequate proof 
that the competitor did offer a lower 
price. These and other violations 
were discussed in a lengthy question 
and answer period. 

Jack Sweeney, Onondaga Supply 
Co., Syracuse, was elected president 
of the association to succeed Giles C. 
Bennett, F. K. Blanchard Co., Troy. 
Other officers elected were Ed Pelka, 
Enos & Sanderson Co., Buffalo, vice- 
president; Charles Brink, Bingham- 
ton Industrial Supply Co., Bingham- 
Colerick, 
Colerick Supply Co., Utica, treasurer. 
the board 
Sweeney ; 


ton, secretary; Harry 


of directors 
Phil Scott, 


Named to 


Mr. 


were 


Association discuss meeting. 


Syracuse Supply Co., Syracuse and 
Don Craver, Babcock, Hinds & Under- 
wood, Binghamton. 

Thirty-six representatives from 24 
companies were present at the meet- 
ing. Besides the officers, other mem- 
bers present included: Emil Melnick, 
and Iver Johnson, Le Valley Mcleod, 
Elmira; R. M. McDonald and T. Ray 
Jr.. A. V. Wiggins Co., 
Syracuse; Joseph Mott, Ellis W. 
Morse Co., Brighton; Mike L. 
Bregande, Jr. and Robert Baldwin, 
Baldwin Hall Co., Syracuse; Robert 


J. Uplinger, Robert J. Uplinger, Inc., 


Adams, 


Syracuse; E. J. Andress and Samuel 
R. Neal, R. C. Neal Co., Buffalo; 
C. W. Griswold, S. B. Ruby Co., 
Rochester; Lloyd Kimball, and J. E. 
Dublin, Rose Kimball & Baxter, Inc., 
Elmira; Miles H. Colerick, Colerick 
Supply Co., Utica; C. E. Woodhouse 
and Ken Reynolds, Brady Supply, 
Ed Cartwright, Enos & 
Sanderson Co., Buffalo; Rex Rich, 
and Frank S. Zahniser, Haverstick & 
Co., Rochester; J. B. French, French 
Mill Supply Co., Utica; A. F. Des- 
pard, F. F. Despard Co., Inc., Utica; 
Alvin H. Segerlin and Norman W. 
Hall, Hartfield Healy, Buffalo; 
Charles J. Obrist, Case Industrial 
Supply, Syracuse; B. S. Arnold, 
Onondaga Supply Co., Inc., Syracuse; 
Harold E. Torell, Syracuse Supply, 
Syracuse; Thomas H. Bradley, Jr., 
and Paul H. Jordan, Thomas H. 
Bradley, Inc., Watertown; Victor H. 
Brink, Binghamton Ind. Supply Co. 


Elmira; 
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INDUSTRY STARTS HIRING JUNE GRADUATES 


The “hunting season is open” as 
thousands of companies flock to 
colleges across the nation seeking out 
the June 


starts late in October and continues 


graduates. Interviewing 
heavy into March with some students 
still interviewing in May. Among 
those students being interviewed are 
the 70 June 1961 graduates of the 
four colleges with the ID program. 
How are the “Industrial Distribu- 
tion” colleges shaping up, and what 
are the distributors chances for em- 
ploying I.D. graduates? 

As the second college semester gets 
underway the four colleges with ID 
courses—Clarkson College of Tech- 
A & M, Western 
Michigan, and Bradley—report the 


nology, Texas 


highest enrollment so far in ID 
courses since the first ID curriculum 
was started six years ago at Clark- 
son. Some 316 students are currently 
studying under the industrial distri- 
bution program for sales and man- 
agement positions in the industrial 
supply and equipment industry. 

But the employment trend clearly 
favors supply manufacturers. Al- 
though the 
established with the close coopera- 


tion of the National and Southern In- 


original courses were 


dustrial Distributors Ass’n., only 12% 
of the ID graduates have actually 
gone to work for industrial distribu- 
tors. The 


3%, are employed by manufacturers. 


majority of graduates, 
The college enrollment is: 

* Clarkson—37 
60 sophomores; 61 freshman. 
A & M—20 


(the ID option commences 


seniors; 56 juniors; 


¢ Texas seniors; 18 
juniors; 
in the junior year). 
¢ Western Mich. 
iors; 2 sophomores; ] 
¢ Bradley 


sophomores, 10 freshman. 


7 seniors; 3 jun- 
freshman. 
6 seniors; 15 juniors; 15 


Here’s where Clarkson’s 88 grad- 
udates are employed: 

¢56 manufacturers of industrial sup- 

plies and equipment 

¢20 armed forces (ROTC) 

¢3 industrial distributors 

¢ 2 graduate school 

retailing) 


*7 other (teaching, 





ID Firms Armed Forces 


Manufacturers 


Other 


Manufacturers have hired 48% of the industrial distribution graduates. 
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nt 
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Clarkson leads the colleges in the 1D course enrollment with 214 students. 
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Four Colleges with courses in industrial distribution—Clarkson, Texas A & M, Western 


Mich., and Bradley 


At Texas A & M, which has 41 
graduates, 9 are working with indus- 
trial distributors, 9 manufacturers, 
11 armed services, 5 wholesaling and 
retailing, and 7 others. 

Western Michigan has 5 graduates 
with industrial distributors and 2 
with manufacturers. 

Bradley has 10 


manufacturers, 2 
2 


with 
industrial 


graduates 
with 
distributors and 2 others. 

College authorities agree there is 
a definite need for more student aid. 
One commented 


college authority 


report increased interest in distribution sales and management. 


that the increased cost of education 
makes it necessary for industry to 
make scholarship aid available to 
There 
no obligation on the part of the 
hire the 


promising talents. need be 


donor to students upon 
graduation. 

Professor Harry J. Waters, Act- 
ing Chairman of the ID Department 
at Clarkson, pointed out there will 
be only one scholarship available to 


the 
fall; 


class next 
INDUSTRIAL 


incoming freshman 


others including 


continued 


INDUSTRIAL DISTRIBUTION 





DistrisuTion Black & Decker Car- 
borundum, H. G. Thompson & Son, 
Mitt & Factory, Norton, Porter 
Cable and Syracuse Supply Co. 
scholarships are in use at the present 
time. A scholarship is usually estab- 
lished to cover a large proportion of 
the student’s tuition expenses and is 
awarded to one student for four years 
providing his grades remain satis- 
factory. At the end of the four years 
the scholarship is available to another 
student providing the scholarship is 
renewed by the donor. A Clarkson 
five of the original scholarships have 
not been renewed; three of these 
were established by industrial dis- 
tributors. 

College placement officers point out 
that distributors so far have ap- 
peared to be holding back from offer- 
ing the ID graduates permanent jobs. 
One of them said, “The regional in- 
dustrial distributor associations have 
continued their support of the various 
programs by offering summer em- 
ployment, warehouse tours, and 
dinner meetings. But these same dis- 
tributors seem reluctant to think in 
terms of permanent jobs.” 

There is some question as to 
whether distributors are aware of 
their opportunity to employ ID grad- 
uates. As one midwest distributor 
commented, “I just assumed the 
graduates were already spoken for 
so I made no effort to contact the 
school.” These students are available 
through the ID Department or Place- 
ment Offices of the four colleges. 

There is also the military service 
problem. Both Clarkson College 
and Texas A & M have active Army 
Reserve Officer Training Corps. pro- 
grams. Of the ID graduates, 19%, 
have completed this officer training 
program and are now serving either 
six months or two years depending 
upon their military orders. “There 
is every indication that these men 
with four years of specialized train- 
ing will return to industry after the 
completion of their military service,” 
commented one Texas A & M official. 
Some of the graduates have contacted 
Clarkson for placement opportunities 
after completing their service. 
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the fastest, 
safest and 
surest way to... 


PUNCH-LOK 
set) ed FV 


Stock-Sell-Protit with Punch-Lok Hose Clamps 
Get Facts Now! 


"F The Sign of co GOOD Hose Clamp 


U, 321 North Justine Street, Chicago 7, Illinois 





Manufacturers-Distributors 
Discuss Each Other's Obligations 


At a recent meeting of the Michigan 
Industrial Distributors’ Association 
in Lansing, Michigan, manufacturers 
and distributors set up a panel dis- 
cussion on “What the manufacturers 
expect from the distributors” and 
“What the distributors expect from 
the manufacturers.” 

Fred Emerson of Spartan Saw 
Works representing the manufacturers 
and Arthur Grover of the Grand 
Rapids Supply Co. representing the 
distributors conducted the panel. It 
was agreed that cooperation by both 
parties is essential and that both 
are ineffective without the other. 


The distributors expect the manu- 
facturers to: 
1. Present distributors with ideas 


for sales. 
Portrait by Fabian . , 
2. Send trained salesmen. 


David B. Eden, S&F Director of 


3. Give clear definitions of what is 


Distributor Sales, lists expected of both parties regarding 
policies of their companies. 


Five ways SKF supports 4. Suggest new methods of selling 


and new markets for products. 


its authorized distributors 5. Discuss profitability problems 


“As Stuart Smith explains, on the opposite page, frequently. 


Ss believes whole-heartedly in its policy of ‘se- . 6. Offer hand-in-hand cooperation 
lective distribution.’ We deal only with authorized with manufacturers. 


distributors. And we back these specialists 100%. i: 
7. Have men who are prompt. 


“For example, we— na i 
* offer them the entire bearing replacement mar- The manufacturers expect distribu- 

ket. This is a permanent arrangement; -ve will tors to: 

never take away replacement business no mat- 1. Cooperate fully with the manu- 

ter how large it becomes. 

provide the most complete line of bearings and 

anti-friction products of any manufacturer in a eS ~ 

the world. 3. Give a “Fair Share” of sales- 

urge bearing users to buy only from Authorized men’s time to their products and pro- 

gcse Distributors through our advertising motion of the 

and sales promotion. 

make our bearings locally available through 

16 strategically-located and fully-stocked ware- their product. 

houses. 

provide local field engineering service to help 

our distributors get the order. 


facturers. 


2. Understand company policies. 


> products. 


1. Stock a reasonable amount of 


5. Learn a reasonable amount of 
technical working knowledge regard- 
ing their products. 

“Because of these five points, I am sure that SIF 
bearing franchises are the most desired—and ; 
sought-after —in the industry.” 6032-D ings. 


6. Help arrange good sales meet- 


7. Recognize that hard work and 
training is necessary for success. 

MOTION ENGINEERING ; d ; 
All in all it proved to be a very in- 
formative discussion and much was 
learned, according to J. N. Zigler, 
public relations chairman of the asso- 
Advanced ball and roller bearing technology ciation. 
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J. Mullenmaster Robert Allyn 


a 
J. E. Braas C. del Mercado 


Owatonna Tool Co. Reorganizes 
Sales Into Three Divisions 


The Owatonna Tool Co. has re- 
organized its sales department into 
three distinct divisions: Precision 
Hydraulics Division, Tools & Equip- 
ment Division, and Export Division. 
according J. A. Mullenmaster, vice 
president and director of sales. 

As part of the reorganization plan, 
Robert Allyn was appointed assistant 
to the vice president, director of 
sales. He was formerly distributor 
sales manager of the firm. 

J. E. Braas will head the Precision 
Hydraulics Division. He was 
formerly industrial division sales 
manager. He will be responsible fer 
the sale of all hydraulic cylinders. 
pumps, valves and _ accessories 
through fluid power distributors. 

The export division is under the 
management of Carlos V. del Mer- 
cado, who has managed the firm’s ex- 
port business for the past five years. 

The Tools & Equipment Division is 
responsible for the sale of all OTC 
product lines through industrial and 
automotive distributors. The sales 
managers position for this division 


has not been filled yet. 


Representative Appointed 


Homer V. Scott Co., Chicago, was 


appointed sales representative for 
Johnson Bronze Co.’s automotive re- 
placement line in Illinois. 
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Portrait by Fabian Bachrach 


Stuart H. Smith, B&SF Vice President in 


charge of Sales, tells 


Why &KF chose a policy 
of selective distribution 





“We at @0S believe that the bearing manufac- 
turer and the distributor must both benefit from 
their relationship. 


“To maintain this kind of association requires 
considerable selectivity in choosing distributors. 
If we franchise too many distributors, we penalize 
all of them—to the extent that none can truly pros- 
per and grow. Similarly, distributors who indis- 
criminately stock any and all brands of bearings 
give us too little of their effort—and so penalize us. 

“Because of this, we chose a policy of selective 
distribution—of franchising only distributors who 
are willing to give us their full support. We adhere 
to this policy completely. We put it into practice 
by following-through on each of the five points 
that Dave Eden, @ts# Director of Distributor 
Sales, describes for you on the opposite page.” 

6032-5 


MOTION ENGINEERING 


Advanced ball and roller bearing technology 





Ne OW. . big machine quality Triangle Club of Pittsburgh 


in an economy priced compact aa Elects Officers For 1961 Term 


The new officers of the Triangle Club 


band Saw of Pittsburgh, elected for 1961 are: 
Use it as a horizontal Use it as an upright Oliver A. Hokkanen. National Twist 
aeereanes. saa Drill & Tool Co., president; John M. 
Schaub, W. O. Barnes Co., Inc., vice 
president; Edwin H. Miller, The Car- 
borundum Co., secretary; and Walter 
E. Clark, Jr., L. S. Starrett, treasurer. 
The directors are John C. Carpen- 
ter, True Temper Corp.; Frank G. 
Foltz, Jr., Jenkins Bros.; John W. 
Houston, Nicholson File Co.; Robert 
W. Mordaunt, Crosby Laughlin Di- 
vision, American Hoist & Derrick; 
John W. Murray, J. H. Williams & 
Co.; and Rudolph F. Zambori, Stan- 
Th e new We ley Tools Division, Stanley Works. 


The members of this club are manu- 
AY | KTA # CUTTI NG B A N 1) SA W facturers’ representatives residing in 
y the metropolitan Pittsburgh area. 


: ; j They sell in this area for manufac- 
Would you like to make your metal cut-off jobs easier and more turers of industrial supplies and 


efficient? Would you like to be able to cut angles, slots, notches hardware, whose policy is distribution 
and bevels in the same machine? through industrial distributors. 

You can do all of this with the new economical-to-buy and 
economical-to-use Wells Model 300 Metal Cutting Band Saw. 

The Wells Model 300 gives you big 3%” x 6” rectangular 
capacity—up to 3!4” diameter on rounds. It gives you three 
selective speeds, 54, 100 and 190 feet per minute, to handle a 
variety of metals efficiently. It features a positive screw action 
vise, gravity feed and automatic shut-off for horizontal cut-off 
work. The frame is exceptionally rigid. The entire unit is well 
guarded and the blade can be changed without removing a guard. 

The Wells Model 300 provides exceptional value for the smaller 
shop or for utility work in the larger shop. It is priced remarkably 
low for such a well-built, well-performing unit. Ask your Wellsaw 
Representative for full details or write for Bulletin No. 230. 


The Wells MODEL 300 Mhens ® tai 
Becomes Completely Mobile 


With Wheels and Handle Lang Appointed To Head Sales 
For Penco Division In New York 


An aptionai wheels and 
handle unit makes it easy 

to move the Model 300 to the . ae 
job to save time and money. York district sales manager for Penco 


Division. Alan Wood Steel Co. He 


Albert F. Lang was appointed New 


. = atta As was formerly New England district 
. manager. 
7 Mr. Lang will be responsible for 
SAW SPECIALISTE SINCE 1925 - , , 
sales supervision in the metropolitan 


New York area, northern New Jersey, 
Long Island, and the New England 


WELLS MANUFACTURING CORPORATION States. The firm’s New York Office 


606 Adams St., Three Rivers, Michigan is at 116 John Street, N. Y. C. 
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Florida Purchasing Agents 
Schedule First 1961 Meeting 


The Purchasing Agents’ Association 
of Florida will hold their first quart- 
erly meeting of 1961 at the Mayflower 
Hotel, Jacksonville, Florida, on Jan- 
uary 19, 20, and 21. The theme of 
the meeting will be “The Four P’s” 
(Purchasing, Profession, Promotion, 
Position ). 

This meeting, the seventh annual, 
buyer-seller-management conference, 
Jan- 


uary 19, with an “Early-Bird” dinner. 


will open Thursday evening, 

Main speakers for the meeting will 
be J. E. Clark, Gulf Oil Corp., who 
is chairman of the Value Analysis 
Standardization Committee, 7th Dis- 
trict, National of Pur- 
chasing Agents; B. C. Riley of the 
Earl A. 
McIntyre, Florida Development Com- 
mission; and Thor C. 
Anaconda Aluminum Co. 


Association 
University of Florida; Dr. 


Laugesen, 


Sales Engineers Attend 
Numerical Control Courses 


Twenty sales engineers attended the 
first of a series of nine numerical 
control courses sponsored by the 
American Machine Tool Distributors’ 
Association in Seattle’s 


Hotel. 


The sessions 


Olympic 


followed 


perimental courses presented earlier 


three ex- 


by the association in various parts of 
the country. Other courses will be 
held in Cincinnati, Jan 9-10 and in 
Detroit, Jan. 11-12. 

Instructors are staff members of 
Boeing Applied Computer Services. 
Clifford T. 


structor of the Seattle course, under 


Barnhart was the _ in- 


the supervision of James C. Kelley, 
executive vice president of the Ameri- 
can Machine Tool Distributors. 

The course is designed to train sales 
engineers in selling numerical con- 
trol equipment to industry. The 
Seattle session was attended by repre- 
sentatives of the Buckner-Weatherby 
Co., Dawson Machinery Co., Hallidie 
Machinery Co., Perine Machine & 
Supply Co., and Star Machinery Co., 
all of Seattle, and the Portland Ma- 


chinery Co., Portland, Oregon. 
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to increase repeat profits on every call...remember.. 


they 
always 
need 
more 


OSSBORS 
power 
brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... . its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising ee 
tration paves the way for eyery call you 
make. 


Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . . . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Oshoru Bru 


METAL FINISHING MACHINES ...AND FINISHING METHODS 


POWER, PAINT AND MAINTENANCE BRUSHES 


FOUNDRY PRODUCTION MACHINERY 
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DO YOU 


Metal Edge Industries Appoints 
Two District Managers 


there is a complete, quality line of William C. Carson and Warren E. 


Slusser were appointed district man- 


industrial hand tools sold only agers by Metal Edge Industries. They 


will serve in the northern New Jersey 
° ° e 5 and western Pennsylvania-Ohio sales 
through Industrial Distributors? pan 
Prior to joining Metal Edge Indus- 
All our industrial tools and shovels are roll-forged in one tries, Mr. Carson was associated with 
piece. Their premium ash handles are natural finished so Cosden Paint Co. and National Sugar 
that you can see their quality. They have the perfect “balance Refining Co. 
and feel” that over 50 years of craftsmanship put into hand Mr. Slusser was an aircraft compo- 
tools. All are “fully guaranteed” in writing. nents tester and specialist for Reli- 


ance Electric and Engineering Co. 


BACK OF THESE QUALITY TOOLS IS A QUALITY POLICY. We 
sell to industry only through recognized industrial distributors. 
Let our Bid Department also help you to obtain profitable 


Municipal, State and Federal business. Thermoid Headquarters 


before joining Metal Edge in 1947. 


Moved To Pittsburgh 
THE UNION FORK Offices of the Thermoid Division, 


H. K. Porter Company, Inc., are now 


be HOE COMPANY located on the twelfth floor of the 


Porter building in downtown Pitts- 


500 Dublin Ave., Columbus 15, Ohio burgh. 


- The move took place without the 
slightest interruption of normal busi- 
ness operations or services to 
customers, according to R. W. Chris- 
tenson, vice president and general 
manager of Thermoid. 


UNION and ATLAS RAZOR-BACK and Mr. Christenson sai at Thermoid 
industrial Hand Tools RAZOR-LITE Shovels fr hr ¥ , said that h , 


would continue to expand customer 


SEND TODAY FOR THIS COMPLETE NEW CATALOG services and called attention to a new 
IBM 305 RAMAC computer being in- 


stalled in the new headquarters. The 
The Union Fork & Hoe C y, Columbus 15, Ohio 


ad 





computer will enable the division to 
pase ; > ’ ; . » No. . ° . 
Please mail latest Industrial Catalog No. 10 make faster shipments and deliveries 


Name , ao to customers, Mr. Christenson said. 


Title__ Rs ; Opens California Plant 


Beinn Thermoid’s Pioneer Works in Pitts- 
ompany ~~ . . . a 
burg, California, extended its facili- 
Street______— — - ties to include the manufacture of 
Cit bonded brake shoes, according to 
y ~ 

A. P. Slavas, general works manager 
State — — — for Thermoid Division. 


continued on page 153 
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Quality... 


Is more than a word at Ferry Cap 
It is the sum of hundreds of small but important 
technological improvements plus the pride of 
the craftsman who strives always to make 


his current effort his best one 





FERRY CAP 


& SET SCREW COMPANY 


~," ~ 
. ~N \ 2151 Scranton Road + Cleveland 13, Ohio 


Coid upset screw products 


aN ... Standards and specials. 
‘ 
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Keystone Use-Matched Gear Grease No. 29 
cut maintenance time, grease consumption 66% 


Lubrication of these open gears of excavating 
shovels was presenting a problem to an east coast 
slag re-claimer. Heavy grease throw-off resulted 
In excessive greasings, grease consumption 

and maintenance time. 

Use of Keystone No. 29 Open Gear Grease 
immediately eliminated throw-off. And frequency 
of lubrication was reduced from three times a week 
to once a week, a reduction of 66% in grease 
consumption and maintenance man-hours. 

No. 29 Open Gear Grease was developed by 
Keystone especially for use on open gears. It will 
not thin out, throw off, or squeeze away under 
high speed, pressure or heat. 


All Keystone Lubricants carry a no-quibbling 
guarantee of at least 10°) savings over any 
lubricant you are now using on a given job. 
See your Keystone Distributor for complete 
information today. 


SPECIALIZED 
LUBRICANTS 


WInllINte .. 


case study help you close an order? 


Wherever there’s a lubrication problem, 
there’s a Keystone specialized lubricant that 
is matched to the job. As a Keystone 
Distributor, you have one of the nation’s 
largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and 
liquid greases, to light penetrating oils 

and coolants. This nationally advertised 

case history is helping to pre-sell your 
customer, so you can help him pin-point the 
one Keystone lubricant especially developed 
to step up his performance, end waste, 

cut downtime, or stop costly wear in a 
specific application. 

If your customers are not getting the most 
from their present lubricants, tell them about 
Keystone’s broad line of cost-cutting 
lubricants, and about Keystone’s free 
Engineering Service. Remind them, too, 

that all Keystone lubricants are guaranteed to 
save them at least 10 percent on their present 
cost of lubrication, including labor required 
for application—a guarantee made by 

no other lubricant manufacturer! 


HERE IS 
REAL SALES 
ASSISTANCE 


The Keystone Planned Lubrication 
Booklet (BK-19a) shown here is just 
one of the many sales aids offered by 
Keystone to help pre-sell your cus- 
tomers. In addition, national advertis- 
ing and publicity means you are selling 
a known name and known quality. 
And that saves selling time. 


Established 1884 
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A MESSAGE TO AMERICAN 


INDUSTRY * ONE OF A SERIES 


How American Industry 
Points The Way To 
Sustained Prosperity in 1961 


Something new and very constructive is happening 
in American industry. It promises to add a major 
element of strength to business not only in 1961 but 
right along over the years ahead, 

What is happening is essentially this. American in- 
dustry is planning to continue to invest heavily 
in new and better producing facilities in spite 
of the fact that it has an excess of capacity to 
produce its present range of products. And, by 
doing so, business is helping to shape a stronger 
American economy. For the continuation of a high 
level of capital investment by business is one of the 
most important keys to sustained prosperity. 

News of this major new development in American 
industry is provided by the results of the McGraw-Hill 
Fall Survey of Business Investment Plans for 196] 
and 1962, presented in detail at the right. The 
McGraw-Hill investment surveys, now in their 13th 
year, cover a broad cross-section of American industry. 

How American industry is aiming to go ahead with 
a big investment program in spite of its present burden 
of excess producing capacity is highlighted by the 
plans of manufacturing companies. The McGraw-Hill 
fall survey finds that, on the average, these companies 
are using slightly less than 80 per cent of their pro- 
ducing capacity. They would like to be using well over 
9O per cent. 


Dramatic New Departure 

If historic investment patterns were being followed, 
our manufacturing companies, with only about 80 per 
cent of their capacity being employed, would be cut- 
ting back new investment programs drastically, and 
cutting down prosperity in the process, But — and 
here is the dramatic new fact — they plan almost 
no cut-backs in their investment programs. They 
plan to invest almost as much (within 3%) in 1961 as 
they are investing this year. And this year they are 
investing 19 per cent more than they did in 1959. 

There are two major reasons why American 
industry is unwilling to let its excess produc- 





PLANS FOR CAPITAL SPENDING 
(Billions of Dollars) 


1959 1960 1961 1960-1961 1962 
INDUSTRY Actual* Estimated* Planned % Change Planned 


lron and Steel $1.04 $1.52 $1.37 -—10% $1.18 
Nonferrous Metals 31 4 34 0 32 
Machinery SN 114 «10 3 1.11 
Electrical Machinery 52 £2 68 +10 53 
Autos, Trucks & Parts 64 89 S$ +7 1.02 


Transportation Equipment 
(Aircraft, Ships, R.R. Eq’ pt.) ‘ Al wi 35 


Other Metalworking 88 S17 8 —12 87 
Chemicals 1.64 

Paper and Pulp 53 15 Ss —8 53 
Rubber 19 24 2a —4| 20 
Stone, Clay and Glass 53 63 56 55 
Petroleum & Coal Products 2.49 2.50 
Food and Beverages 82 34 SS +85 4S] 
Textiles Al 53 42 —21 40 
Miscellaneous Manufacturing 1.07 1.28 

ALL MANUFACTURING 12.07 14.33 —3 

Mining 59 59 0 —9 89 
Railroads $2) (1.04 19 —24 83 


Other Transportation 
& Communications 469 520 461 —11 4.18 


Electric And Gas Utilities 5.67 589 614 +4 6.01 
Commercial (1) 8.21 8.61 8.70 +1 8.54 
ALL BUSINESS 32.55 36.06 3507 —3 33.80 


*U.S. Department of Commerce, Securities and Exchange Commission, 
McGraw-Hill Department of Economics. 





(1) Figure based on large chain, mail order and department stores, in- 
surance companies, banks and other commercial businesses. 





ing capacity stall its investment in new facilities 
until the capacity is more fully used. One is that 
a lot of this capacity is obsolete and costly to 
operate. Increasingly rugged competition is creating 
a strong inducement to replace this antique capacity 
with modern, more efficient equipment which is widely 
available. 





“R And D”’ Paves The Way 

The steel industry provides a good case in point. 
Despite an operating rate of little more than 50 per 
cent during the last six months, steel companies plan 
a total investment of nearly $1.4 billion in 1961. And 
though this is 10 per cent below their capital expendi- 
tures in 1960, it will still be the third highest year on 


record. 


incentive and wherewithal to continue a vigorous pro- 
gram of new investment. In addition, if price inflation 
were to begin surging again, it would eat away the 
power of depreciation reserves to purchase new plant 
and equipment. 

The allowances now permitted American industrial 
firms for the depreciation of their producing facili- 
ties are lower than those made in any of the industrial 





Billion Dollars 


35 


28 


21 


1958 





Retained Profits 


CORPORATE CASH FLOW 


Depreciation 


1959 1960 1961 


Source: U.S. Department of Commerce; McGraw-Hill. Department of Economics 








Also, new investment is required to tool up 
for the manufacture of the new products being 
spawned by the continuing boom in industrial 
research and development. This year, we are 
spending about $13 billion (that’s billion) for all re- 
search and development, about $9.6 billion of it 
through industry.* And out of it is coming the “know- 
how” for a veritable flood of new products, processes 
and equipment, most all of these calling for new pro- 
ducing equipment. Next year, American manufacturers 
plan to get 12 per cent of their sales in products that 


did not even exist four years ago. 


Key Role Of Depreciation Reserves 

A major reason why American industry can 
combine the desire to carry out big new invest- 
ment programs with the necessary financial ca- 
pacity to do it is to be found in the growth of its 
reserves for depreciation. This year, (1960) , busi- 


ness has been in a squeeze between costs and the prices 
it could get for its products. This cost-price squeeze 
has reduced profits sharply. The total of profits for the 
year will be down about 5 per cent. 

Allowances for the depreciation of existing plant 
and equipment, however, have continued to rise, The 
result is that the so-called cash flow of corporations 
(their retained profits plus their allowances for depre- 
ciation) is the same this year as last. And this cash 
flow, shown in the chart above, makes a decisive con- 
tribution to financing new investment, 


Inflation Would Be Deadly 


If the sort of profit squeeze that has prevailed this 
year were to become chronic, it would blight both the 


countries with which we are in increasingly tough 
competition, More adequate allowances would speed 
up the job of modernizing American industry. An 
earlier McGraw-Hill survey indicated that it would 
cost only slightly less than $100 billion to bring our 
nation’s plant and equipment up to date. 


But at this juncture, American industry’s 
eagerness and capacity to maintain a high level 
of investment capital is adding a great new ele- 
ment of constructive strength to the nation’s 
economy. 


*The significance of this boom for American industry is ana- 
lyzed in a new McGraw-Hill book, “The Research Revolution” 
by Leonard Silk, Economics Editor of Business Weex. To- 
gether with other new business investment trends the “R & D” 
boom also constitutes a key part of another new McGraw-Hill 
book, “New Forces in American Business” by Dexter M. 
Keezer and associates — the November selection of the Busi- 


ness Book Club. 





This message was prepared by my staff asso- 
ciates as part of our company-wide effort to re- 
port on major new developments in American 
business and industry. Permission is freely ex- 
tended to newspapers, groups or individuals to 
quote or reprint all or part of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY 














Specialist 


starts on page 72 


2. Why not Suppliers’ Men? 


William J. Roberts, sales representa- 
tive for Minnesota Mining & Mfg. 
Co.’s Coated Abrasives Division, feels 
that Jones and Newman should have 
explored another alternative—making 
better us of suppliers’ salesman. 
“The 
sentatives who call on Southeast Tool 
Roberts 
their 


manufacturers’ sales repre- 
specialists,” 


“They 


time and efforts to their particular 


Supply are 
points out. devote all 
lines. In addition to this, they are 
trained in the techniques of selling 
and sales promotion by their own 
companies. They can be described as 
specialist salesmen. 

“Manufacturers’ men are always 
happy to make joint calls with dis- 


The 


between the specialist and the supply 


tributor salesmen. teamwork 
salesmen extends a real service to the 
It satisfies his demand for 
technical with the 
venience of having the supply sales- 


customer. 
knowhow con- 


man service his need for varied 


products. 
“The 
knows that any business that might 
result from the 
good hands of the distributor sales- 


manufacturers salesman 


contact is in the 


man who calls on the customer regu- 
larly. The specialist need not be pres- 
ent for repeat business once the sale 
is made. This is profitable for him 
because he can utilize more selling 
time to seek new business elsewhere. 

“The distributor benefits from this 
combination because he has the serv- 
ices of the specialist at no cost to 
him. Southeast Tool Supply has 20 
key lines. There must be at least one 
manufacturer’s salesman who knows 
his lines and can sell. Why can’t he 
be Southeast Tool’s specialist sales- 


man?” 


3. Can’t Afford Specialist 


Ben Perkins, partner, Indiana 
Manufacturers Supply Co., Indian- 
apolis, believes Southeast Tool will 
find it difficult to justify the cost of 
specialists. Further, general-line sales- 
men, properly trained, could prob- 
ably do a better job. 


January 1961 


Says Mr. Perkins: “Southeast Tool 
should continue with the four gen- 
eral line salesmen and forget the 
specialty salesmen; for in my opinion, 
a small supply house with several 
lines to sell, cannot afford a specialty 
salesman. From past experience, we 
have found that specialty salesmen 
cause a lot of trouble with the com- 
missioned salesman, where it’s nec- 
essary to split the commission on 
the accounts they call on. Many regu- 
lar accounts dislike the idea of hav- 
ing three or four different salesmen 
calling on them; this is especially true 
with the smaller and medium size ac- 
counts. 

“I do believe that the 


turer who can get over the idea to 


manufac- 


the distributor to add specialty sales- 
men, is surely ahead of those without, 
for of course he gets 100 percent of 
the specialist’s time. 

“I believe that general line sales- 
men can do a good job in getting in 
the engineering department, where 
the specifications are written. In 
many cases, due to his following and 
confidence that he has built up, he 
can do a better job than the specialty 
Further, he can 
call on the manufacturers for engi- 


salesman could do. 


neering help where needed, and in 
most cases, do an excellent job. 

“The distributor justifies his place 
in industry by the service he renders 
by being able to sell many items to 
his customers saving time and money 
for each. 

“Most supply salesmen pick out cer- 
tain “pet” lines that they concentrate 
on as their favorites, oftentimes at 
the expense of the other lines that 
they should be selling. I think it is up 
to train his own 


to each company 





TEST YOUR SKILL 
For this sales- 


man’s problem case, turn 
to page 74 (“The Buyer 
Who Looks for Special 
If you have a 
solution, write ID’s Case 
Editor 330 W. 42 St., N. 
Y. 36. 


month’s 


Favors’). 











salesmen and to try to get them to 
sell the over-all lines to keep down the 
overhead expenses and maintain the 
company’s competitive position.” 


4. Run into Roadblocks 


H. W. Pedersen, president of the 
Industrial Engineering Co. in Daven- 
port, la, suggests that specialist sales- 


men can interfere with the establish- 
ment of “strong, friendly salesmen- 
buyer relationships”, and might find 
the going rocky during changing 
economic conditions. 

Says Mr. Pedersen: 

“My own opinion is that, in theory, 
the idea of retaining specialists to 
support the efforts of the “general 
line” salesmen certainly seems logical 
and feasible, but that in actual prac- 
tice this idea can run into roadblocks. 

Take, for example, our case—and 
I don’t claim to speak for anyone 
else. Our product lines can be broken 
down into four general categories, 
and if we were to retain a specialist 
for each of these categories, one prac- 
tical result would be just that many 
more salesmen sitting in the same 
number of customer waiting rooms. 
This might be an excellent way to 
concentrate selling effort, but I don’t 
think it is a very effective way to 
establish the strong, friendly sales- 
man-buyer relationship which is the 
keystone of effective selling. Obvi- 
ously, a buyer can’t get to know 5 men 
as well as he can get to know one 
man, especially when four of these 
men—the specialists—have only a 
limited number of subjects to discuss, 
in contrast to the general line sales- 
man who has his whole book. 

Another consideration is the effect 
that economic conditions can have on 
the effectiveness of the specialist. 
For example, during periods when 
certain industries, or product lines, 
are “off”, the specialist who depends 
on these industries or lines can find 
himself very hard pressed indeed to 
justify his existence. The general line 
salesman, however, retains enough 
flexibility to shift his sales emphasis. 

In sum, I tend to agree with sales 
manager Jones when he says “if we 
want specialists we should concentrate 
on training our own men to special- 


” 


ize”. We do, and it works out well. 





“THAT'S THE NAME TO REMEMBER” 


The Dependable 
QUALITY 
BRUSH LINE 
that gets business 
and keeps it! 


@ The Milwaukee Industrial Brush line 
consists of power driven and hand brushes 
to meet practically every requirement of 
industry both for general production and 
maintenance work. 


Make Milwaukee your source of supply and give your 
customers the kind of service that builds business for you. 
We are in a position to make prompt deliveries on orders 
of all sizes. 


*® Production Brushes for power use 
*® Production Brushes for hand use 
*® Brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 





CSIDA Meeting 


starts on page 68 


For distributors, Mr. Price sug- 
gested these questions: 

* How well do you know about the 
manufacturers you represent? Have 
you visited their plants? Do you know 
where, how, and by whom the prod- 
ucts you represent are used? Do you 
take an active part in supporting sales 
meetings and campaigns? Are you 
giving manufacturers you represent 
adequate time and coverage? Do you 
have suitable inventory controls? 

Concluding, Mr. Price stated that 
“if we work together by discussing 
our mutual problems, much can be 
accomplished to create an atmosphere 
of confidence”. 

In his talk, “The Partnership Ap- 
proach”, George Needham explored 
the following areas in which “coop- 
erative endeavor can pay off for dis- 
tributors and manufacturers alike”: 

* Market potentials: “We must 
work together to determine market 
potentials before we can set reason- 
able goals and inventory levels”. 

*Sales training: “It is not always 
feasable for a manufacturer to have a 
sales training school . . . these manu- 
facturers might consider distributor 
sales training at the district level.” 

¢ Advertising and Sales Promotion: 
“We should tell manufacturers what 
we think of their advertising pro- 
grams (and) they can tell us how to 
make better use of this advertising.” 

¢ Pricing: “It’s possible that some 
of our antiquated pricing policies 
just don’t fit in today’s market place”. 

¢ Distributor Advisory Councils: 
For those manufacturers who have 
or are planning a council . . . a well 
prepared agenda is a must’. 

*Catalog standardization: “This 
pays off for manufacturers in the 
form of better coverage.” 

¢ Sales support: “If you now pro- 
duce sales information for your sales 
department, make an extra copy for 
your distributor—he appreciate 
it.” 

Summing up, Mr. Needham stated 
that “the partnership approach means 
cash in the bank for both distributors 


and manufacturers.” 
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George Fix SCREW JACK MODELS 
sera TO CHOOSE FROM 


(Some 1,000 guests also attended 
a recent surprise party given by the 


Fixes’ children to celebrate their 50th THE WORLD'S MOST COMPLETE LINE! 
wedding anniversary.) 


One of the Fixes’ most widely 
shown films is the record of their SCREW 
African safari. This has 14 reels con- JAC KS 
taining some rare and outstanding 


wild game pictures. To shoot them, 


the couple took only a driver and, SCREW JACKS 

4-WAY HEAD—19 MODELS 
nie > r 10 to 24 tons capacity. 

rhis trip also produced one of Ball bearing, Malleable Housing, 
Safety peep hole, 


where necessary, a native guide, 


George Fix’s narrowest escapes in 25 
years of travel. Fix was some 200 RATCHET HEAD— 
yards from his car one day, trying 10 MODELS 

for a shot of a hippopotamus, when 20 to 24 tons capacity 

the beast charged him from 50 yards. , 
He was only steps ahead of the ani- 
mal, with no time to get inside the 
car, but he veered aside behind the 


eeeeeeeeee ee ee eeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


oA 5 atl , E PLANER JACKS JOURNAL JACKS 
vehicle. The near-sighted hippo, see- —5 MODELS 2 Sede, ne 


ing the car’s bulk, stopped ten feet 2 to 8 tons att ehumtenn 


off, and gave up, the chase. capacity. 23%” to ‘ alloy housings. 
7” high. 1” to iaelG\ 15 to 50 tons 
Another escape was from a 4,” Lift. Swivel : capacity. 


stampeding herd of water buffalo. ~ head & lock screw. 
Another time, a forced layover in 


e@eereeeeeeeeeee ee eeeeee eeeeeeee eee eeeeeeee eee 


Saigon in Indo China due to plane 


trouble saved the Fixes’ lives. This 
TRAVERSING BASES and REEL JACKS— 


was just after the Dien Bien Phu TRAVERSING BASE 3 MODELS 
siege, and their plane carried a SCREW JACKS 5 and 15 ton 
British government courier. A dif- y Gaeien so 0 SD tine eae eapecty, 


Vertical & Horizontal travel, 


ferent plane, on only a slightly later 
schedule, was shot down over Hainan 
by Chinese Communists. 


Travel showings are a labor of love SOSH SHEESH SHEESH ESE O SEES EEEEEOEES 





‘ 


for the Fixes, who consider it “our 
way of making some contribution to 
better world understanding.” They 
add that they have never given a 


program “unless we felt it would do TRENCH & 

some good” and almost never appear TIMBER BRACES 

‘ “ a J ot 22 Models, Drop-forged steel 
in their own movies. Natives of the —1%" & 2” dia. screws. 


Adapt to any width of trench, SHORING JACKS 


countries they visit are always in 8 Models, Forged Steel. 


the starring roles. Showings are Machine cut screws. 
: 9 25 & 35 ton cap. 
made at the Fixes’ own expense. 
“—% es ‘ } PUSH & PULL JACKS 
When admission is charged by a 12 Models 
sponsoring organization, it is donated Util-A-Tool—the tool of 
to their church, of which Mr. Fix is @ thousand wees. 


Coececsesovcccccoseceecseces 


deacon. (Mr. Fix recalls that a ~— for Hynes re 
= bia » information on raulic 
Government tax official once advised a eae yy et ye and Lever Jacks in 

. -harve : = 2« | oe eors, other advertisements, 
him to charge admission so he could JACKS, Rail Puller & Expander, and Gear 


write off the travel expenses, but he & Wheel Pullers, Bumper Jacks. 


rejected the idea “because we’re not WRITE FOR CATALOG: MECHANICAL 60 


he Sila -4, a SaenaES *} TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 


continued on page 148 
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_ mA 
Meet Pete 


he helps you do more with DELTA 


As Vice President of Rockwell’s Power Tool Division, F. P. 
Maxwell (Pete to most everyone) is “‘boss”’ of the entire organiza- 


tion serving Delta Industrial Distributors and their customers. In 
a way, he’s responsible for distributor profits and customer satis- 
faction, too—because it’s his job to see that Delta facilities at 
Bellefontaine, Ohio, Tupelo, Mississippi and Porterville, California, 
maintain consistently high quality in production of the world’s 
most complete line of industrial power tools. 


Sound like a big job? It is. But Pete has a lot of help. In addi- 
tion to close to 700,000 sq. ft. of physical plant space, he can call 
on a collection of talents, skills and just plain “know how” that 
is tops in the industry. People just naturally seem to like to work 
for a company that’s “out front’’—and Delta’s 32 years of leader- 
ship has helped attract and hold good people. 


When he’s not at his office or at one of the plants, Pete’s likely 
to be talking with any one of over 1800 Delta Distributors any- 
where from New York to Seattle, getting firsthand manufactur- 
ing and marketing information. Leading Delta Distributors have 
proven, through continued growth in sales and profits, that you 
can do more with Delta. 

To find out how easy it is to do business with Delta, simply drop 
Pete a line, he will gladly give you details—it’s his favorite sub- 
ject! Write: Rockwell Manufacturing Company, Delta Power Tool 
Division, 634A N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








Outside the U.S., the Fixes always 
hire a car and driver so Mr. Fix is 
free to concentrate on movie making. 
On one trip, this service cost the 
Fixes nothing. The government of 
Portugal, on learning the couple was 
about to visit that country, put a 
car, driver and guide at their dis- 
posal for the entire trip. Fix shot a 
2.700-foot travelogue on this occasion 

-one of his most popular films. 

Mrs. Fix is as indefatigable with a 
pen as her husband is with a camera. 
An early round-robin travel letter 
to her family (four children and 13 
grandchildren) later evolved into a 
series of 25-28 page letters on Ozalid 
paper. There have been as many as 
15 letters on a single trip, and the 
letters are now being bound as travel 
diaries, of which eight volumes have 
now been completed. 

A primary reason Fix has been 
able to indulge his camera hobby to 
such an extent is that he has built 
up a trained management staff that 
does not require constant supervision. 

In the early stages of the business, 
however, things were different. 
George Fix founded George J. Fix 
Co. in 1921 after cutting short a 
promising career in the automotive 
industry to try his hand at being 
his own boss. The new company’s 
first headquarters measured 15 by 
25 feet and the organization consisted 
of Fix as outside salesman and Mrs. 
Fix as inside salesman and ware- 
houseman. Fix worked at night 
toward an engineering degree which 
he acquired after six years. The firm 
expanded constantly, and the last of 
four moves to larger quarters was 
made last year to a new 16,600 ft. 
Dallas headquarters. There are now 
42 employees, and branches in Hous- 
ton and Fort Worth. 

Key to Mr. Fix’s plan for manage- 
ment succession was his son, George 
Fix, Jr., now the firm’s president 
while his father functions as chair- 
man of the board. Remarked Mr. 
Fix with dry humor: “When George 
was two weeks old, | made a pact 
with him. ‘George,’ I told him, ‘1 am 
going to take care of you for 35 
years, then you are going to have 





to take care of me for the next 35 
in the manner to which I’ve become 
accustomed’—and that’s exactly what 
we've done.” 

That is, the plan worked except in 
World War II while George Fix, Jr., 
was in the service—and for two 
months this past fall when the 
younger Fix took his own foreign 


trip, to Europe. 


Special Favors 


starts on page 74 


Al told Jim to OK the order for the 
anti-freeze. A bill was sent to Jones 
two days later, but no payment was 
made that week or the next. The third 
week, Al called at the buyer’s plant 
and was told the buyer had quit his 
job. Furthermore, he had left town 
and no one knew his address. The 
story soon hit the newspapers. Not 
only had the buyer disappeared. He 
had departed owing some $20,000 in 
personal bills to local businessmen. 
All his creditors, like Specialty Supply 
Co., were customers of the machinery 
plant where he had directed purchas- 
ing. All of them had acceded to the 
buyer’s wish to have something spe- 
cial for his “friends.” 

The “friends,” it developed, had 
purchased from the buyer a variety of 
goods from typewriters to lawn 
mowers. In effect, he was running a 
thriving undercover enterprise and it 
was by this time obvious that his 
creditors had no hope of collecting 
anything but bad-debt tax credits. 

At Specialty Supply, Al’s and Jim’s 
boss hit the ceiling. “Why in the 
name of common sense,” he asked 
them, “didn’t you two tell me what 
was going on? We were already out 
$350 when you took that order, so 
we just said goodbye to $200 more.” 

Later he calmed down. He had to 
admit, he told them, that Al had in- 
formed him about this buyer’s fond- 
ness for anti-freeze two years ago. 
Furthermore, he himself had some- 
times delivered goods for buyers’ per- 
sonal accounts. “But from now on, if 
any one does special favors, he will 
have to get the management's OK.” 
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Write for 
Catalog FS-1000 
and price lists. 


: J 
produces “specials” 





every day! 


It’s easy to mass produce precision turned nuts 
in odd sizes, shapes and threads... AFTER years 
of specialized experience! This capability also re- 
quires special machinery and advanced produc- 
tion methods to assure premium quality nuts and 
on-schedule deliveries at competitive prices. 


Specializing in turned nuts for more than 30 years, 
Fischer has developed unique manufacturing and 
quality control techniques for precision nuts rang- 
ing from %”’ to 1%" in diameter. More than 3400 
different types of “specials” . . . both brass and 
aluminum .. . already have been supplied for 
use in all types of products. 


Fischer nuts can help solve your fastening or 
assembly problems because each one is tapped 
square with face to Classes 2, 2-B and 3-B toler- 
ances, countersunk both sides, furnished cleaned, 
burrless and ready to install. 


there’s no premium for precision at 


FISCHER SPECIAL MFG. CO. 
492 Morgan Street « Cincinnati 6, Ohio 





The business picture is filled with uncertainties . . . But 


industry appears undaunted, indicating that capital 


spending in 61 will be off from last year’s level by only 3c. 


‘61 Spending Outlook Bright 


Capital spending for new plants and 


equipment by American business is 
expected to hit a total of $35.1-billion 
than the 
1960. 


And, preliminary spending plans for 


this year—only 3% less 


record $36.1-billion spent in 
1962 are very close to those for this 
year. 

While the total figure for 196] is 
than that 
ated in the McGraw-Hill survey 


significantly lower indic- 
last 
(INDUSTRIAL DISTRIBUTION, 


1960). 


spring 


June, the plans for 1961] are, 


nevertheless, reassuring in the face 
the 


economy is now widely expected to 


of the slight downturn which 


undergo during the early part of 
1961. 


their planned 1960 spending into this 


Many firms have stretched out 


year and beyond. 

These are the important results of 
McGraw-Hill’s fall checkup on pre- 
liminary plans for capital spending 
in 196] 1962. (It 


pointed out that this survey is not a 


and should be 


forecast, but a report of what com- 


Expected Spending on New Plants and Equipment 


(Billions of Dollars) 


1959 
Actual” 


$ 1.04 


1960 
Industry 

Iron “and Steel 1.52 
Nonferrous “Metals 6 
Machinery 


Sales 
Forecast Actual 
60-61 Operating 
Rate 
September 
1960 


1960-61 
1961 Percent 
Manned Change 


(% change, 
Physical 
Volume) 





Estimated 


1.37 —10% 2% 


34 








1.11 





Electrical Machinery 


68 





Autos, Trucks and Parts 


95 





Transportation Equipment 


37 








Other Metalworking 


85 





Chemicals 


1.64 





Paper and Pulp 
Rubber 


Stone, Clay and Glass 


69 
23 











Petroleum Refining 





Food and Beverages 


Textiles 
Mise. Manufacturing 
$12.07 $14.33 


Manufacturing Totals 





Mining 99 99 














$13.93 








Railroads 92 1.04 





Other Trans. and Comm 1.69 5.20 


4.61 





Electric and Gas Utilities 5.67 5.89 


6.14 





Commercial (1) 8.21 8.61 


8.70 





All Business $32.55 $36.06 


$35.07 - 3% 


*U.S. Department of Commerce, Securities and Exchange Commission, McGraw-Hill Dept. of 


Economics 


(1) Figure based on large chain, mail order and department stores, insurance companies an1 banks 


tin month subsequent to model changeover 


panies now plan to spend. The actual 
course of expenditures will depend, 
in large measure, on the general level 
of economic activity, profits and the 
governmental policy of the new Ad- 


ministration. } 
Off Over $1-Billion 


The checkup reveals that, since the 
$1-billion 
trimmed from 1960 capital spending 
plans. But apparently 
have been shifted to 1961-62, rather 
than outright budget cuts. 


spring, well over was 


some plans 


Most major industries, except utili- 
ties and commercial companies, plan 
to spend less this year than they did 
last. Individual cooperating com- 
panies are about equally divided be- 
tween those planning increases and 
decreases; the same holds true for 


both large and small concerns. 


What Manufacturers Plan 


Manufacturing industries as a 
whole will spend $14-billion on new 
plans and equipment this year, ac- 
cording to present plans. This is 
about 3% less than 
1960. The 


business activity 


was spent in 
lower level of 


has 


manufacturers’ to 


current 
apparently 
caused some 
change their capital spending plans. 
Even so, 1961 expectations are only 
slightly below those indicated earlier 
in 1960—$13.93-billion now vs. the 
$14.16-billion indicated in the spring 
Survey. 

look at 
groups of manufacturers shows that: 


A closer some major 

*/ron and steel will spend 10% 
less in 1961 than in 1960, and present 
plans call for an expenditure of $1.37- 
billion vs. the $1.52-billion reported 


last spring. At the end of September, 
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iron and steel mills were operating 
at only 52% of total capacity. 

* Electrical machinery companies 
are planning the largest increase 
(10%) this year of any major in- 
dustry group. However, they spent 
than 


originally planned, and are pushing 


considerably less last year 
these deferred plans into 1961. 

* Autos, trucks and parts, in spite 
of—or perhaps because of—some- 
what disappointing °60 sales, will in- 
vest 7% more this year than last, and 
original planned capital expenditures 
of $872-million for 1961 has 
been upped to $950-million. 

¢ Other 
(fabricated metals and instruments) 
will 


(down 12%) of any major manufac- 


now 


metalworking industries 


undergo the largest decline 
turing industry. 
¢ Non-durables: chemicals. 


food w ill all 


spending this year; paper & pulp, 


petro- 


leum, increase their 


textiles, and rubber will show 


declines. 
Vonmanufacturers Lower Sights 


As a group, the nonmanufacturing 
industries indicate a slightly lower 
level of spending this year. However, 
boosting the total are electric and gas 
utilities which are upping their spend- 
ing by 4% this year. Gas utilities, 
particularly pipelines, deferred some 
of their planned "60 expenditures to 
this year. Commercial businesses 
also report that they plan to increase 
their capital investments by a small 
amount during 1961. 

Railroads, spending over $1-billion 
in "60 for new roadways, rolling 
stock and structures, plan a 25% 
reduction in "61 capital outlays. The 
other transportation industries—air- 
lines, buses, shipping and trucking 
plan to reduce expenditures sharply 


this year. 
Rate of Operation Averages 79% 
the 


of capacity in 


Manufacturers, on average, 
were utilizing 79% 
September (see chart). Except for 
the end of 1957, this is the lowest 
operating rate recorded since 1954. 
Every manufacturing industry—ex- 
cept rubber, which is partially geared 


continued on page 152 
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**DRILL-N-TAP"’ UNIT 
SERIES 28 

2 tools in 1. Drills or taps 
ot the flip of a switch. No 
clutches, reversing motor 
withdraws tap. 


AUTOMATIC 

DRILL HEAD 

SERIES 20 

For high-production drili- 
ing of smal! parts. Built-in 
controls. No. 80 to 5/32” 
covacity. 


OMPLETE 
DRILL PRESSES 

includes heod, circular or 
rectangular table, column, 
base and accessories. 


DRILL GRINDER 
SERIES 21 


Resharpens, or precision 
points new drills, up to 


Y¥,” dia. 


YOU CAN DO MORE SELLING WITH 


DRILL-N-TAP UNITS + DRILLING UNITS 
MICRO-DRILLS 
DRILL GRINDERS + TOOL POST AND 
* FLEX-SHAFT 


DRILL HEADS ~« 
HAND GRINDERS 


“HI-SPEED” DRILL UNITS 
SERIES 34 & 36 

15,000 rpm speeds for foster, 
cleaner, burr-free holes from 
.020" to %" in aluminum, 
magnesium, plastics, wood, 
etc. 


ws 


PORTABLE AUTOMATIC | 


drilling 


and 


tapping © 
tools 
a complete line 


Ideal for single or multi- 
purpose applications. Can be 
used as single spindle drill 
press, with multiple-spindle 
attachments, or as compo- 
nents for special machines. 


AUTOMATIC DRILL 
UNIT—SERIES 24 

All controls built-in. For 
vorying runs and easy 
chonge-overs from job to 
job. 


AUTOMATIC DRILL 
UNIT—SERIES 26 

Basic controls built-in. For 
long, uninterrupted runs. 


NEW MULTI-DRILL 
MULTIPLE SPINDLE 
ATTACHMENT 

SERIES 24-400 

Fits Units 24, 26 and 28. 
For simultoneous drilling 
or tapping of 2, 3 or 4 
holes. 


SENSITIVE DRILL 
PRESS — SERIES 16 


MICRO-DRILL 
SERIES 27 


PORTABLE, PRECISION 
METALWORKING TOOLS 
® 


THE DUMORE COMPANY 


1324 Seventeenth Street, Racine, Wisconsin 


TOOLS + QUILLS AND ACCESSORIES 


VERSA-MIL 
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CURTISS-WRIGHT 


ANNOUNCES 


A NEW LINE OF 
HIGH QUALITY 


PNEUMATICALLY OPERATED 
PNEUMATIC DRILLS — Sizes from ¥%” H A N D T 00 LS 


to 1%”. Weight, 42 to 4% as much as com- 
parable electric drills. Easily controlled speed, 
for slow starts without pre-centering. 


Precision designed, pneumatically operated hand tools manufactured 
by the internationally known Grasso Works of Hertogenbosch, Holland, 
are now sold and serviced through the Marquette Division, Curtiss-Wright 
Corporation. Here is the complete selection of economical hand tools that 
combine light weight and rugged construction with high speed and excellent 
balance for fast, comfortable, safe operation and long maintenance-free 
service. For production, maintenance, and general utility work the complete 
line of hammers, drills, sprayers, riveters, rammers, and the all-purpose 
6-in-1 COMBINAIR kit meet every industrial requirement. 


GRINDERS — Small, compact, and power- 
ful with diameters from %4” to 9”. 


HEAVY DUTY HAMMERS — Available with ‘ 
round and hex shanks and a wide range of J 
fittings for cutting, scaling, chipping, caulk- 

ing, etc. 


COMBINAIR — 6-in-1 all-purpose tool. The 
basic unit, with attachments, can be used 
for drilling, cutting, sanding, buffing, cor- 
ner drilling, and polishing. 


FOR INFORMATION WRITE THE MARQUETTE DIVISION, 
CURTISS-WRIGHT CORPORATION. 


CURTISS ( WRIGHT 


MARQUETTE DIVISION 


1145S Galewood Drive, Cleveland 10, Ohio 





Spending Outlook 


continued from page 151 


to the model changeover in the auto 
industry—was operating at a lower 
rate in September than at the end of 
1959. 
(92%) was reported in December, 


The highest operating rate 


1955. A year ago ( December, 1959), 
with the steel strike just over, the 
average rate rose to 85°. Auto com- 
panies, reporting for October after 
the model changeover, were operat- 
ing 86% of capacity, reflecting the 
desire to rush the new models into 


dealers’ showrooms. 


Sales Increases Expected 


As reflected in the chart, manufac- 
turers as a whole anticipate a 3°% 
gain in sales this year—in physical 
volume. The highest increases (5% ) 
are expected by the machinery and 
paper & pulp producers. Only the 
transportation equipment industry 
expects sales to decline this year, in 
spite of the extensive modernization 
program effected by carriers during 
1960. The stone, clay and glass in- 
dustry expects sales to approximate 
last year’s level in 1961, largely due 
to the continued high level of con- 
struction activity. 

In 1960, the auto industry, though 
not as good as hoped, had its second 
largest car sales year in auto history, 
and auto executives now indicate they 
expect to do just as well this year, 
while scoring no great sales advances. 
Other industries expect sales to be 
1% to 4% higher during 1961. 

(NOTE: The survey is based on 
industry's replies to a questionnaire 
received during October and thus 


represents industry’s thinking as of 
that time. 
for any change of thinking which 


No provision was made 


might occur as a result of the presi- 
dential election. 

Survey results may be further af- 
fected by the fact that companies par- 
ticipating in the McGraw-Hill survey 
are usually the larger companies in 
their 
successive survey a concerted effort 


industry. However, in each 


is made to include more medium- 


sized and smaller companies. | 
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NEWS 


continued from page 140 











Mother & Son: Mr. Norman Ekholm 
and Mrs. Agnes Ekholm received 25-year 
service awards from George N. Jeppson, 


Norton chairman. 


Norton Gives 25 Year Awards 
To Mother and Son 


Mrs. Agnes Ekholm and Norman R. 
Ekholm received awards for 25 years 
of service to Norton Co. Mr. Ekholm 
is Atlanta district manager for 
Norton. 

George N. Jeppson, chairman, said 
that although awards for 25 years 
service are common in_ industry, 
rarely does a mother and son receive 
the award at the same time. 

Mrs. Ekholm went to work in the 
Norton office after the death of her 
husband, a Norton employee. Norman 
Ekholm began his career at the same 
time in the planning department of 
the machine tool division. He was 
appointed to his present position in 
1957. 

At the dinner, which was the firm’s 
40th Annual Service Awards Dinner. 
434 employees were recognized for 
long service. 


Permacel In Patent Exhibit 


Permacel joined with other New 
Jersey manufacturers in participating 
in the New Jersey Patent Exhibit at 
the Bergen Mall Shopping Center, 
Paramus, N. J. Permacel had a ten 
foot exhibit to show how and where 
its products are used. 
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designed to solve a universal maintenance problem 





MANUAL IMPACT WRENCH— 
loosens the tough nuts 
power wrenches can’t budge! 


SWENCH 


Mode! 750—for bolts 4" to 1%" * Model 1000—for bolts %4" to 1%" 
Mode! 1600—for boits 1%" to 244" 


@ Loosens “frozen” nuts in seconds 
@ Tightens nuts to maximum practical tightness 


SWENCH is an entirely new concept in wrench design. 
It is the world’s only manual impact wrench. 


NEW SPEED— Nuts that previously had to be burned off 
can now be “SWENCHED off’’— with unbelievable ease 
—by one man—in a matter of minutes. 


NEW EASE—Only SWENCH in its torque class is truly 
portable . . . lets you take the wrench to the job—any- 
where—with no auxiliary equipment, no power con- 
nections. 

NEW SAFETY— With SWENCH there’s no back-break- 
ing, knuckle-knocking struggle . . . no dangerous handle 
extensions . . . no sudden release of a frozen nut... no 
shock transmitted through the handle. 

NEW POWER—SWENCH, size for size, gives greater— 
and more effective—torque than power wrenches... 
multiplies torque applied to handle over 1500% (yet all 
SWENCH'’s power is built into the wrench itself). 

NEW ECONOMY—SWENCH saves in many ways . . . no 
auxiliary equipment to maintain and man, no costly up- 
keep on the wrench, no man-hours fighting frozen nuts 
—and SWENCH costs less than half as much as wrenches 
with comparable impact power. 

NEW VERSATILITY—One SWENCH can handle more 
bolt sizes than any power wrench . . . loosening or tight- 
ening requires no special adjustments. 

NEW TENSIONING ACCURACY— Precise tightening is as- 
sured with SWENCH, following simple instructions. 
Write for further information and a quick and con- 
vincing demonstration. 


“When you're up against the tough nuts ... 
Don't wrench it... SWENCH it!” 








MARQUETTE DIVISION 


CURTISS @ WRIGHT 


CORPORATION «+ 


GALEWOOD DRIVE, CLEVELAND 10, OHIO 





DRILLING ans TAPPING 


Satisfied customers 
are 
profitable customers 


With Ettco, your customers come back 
to buy, not to complain. 





Ettco makes a complete line 
One source of supply 
One source of responsibility 
One source of satisfaction 


You want a profitable line—we want good distributors —let’s get together—write 


Art Stehle, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 


Ses 





JACKSON 


ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


~ 


eS. »—<« Since 1829 


The Thomas Reduee & Son Co., 


Reading, Pa., U.S.A. 


Manufacturers >—¢ 





Donald C. Power 


Frank J. Nunlist 


Power And Nunlist Elected 
Directors Of Worthington 


Donald C. Power, chairman of the 
board and chief executive officer of 
Electronics 
Corp. and Frank J. Nunlist, vice 
president of operations, Worthington 
Corp. were elected to the board of 
directors of Worthington Corp., ac- 
cording to H. C. Ramsey, chairman. 


General Telephone & 


The two new directors fill vacancies 
resulting from the retirement of Lewis 
L. Clarke and Hunter S. Marston. 

Mr. Power was elected president 
of General Telephone Corp., in 1951. 
In 1959 he was named to his present 
position Electric 
Products was merged into the firm. 
He is 


Manufacturers Mutual Insurance Co.., 


when Sylvania 


also director of American 
Canada Dry Corp., Curtiss-Wright 
Corp., and Irving Trust Co. 


continued 
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Mr. Nunlist joined Worthington in 
1954, subsequently he became execu- 
tive vice president of the company’s 
Mueller Climatrol Division. He was 
elected a group vice president of 
Worthington in 1958 and became vice 
president-operations in 1960. 


Goodyear Rubber Products 
Promotes Muller And Young 
John Muller and Harold E. Young 


were appointed vice presidents and di- 
rectors of Goodyear Rubber Prod- 
ucts Corp., Newark, New Jersey. 

Mr. Muller, who joined the firm in 
1943, will supervise purchasing. Mr. 
Young, who joined the firm in 1946, 


will supervise sales. 


T. B. Woods Appoints Giles 
To Philadelphia Territory 


Arthur L. Giles, Jr., was appointed 
field sales engineer, Philadelphia ter- 
ritory for T. B. Wood’s Sons Co. 

Mr. Giles was formerly with Colo- 
rado Fuel & Iron Corp., John A. Roeb- 
lings Sons Corp. and American Chain 
& Cable Co. In each case his terri- 
tory was eastern Pennsylvania, south- 
ern New Jersey, Delaware, Maryland 
and the District of Columbia. 

Richard A. Teague joined the sales 
force as a sales trainee. He was for- 
merly with IBM and Douglas Air- 
craft. 


Arthur L. Giles, Jr. 
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Worth more 
to you=— 
four 

ways! 


SPRING WASHERS 


1. Complete Customer Acceptance 


Easier to sell because National has earned a reputation 
for extra-dependability throughout general industry and 
on the railroads. Your customers know the line by name! 


store, clearly labeled and resist damage. Your stocks 
are easily-catalogued, neat appearing at all times! 


3. Sales Stimulating Literature 


National catalogs help make sales. These informative 
bulletins are available for counter stacks or distribution 
to your customers. National backs you up at point-of-sale! 


4. Mutual-interest Distributor Policy 


A liberal sales plan that has you in mind. With National 
you have a quality line, full sales cooperation, excellent 
service everywhere and maximum profits assured! 


SEND FOR COMPLETE INFORMATION—Ask National for the 
details on the Spring washer line and sales policy, now. 
Just call or write; your inquiry will receive prompt attention. 


| The NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5, NEW JERSEY ¢ MILWAUKEE 2, WISCONSIN 


i 


Representatives in Principal Cities in the United States and Canada 
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AWITAL 


INDUSTRIAL 


Best for All Industrial Needs 


Management is always interested in equipment that gives them 
full value for the money. This in turn makes your selling profit- 
able. Your markets are in... 


Aviation @ Metal 
Working, Packing 
and Power Plants 
@ Paper and Tex- 
tile Mills @ Mines 
@ Dairies @ Hotels 
@ Schools @ Ga- 
rages @ Railroads 
e@ Airports @ 
Warehouses @ Pub- 
lic Buildings @ etc. 


@ We urge users to 
buy thru their local 
distributor. 


» tthe 


——, AND oo mye rune ‘S co 











= you ana 


aH 


P-SCREWS” 
ape ne — CREWS” 
SS 

peat CUSTOM 


SCREW MACHINE 
i 





Cruger Sees Africa As Market 
For U. S. Industrial Products 


Frank M. Cruger, member of a five 
man U.S. Trade Mission To East 
Africa, reported “Excellent prospects 
for increasing U.S. exports of ma- 
chinery, air-conditioners and indus- 
trial products.” on his trip through 
East Africa. Mr. Cruger is a part- 
ner in Indiana Manufacturers Supply 
Co., Indianapolis. 

The mission reports that interest 
in U.S. consumer goods and heavy 
equipment is especially keen, and 
now that import controls on U.S. 
products have been removed, many 
U.S. lines are entering this market. 

The five-man mission went on a 
six-weeks’ tour of the principal busi- 
ness centers of Kenya, Uganda and 
Tanganyika, where it explored ways 
and means of strengthening U.S.- 
East African economic and commer- 
cial ties. According to Herbert J. 
Cummings, director of the Bureau 
of Foreign Commerce’s Africa-Near 
East Division, a large number of East 
African importers have expressed 
an interest in adding U.S. lines, 
particularly consumer items. 


Butterfield Appoints Quigley 
Midwest District Manager 
Ronald E. Quigley was appointed dis- 
trict manager in the Midwest areas 
for Butterfield Division, Union Twist 
Drill Co. 

Mr. Quigley was formerly sales 
supervisor for the Midwest area. 


Ronald E. Quigley 
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Dodge Graduates 2000th Student At Transmissioneering 


- 


TPM PLY: 
« ag 


H. L. Scully is congratulated by J. Allan MacLean, Dodge president, as Mr. Scully 
receives the 2000th diploma awarded by Dodge to distributor salesmen completing the 


firms semi-annual course. Looking on is Vinton B. Yardley, manager of engineering sales. 


Hubert L. Scully, manager of the 
Erie, Pa., branch of Bearings, Inc., 
Cleveland, Ohio, received the 2000th 
diploma from the 104th graduating 
class of Dodge Mfg. Co.’s semi-annual 
school of transmissioneering. 

During a dinner meeting, J. Allan 
McLean, 


awarded diplomas and recognition 


president of the firm, 


pins to 28 salesmen completing the 
first week of the course. Among the 28 


diplomas was the 2000th presented 
by the firm in the 17-year span. 

Mr. McLean said that as the men 
in each graduating group leaves 
Mishawaka with their 


identification pins and class pictures, 


certificates, 


invariably they are highly enthusias- 
tic about the rigid course they have 
just completed. They continue telling 
us over the years that they rate the 
Dodge school in the top bracket. 


Faultless Caster Awards Honor Plaque To Peden Iron & Steel 


Bronze plaque was awarded to Peden Iron & Steel Co., Houston by Faultless Caster 
Corp., for Peden’s continuing leadership in the distribution of casters, according to J. R. 


Stallings, caster division sales manager for Faultless Caster. 
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Hardened, Tempered and 
Ground-from-the- Solid! 





DRILLS 
REAMERS 
BLANKS 


Premium Quality 

High Speed Steel, 

Solid Carbide and 
Carbide Tipped. 


ACE DRILL SETS 
Standard stock sets include Fractional, Wire and Letter 
size drills, packaged in convenient folding index cases. 


ACE BLANK SETS 

Uniformly hardened high speed steel reamer and drill 
bianks precision ground to new close tolerance limits avail- 
able in standard Fractional, Wire and Letter series sets, 


Call your local distributor today—or write Ace 
direct for latest catalog and price information. 


ACE DRILL 


Adrian, Michigan 








ORIGINATORS OF ““GROUND-FROM-THE-SOLID"™ DRILLS 
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features wanted 
by buyers of an 


AIR COMPRESSOR 


(Binks has them all) 


1 Lower brake HP per CFM 


delivered -+-designed to 
be driven with minimum 
electrical output 


2 Full lube protection... 
pressure lubrication— 
automatic low oil 
level safety unloader 


3 Motor starter 


included. ..in the 
purchase price on 

2 HP and above 
tank mounted units 


4 Name brand motor... 
with 40° C rise and 
full service factor— 
fully adjustable 
slide rails 


5 Shock-free 


base ... rubber 
cushions at 


hold downs 


6 A.S.M.E. 
labeled tank... 
and of the “right’’ 
size, horizontal or 
vertical 


7 Nationwide service...% 
both in the field and 
at factory branches 


An ideal air 

supply for spray 
painting equipment, 
pneumatic tools, 
cleaning and 

other shop needs, 


Send for free Catalog 820. It shows you the 
complete Binks air compressor line . . . explains 
all the many bonus features that help you fill 
the critical needs of your customers. Ask 

your Binks jobber for a copy or write direct. 


Ask about our spray painting school 
Open to all...NO TUITION... covers all phases. 


EVERYTHING Fc k SPRAY GUNS ACCESSORIES NATIONWIDE SERVICE 





Seimei Binks Manufacturing Company 


3126-30 Carroll Ave., Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR CLASSIFIED “SP DIRECTORY 
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MH Equipment Becoming 
A Buyers Market 


The materials handling equipment in- 
dustry, long a fast growing market 
with buyers scrambling for slow de- 
livery date items, is becoming a 
buyer's market at last. Purchasing 
Week, McGraw-Hill publication, re- 
ports. 

Sales are running 6% below 1959 
on a year-to-date basis, P-W reports. 
Though list prices have gone up in 
recent months, widespread discount- 
ing has kept real market prices at o1 


below earlier levels. 


Chase Appoints Representative 


J. F. Postell Co.. 17 Dartmouth Road. 
Cranford, N. J., was appointed a 
manufacturer's representative by 
Chase & Sons Inc. Postell Co.'s terri- 
tory will consist of New Jersey, in- 
cluding and north of Trenton, Pike 
County of Pennsylvania and the four 
southernmost counties of New York, 


which are west of the Hudson River. 


Vascoloy-Ramet Appoints Fasciano 
To New York-Long Island District 


Angelo P. Fasciano was appointed 


field sales supervisor for the New 
York-Long Vas- 
coloy-Ramet Corp. 

Mr. Fasciano will have headquar- 
ters in Rosedale, L. 1, N. Y. He was 
formerly with the New York Naval 
Shipyard, New York. 


Island district by 


Angelo P. Fasciano 
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This insert printed with Day-Glo litho ink. Day-Glo paint is even brighter 


Day-Glo has little in common with standard safety 
paints. This paint is fluorescent, with a brightness SWITZER BROTHERS, INC. Dept. 1D-460 


m : ali See o industrial Finishes Division 
up to four times greater than ordinary safety paints. 4732 St. Clair Avenue « Cleveland 3, Ohio 


Applied to plant hazards and equipment, it shouts 
its warning on first sight, and up to four times further Day-Glo Industrial Safety Paint 
and faster. 


Please send me complete product and sales information on 


Name Title 
The applications illustrated above are just a few of 
the many ways in which Switzer Day-Glo is now 
being used in plants throughout the world. It’s easy 
to see why Day-Glo is needed in every plant where 
you call. 


Company 
Address 
City Zone State 


() Send full information C) Have representative call 


There are five brilliant colors, for indoor or outdoor 

use, brush or spray application. For information on Sales offices: New York, Chicago, Los Angeles and Berkeley, California 
this profitable, selective-distribution line use the Day-Glo is a registered trademark of Switzer Brothers, 
coupon today. Inc., originators of daylight fluorescent colors. 











HOT or COLD 
YOU CAN 
SELL’EM 


You most likely have both bakeries and refrigerator 
plants in your territory. The baker needs a high 
temperature lubricant for his equipment and the re- 
frigerator operator needs a low one. With the 
LUBRIPLATE LINE you have a specialty for both 
that will save them money. Just read the LUBRI- 


PLATE advertisement on the right. 


And with LUBRIPLATE Lubricants, you can prom- 
ise and deliver savings beyond parts replacements. 
These modern lubricants reduce friction and wear, 
they prevent rust and corrosion, they save on the cost 
of lubricants because they require less frequent 
application, they save power, they permit higher 
speed operation. If these are not real sales appeals, 
we don’t know what sales appeals are. 


So much for getting initial sales for LUBRIPLATE 
Lubricants. Now for the big thing about them from 
the Industrial Supply Salesman’s viewpoint. LUBRI- 
PLATE Lubricants are repeat items, they are sold 
to the same customers over and over again because 
they make good and are used up. With this prospect 
for repeat business, it behooves the salesman to 
open up as many new LUBRIPLATE customers as 
he can, for each is a continuing gold mine from that 
time on. 


LUBRIPLATE sales practices are tailor-made for 
the Industrial Supply Salesman. Protected territo- 
ries, competent factory representatives to help the 
salesman, plenty of good literature and continuous 
advertising like the sample alongside of this column, 
all contribute to build sales volume for the Industrial 
Supply Salesman. But he must do his part, too. Are 


) 


you doing yours? 


LUBRIPLATE 


THE MODERN LUBRICANT 





“THI LUBRICANT 
MEET¢ OUR 
REQUIREMENTS 
FOR SUB-ZERO 
TEMPERATUREC’ 


Says- TUCKER SNO-CAT CORP. 














‘‘We are proud to state that there 
are over 50 SNO-CatTs satisfactorily op- 
erating in the Antarctic in temperatures 
as low as minus 60 degrees. This seems 
to us the ultimate in extreme tests for 
both SNo-CaTs and LUBRIPLATE Low- 
Temp Lubricant on which SNO-CatTs de- 
pend for their consistently outstanding 
and reliable performance.”’ 

J. M. Tucker, General Manage r 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 


gasoline and diesel Motor 0 


engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘“‘LUBRIPLATE DATA Book”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


"SKE BROTHERS REFINING, 
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Metal Goods Transfers John Kane 
To Kansas City District 


John Kane was transferred from the 
St. Louis office to the Kansas City dis- 
trict by American Sheet & Strip 
division of Metal Goods Corp., St. 
Louis. 

Mr. Kane has been a sales special- 
ist in flat rolled steel for the past 
five years. Prior to joining Metal 
Goods Corp. he was associated with 
the American Sheet & Strip Steel Co.. 


which was purchased by Metal Goods 


Corp in 1960. gg FS oe 


Harry Seifert Appointed 
By Behr-Manning Co. 


Harry W. Seifert, Jr. was appointed e 

director of advertising and sales pro- Wh n if om f Lock Washers 
motion at Behr-Manning Division, e € es 0 
Norton Co. He succeeds Henry J. 


Sidford. Buyers and Sellers Agree... 
Mr. Seifert was formerly assistant COIN PAK Cuts Handling Costs 


director of the department. This modern method of machine packaging in 


Mr. Sidford joined the firm as a 
salesman of coated abrasives. He as- 


sumed his most recent post in 1948. 


Duff-Norton Appoints Callahan 
Eastern Sales Representative 


William P. Callahan was appointed 


sales representative in upper New 


paper tubes results in the MOST COMPACT 
package ever devised for Lock Washers . . . 
saves valuable shelf space! Mellowes 2-Label 
cartons may be stacked in the new upside-down 
position which prevents accidental spilling, or 
in the conventional right-side-up manner. 
Either way, the end label is right-side-up for 
easy reading. 

Coin Pak eliminates counting, weighing, mix- 
ing of sizes, loss of washers! Lock Washers in 
Coin Pak are sold only through recognized 


‘ : : . industrial distributors. 
York State, western New England and 


0 as ye s é lg ) T- 
vortheatern Pennsylvania by Dull | une for BULK QUANTITIES it’s 
Prior to joining Duff-Norton, Mr. ; 


Callahan worked in New York State atime x > f AR YPATKG 
and southern California. iff Aa ’ 


the modern 
BULK 
PACKAGE 


an 
Voltigie users save money by ordering their lock washers 
in JOB-PAK—the contents of a keg in ONE shipping con- 
tainer divided into 6 equal inner cartons—Labeled and 
“Counted. .JOB-PAK provides distributors with re-usable 
cartons, sayes valuable floor space. 


Individual Inner Cartons are 
the same as a distributor package 








William P. Callahan 
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Safety and Relief 
Valves 


with a 


STRAIGHT 


ae he 


AVERAGE ~ 


A\pprovat(asme) 


Keckley Pop Safety and Relief Valves meet 
A.S.M.E. 
for steam, liquid, air and gas service. 
Sizes from V2" to 2%". Bronze bodies, 
for pressures to 300 Ibs. at temperatures 
to 425° F. 


requirements and are suitable 


By combining 46 years of experience 
in the valve business, the latest machinery 
and methods, and a modern plant, Keckley 
assures you of quality products, with a 
good name, always ready for shipment. 
And you will be pleased with the co- 
operative engineering service you receive 
from Keckley in meeting your requirements. 


No. 40 Safety Valve No. 42 Relief Valve 


Write for Catalog No. 58-A 


0. C. KECKLEY COMPANY : 


-' General Offices and Factory 
* 3400 Cleveland Street 
* Skokie, Illinois 





National Electrical Contractors 
Hold Convention In Las Vegas 


Many electrical distributors attended 
the 59th anniversary convention of 
the National Electrical Contractors 
Association. The site was the Las 
Vegas Convention Center which had 
more than 260 exhibits set up for 
viewing by 5,000 contractors and 
their wives. 

Latest developments in the field 
were of special interest to the electri- 
cal contractors and representatives of 
related industries who attended the 
annual convention. 

Harold A. Webster, who continues 
as president of the NECA, told the 
delegates at the opening session that 
the primary problem of the industry 
is below cost bidding, declaring such 
practices as sure industry suicide. 

E. K. Handlan, sales manager for 
Emerson Electric Mfg. Co. explained 
how profits are made in electric heat 
He said that $27,000,000 of 
electric heat equipment was sold in 
1959 and that the industry is grow- 
ing. He challenged contractors to 


sales. 


grow with it. 


Holo-Krome Appoints Fred Paulsen 
Western Regional Sales Manager 


Fred Paulsen was appointed Western 
regional sales manager for Holo- 
Krome Screw Corp. He will have his 
headquarters in Chicago. 

Mr. Paulsen, with Holo-Krome 16 
years, has served in both the Detroit 
and Chicago areas. Most recently he 
was New England representative. 


Fred Paulsen 


Simple chart shows 
why Chicago-Latrobe 
is the winning line 


FIRST QUALITY 
PRODUCTS 


Yes 
Yes 





ABUNDANT FACTORY 
SALES HELP 





ENGINEERING AID 


Ves 





COMPLETE CATALOGS 
WITH PRICES 


yes 
yes 


yes 
See sample on 
opposite page 


No * 





IMPRINTED PRODUCT 
LITERATURE 





NATIONAL ADS 





SEPARATE 
PRICE LISTS 











Chicago-Latrobe prices are in the 
catalog. Makes pricing easiest for 
you... easiest for your customers. 


CHICAGO-LATROBE 
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Clip and File 


DRILLING TIPS 
YOU CAN USE 


Select the 
Correct Helix 


The spiral flutes of a twist drill perform 
three functions. They bring the chips out 
of the hole; provides the proper rake 
angle at the cutting lip; permit coolants 
to reach the point of the drill. These 
actions are vital. All are affected by the 
helix (the angle of spiral) of the flutes. 
Be certain that the helix you choose is 
the correct one for the material being 
drilled. 


Regular Helix 


Ask your distributor for 

This is the familiar style and the best 
helix for most general purpose shop 

i 4 work in steel, forgings, castings, and 
other ferrous materials. Where extra 
rigidity is required—as in portable drill- 
ing—select a regular helix drill with 
heavy duty construction. 


‘\ 
Fast Helix. 
SS SSE 
» 


In general the fast helix is selected for 
drilling materials of low tensile strength 
like aluminum, magnesium, copper, and 
thermoplastics. These materials produce 
a large volume of chips and the low 
angle of incline of the flutes is spe- 
cially suitable for their removal. Where 
chip removal is slowing drilling, the fast 
helix may solve the problem. 


Stow-Helix 


This drill is generally used for materials 
that break up into very small or 


CHICAGO-LATROBE PRODUCES A COMPLETE LINE powdery chips...as occurs in drilling 


brass; hard rubber; thermo-setting plas- 


OF DRILLS, REAMERS, END MILLS, COUNTERSINKS, ee preys me 

COUNTERBORES, CARBIDE ida!) TOOLS, GUN struction with wide flutes and are not 

DRILLS, AND THE EXCLUSIVE C-l“LO-TORK” CHIP i ge eae ee 

BREAKER DRILLS. FOR EXPERT ADVICE AND 

FINEST SERVICE CALL YOUR CHICAGO-LATROBE py 
CHICAGO 


DISTRIBUTOR. 


USE 

_ CHICAGO-LATROBE 
CATALOG NUMBER 
60 


Cc H H Cc A G O - L AT R O B E for the most complete listings of drills 


of all types—plus valuable advice on 
their use. INCLUDES PRICES. 








432 WEST ONTARIO STREET « CHICAGO 10, ILLINOIS 
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i ft Pig y Ss Syracuse Supply Sales 
Up 9% For Third Quarter 


to Be re | eee wr ce Sales of Syracuse Supply Co., Syra- 
cuse, New York, in the third quarter 
of this year amounted to $5,626,000, 
a gain of nine percent over last year $s 
period, according to Frederick B. 
Scott, president. 

Although sales were practically 
identical with last year, gross profits 
showed a decline of more than 
$60,000. Mr. Scott said this was due 
to the unstable price situation which 
is plaguing all industry. However, he 
went on to say that, despite this 

Distributor decline in gross profit, the firm was 
eee 2 able to reduce operating expenses so 
that unaudited net earnings of 
$243,000 in the first nine months were 
only one percent behind last year. 





Vore Construction Equipment 


Syracuse Supply will move its con- 
struction equipment business from 


349 University Ave. to a new build- 

We a tT = So rn A Ss ing to be erected on Manufacturer’s 
Boulevard, in Henrietta, New York. 

* e ik a The 25,000 sq. ft. structure will cost 

D i St | i to r pe 2 about $250,000 and will have twice as 

< } as much floor space as the present 

: location. Completion is scheduled 

Because Wendt-Sonis distributors receive more a> Mew 3 
in tangible benefits. First, a complete line of high 
quality cutting tools, tool holders, blanks and 


inserts. This means more orders, more reorders, Factory peas , Corning Glass Builds Plant 


higher profits. Second, a helping hand in selling. Service Engineers 


Wendt-Sonis backs its distributors with strong To Manufacture Specialty Glass 


support through Factory Representatives and 
Service Engineers, sales aids, training, sales pro eS 


> Corning Glass Works began the con- 
- 
motion, and national advertising. ota 


struction of a plant at Danville, Va., 
for the manufgcture of specialty 


glasses. 


SEND COUPON FOR MORE 
DETAILS ON HOW YOU CAN 

BECOME A WENDT-SONIS ‘ Y { 
DISTRIBUTOR 


The new plan§ which will be built 
on an 89-acre sit ,, will have 190,000 
sq. ft. of floor spade and initially will 
National Advertising employ about 2¢ rsons, according 


to William C. I r, Corning presi- 

Carbide WENDT-SONIS COMPANY Carbide 

Cutting Hannibal, Missouri ° Rogers, Arkansas Cutting 
Tools Dept. CE 1058 Tools 


dent. 
Mr. Decker sa@jd@the plant is being 
Please send me further details on how.to become a Wendt-Sonis distributor. built to meet th pwing demand for 


| have checked the percentage of our cutting tool sales to our total sales. many high quant specialty glasses. 


Less than 15% [_] 15% to 25% [_] 25% to 50% [_] over 50% [_] 


Name 


Yost Industrial Sales, Seattle, was 


Company 


named a sales representative by Atlas 
Valve Co. in the states of Washing- 
ton, Idaho and all of Montana except 
for the extreme southwest. 


Address 


- Zone— a 


a a 





4 

i 

i 

4 

i 

i 

i 

| . . 
- Atlas Appoints Representative 
i 

1 

| 

ri 

i 

i 
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J. L. Huss 


Crane Co. Appoints Huss Manager 
Of Customer Distribution 


J. L. Huss was appointed manager of 
customer distribution service for 
Crane Co. Industrial Products 
Group. This is a new department 
established to render complete cus- 
tomer order service and control of 
inventory at stock service centers. 

Mr. Huss joined the firm in 1950. 
He received training in customer 
service and inventory control at the 
Toledo office. In 1954, he was trans- 
ferred to Cincinnati where he became 
manager of the stock-order depart- 
ment, later assistant manager. 


Skil Names 
Specialty Manager 


Walter H. Bramman was appointed 


sales manager of the Specialty Sales 
Department, Skil Corp. 

William K. Downey, vice president 
of marketing, made the announce- 
ment. Mr. Bramman has had 10 years 
marketing experience in the portable 
power tool industry. 


Hewitt-Robins Appoints Kelly 

Chief Engineer in Los Angeles 
Richard S. Kelly was appointed chief 
engineer in the Los Angeles regional 
office of Hewitt-Robins Inc. He is a 
34-year veteran of the firm. 

In his new post, Mr. Kelly suc- 
ceeds Frank Tencza, who was recently 
appointed chief engineer of the Rob- 
ins Engineers Division. 
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IT PAYS 


0 SELL 


All Iron 
lron Body—Brass Plug 


¢ With or Without 
Lever Handle 


e ¥,” through 3” Sizes 


One of the COMPLETE 
HAYS LINE of 
Industrial Stops 


write for f - 





Catalog is shown to Garrett Supply manager Ed Castle by Butterfield representative 
Bob Stronks, center. On left is Martin Fields, representing AiResearch Mfg. Co. 


Refreshments are served to some of the 1,000 Arizona and New Mexico customers that 


attended the two-day industrial show sponsored by Garrett Supply Co.’s Phoenix branch. 


The show was the second in an annual series sponsored by Garrett. 


More than 1000 persons attended the 
two-day industrial show sponsored by 
the Phoenix branch of Garrett Supply 
Co., at Garrett's 10,000 sq. ft. ware- 
house located at 2905 W. Thomas 
Road, Phoenix, Arizona. 

Twenty-two displays were set up by 
some of the 150 manufacturers repre- 
sented in the Phoenix area by Garrett. 
The show ran from 5:00 P.M. to 
9:00 P.M. each evening. 


Sales Agent Appointed 


Thompson Instrument Service, Port- 
land, Oregon was appointed a sales 
agent for Atlas Valve Co. in the state 
of Oregon. 


Ed Castle Garrett branch manager 
said, that some 1500 invitations were 
mailed and approximately 1000 per- 
sons attended during both evenings. 
The show is the second annual show- 
ing and based on the growing 
attendance and number of displays 
each year, will continue. 

Emphasis of the show was centered 
on tooling, power transmission and 


safety equipment displays. 


Buhr Names Daum To Head Sales 


Henry C. Daum was appointed vice 
president in charge of sales for Buhr 
Machine Tool Co. He was formerly 
with Ford Motor Co, 
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Sell this profitable advantage 
‘GROUND-TO-GRINDING’ QUALITY CONTROL 


In cutting action and wheel life Simonds grinding quality control extending to the finished wheels .. . 
wheels offer you top profits by giving users top value. ground-to-grinding control emphasized in terms of extra 
The reason? Control . . . complete quality control value in every Simonds advertisement . . . each acting 
starting with abrasive grain manufactured by Simonds as a sales message for you by carrying this constant 
Canada Abrasive Co., Ltd. . . . single-management reminder to grinding wheel users: 


gp, your “buy-pass” to better grinding 
SIMONDS (MBS) CALL YOUR SIMONDS DISTRIBUTOR 


ABRASIVE CO. 


a ant <M helping YOUR business is HIS business 


WEST COAST PLANT: EL MONTE, CALIF.— BRANCHES: CHICAGO © DETROIT « LOS ANGELES © PHILADELPHIA « PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO « ABRASIVE PLANT, ARVIDA, QUEBEC 
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TILE-COTE 
The Practical EPOXY! 


TILE-COTE Activated Epoxy Coating provides an 
odorless, non-toxic protective film of extreme per- 
manence and durability — possessing a hardness 
approaching that of glazed ceramic tile — in a prac- 
tical MIM* finish which... 


@ MIXES EASILY —oa simple blend of distinctly packaged 
components 


@ KEEPS A WET EDGE —for extreme ease of brushing 
(sprays beautifully, too!) 


@ CONTAINS MORE EPOXY RESIN — a full consistent mea- 
sure in every color 


Amide-cured TILE-COTE — available in clear and 10 
bright colors provides reliable practical protection 
against 


Acids Water (fresh or salt) Steam 
Alkalis Petroleum (crude or refined) Sewage 


Pete Wing 
Milwaukee Electric Appoints 
Wing To Northern Illinois 
Pete Wing was appointed district 
representative, serving northern IIli- 
nois including part of Chicago, by 
Milwaukee Electric Tool Corp. 

He succeeds Thomas Langdon who 
was transferred to Phoenix, Arizona, 
where he will manage sales in 
Arizona, New Mexico, and western 
Texas. 


Detroit Controls Reassigns 
Barbour, Fowler, McMellon 


Walter S. Barbour, John H. Fowler 
and James W. McMellon were ap- 
pointed to new posts by Detroit Con- 
trols Div., American Standard. 

Mr. Barbour is assigned to the At- 
lanta, Georgia area. He had been 
sales representative in Orlando, 
Florida, since 1958. 

Mr. Fowler is now in the Chicago 
territory. He had been a full line 
representative in Indianapolis, In- 
diana, since 1958. 

Mr. MeMellon joins the division’s 
New York City sales staff as valve 
sales representative. He had been 
valve representative in Cleveland. 


Graton & Knight Names Moshier 


Sales Representative 


Fred D. Moshier, Jr., was appointed 
sales representative for Graton & 
Knight, Division of L. H. Shingle Co., 
in Kentucky, Illinois and Indiana. 
Prior to joining the firm, Mr. 
Moshier was in the U. S. Army. 


“MINIMUM -INTERRUPTION-MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation 
Write for full data on W & W’s unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. . » MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 


THE WILBUR & WILLIAMS CO., INC. 


Factory and General Offices, 651 Pleasant St., Norwood, Mass. 
In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q. 
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Watkins Inc. Ships “Big Stove” 
From Kansas To Delaware 


Two flatears were borrowed from a 
Canadian Railroad to ship a 229,400- 
pound section of a refining crude oil 
heater being shipped by Watkins. 
Inc., Wichita, Kansas, to the Tide- 
water Oil Co., Reybold Delaware. 

The heater, fabricated by Watkins. 
is valued at $75,000. It is so large 
that two railroad flat cars were re- 
quired to hold it. The two cars were 
imported from Canada because they 
sit lower on the tracks than those 
used in this country. 

G. C. Sheets, fabricating division 
manager of Watkins, said it took 
two weeks to load the heater. 


Gerstacker Succeeds Bennett 
As Chairman Of Dow Chemical 


Dr. Carl A. Gerstacker, vice president 
and chairman of the finance com- 
mittee of Dow Chemical Co., was 
appointed chairman of the board of 
directors. He succeeds Dr. Earl W. 
Bennett who resigned as chairman. 

Dr. Gerstacker, 44, joined Dow in 
1938. He had been treasurer of the 
firm for ten years and a member of 
the board since 1948. In 1959, he was 
elected chairman of the finance com- 
mittee. In addition to his new duties 
he will continue as chairman of the 
finance committee. 

Dr. Leland I. Doan, Dow president, 
said, “Dr. Bennett’s decision to retire 
from his post as chairman of the 
board was accepted with extreme 
regret. Dr. Bennett will continue to 
function on the board of directors and 
the finance committee. Last year he 
celebrated his 80th birthday and 
Oth year with Dow. 


Executive Vice President Appointed 


Herbert D. Doan was appointed 
executive vice president of Dow. He 
had been manager of the chemicals 
department. Mr. Doan succeeds Dr. 
Mark E. Putnam, executive vice 
president, who died November 6. 

Mr. Doan joined Dow in 1949. He 
was elected to the board in 1953 and 
appointed manager of the chemicals 
department in 1956. 
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John Wood Portable Heaters 


Your sales will soar with John Wood Portable 
Heaters! Three models solve most temporary or 
emergency heating problems, provide comfortable 
working conditions in the coldest weather. Their 
sturdy construction will withstand the roughest treat- 
ment. John Wood's exclusive combustion chamber 
eliminates smoke, odor and visible flame...delivers 
instant heat anywhere! Incorporates a clean shutoff 
valve. These Portable Heaters... backed by John 
Wood’s 90 years in the field of combustion engi- 
neering... mean big profits for you. 


MODEL PH 80 MODEL PH 120 MODEL PH 350 
Delivers 80,000 BTU's; 120,000 BTU’s per Heavyconstruction unit 
operatesfor20hourson hour. Handsome, for peak heating de- 
one tank of fuel; pro- sturdy, well balanced mand...delivers 350,000 
vides the best features deluxe unit is ideal for BTU's per hour. Rolls 
of portable heating! all installations. easily on large wheels. 


Find out today how you can build year-'round sales with 
the new John Wood Portable Heater Dealer Plan! Write: 


JOHN WOOD COMPANY 


Heater and Tank Division 
Conshohocken, Pennsylvania—Chicago, Illinois 





Lovejoy Shaft Mounted Gear Reducer and 
Lovejoy Variable Speed Pulley provide an effi- 
cient, compact combination for driving a bat- 
tery of drying vats. Simple adjustment of rod 
and turnbuckle maintains proper belf tension. 


U Shaft Mounted 
GEAR REDUCER 


Speeds to meet sond and gravel production 
requirements ore supplied through this Lovejoy 
Shoft Mounted Gear Reducer. 


COSTS LESS THAN OTHER 
SHAFT MOUNTED REDUCERS 


ELIMINATES 
SUPPORTING STRUCTURES, SHAFT COUPLINGS 


Lovejoy’s economical shaft mounted gear reducer keeps power 
transmission costs at a minimum. This rugged, compact unit is 
easy to install, easy to adjust—ends alignment problems and 
“extras” necessary for mounting and connecting conventional 
speed reducers. 

It’s a real space-saver, too. Mounts vertically or at any angle. 
Fits snugly into any drive arrangement. Provides greater flexi- 
bility in new equipment design, easy replacement in existing 
equipment. 


Choose from 18 different models—all available from stock: 


SPEEDS: 8 to 425 RPM 
HORSEPOWERS: Fractional to 120 


RATIOS: Single 4.5:1 Nominal 
Double 14.7:1 Nominal 


PROVIDES MAXIMUM EFFICIENCY (98% Double, 96% Single) 


HOLLOW SHAFTS: 1%" to 5'%.” 
ROLLER BACKSTOPS: available where protection 
against runback is required. 
TORQUE REACTION BRACKET: furnished for units with 
platform-mounted or 
reversing drives. 


Request complete information today. Write for Catalog R-58 
Give application data for specific recommendations. 


Mo)'s Sle) G25 > 41:15 meee] tl 18), [cme or 


4879 WEST LAKE STREET ° CHICAGO 44, ILLINOIS 
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W. C. Pitts Expands Shop 
In New, Larger Building 


W. C. Pitts & Son Inc., Memphis, ex- 
panded its service shop and stock 
room in a new 20,000 sq. ft. building 
on Presidents Island, Memphis. They 
were formerly at 154 North Front 
Street, Memphis. 

The new air-conditioned building is 
100 by 200 feet, on a 200 by 400 ft. 
site, and all located on one floor. 

The firm was established in 1928 by 
W. C. Pitts, who is still with the firm. 


Royersford Buys Machine Tool 
Division of Charapion Blower 


The Royersford Foundry & Machine 
Co. purchased the Machine Tool Di- 
vision of the Champion Blower & 
Forge Co., according to J. C. Deisher, 
president. 

The machine tool division includes 
drill presses, power driven hacksaw 
machines and arbor presses. 

Distributors will now be served by 
Royersford on this equipment. “The 
Champion line of equipment will be 
combined with the established Royers- 
ford line which will give distributors 
access to a broader line of tools,” 
according to Mr. Deisher. 

Champion Blower & Forge Co. will 
continue to manufacture their line of 
blower and forges. 


Oyler Elected Vice President 
By Bunting Brass & Bronze Co. 


Raymond QO. Oyler, director of sales 
for Bunting Brass and Bronze Co., 
was elected vice president by the 
board of directors of the company. 
He will continue to direct the firm’s 
selling efforts. 

Mr. Oyler joined Bunting in 1958. 
Prior to that he was general sales 
manager of the New Departure Di- 
vision, General Motors Corp. 


Investment Firm Licensed 


The Small Business Administration 
licensed a new investment company, 
Connecticut Capital Corp., 354 Whal- 
ley Ave., New Haven, Conn. 
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ALL CAPITOLFITTINGS 4 
give you these 
- benefits 
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SAVE MAKE-UP TIME 
ASSURE PRESSURE TIGHT JOINTS 


Careful inspection assures true alignment for faster make-up. Army-Navy 
gauging procedure guarantees full formed threads for pressure tight 
joints with any CaPIToL screwed fitting. The same care and skilled 
workmanship for all classes of CAPITOL pressure fittings 

assure trouble-free installations. 


COMPLETE PROTECTION FROM CORROSION 


All CapiTou fittings are fully protected against corrosion, 
Job-determined coatings that have proved most effective are applied 
according to general uses of each type of fitting. Special coatings are 
available when needed. 


ASK YOUR DISTRIBUTOR 
FOR CAPITOL FITTINGS 


Specify CAPITOL to assure job-tested fittings. Steel 
fittings assure no sand holes, no porosity. Every 
CaPITOL fitting equals or exceeds all published 
specifications for its size and pressure. 

All are conveniently packaged and 

protected to ensure delivery 

in factory finish condition. 
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MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 


COLUMBUS, OHIO 


Safety 


INCREASE 
SALES WITH 
OFFICE 
SHIPPING 
KNIVES 1 reser 


Flash 
Carton 
Staple 

Remover 


Flash 
Twine Cutter 


for complete catalog: 
MANUFACTURING 
COMPANY 


169 Murray Street, Newark 5, N. J. 
Seal-0-Matic of Canada, 2 Matilda St., Toronto 8 





Townley Metal & Hardware Co. Expands Into Electrical Supply Field 


John D. Todd 
Metal & Hardware Co., 
Kansas City, Mo., entered the elec- 
supply field by purchasing 
Electrical Co.., 
City, Missouri. 


Townley 


trical 
Columbian Kansas 

Three veteran employees of the 
67-year-old Columbian Electric Co. 
have been placed in key positions with 
the new firm. 

John D. Todd will join Townley as 
buyer of electrical supplies. He had 
been associated with Columbian for 


15 years. 


A. P. McGuire 


Frank G. Fuller 


A. P. McGuire, with Columbian 36 
years, will join Townley’s industrial 
sales department. 

Frank G. Fuller, with Columbian 
three years, will also joint the indus- 
trial sales force. Prior to joining 
Columbian, he was with the Bryant 
Electric Co., subsidiary of Westing- 
house. 

W. W. Townley is president and 
E. R. Morrison is board chairman. 
Townley Co. has sales offices in 
Wichita, Oklahoma City, and Denver. 








Boost Production e« Cut Down-Time 


OTCO 
AIR TOOLS 


ULTIMATE IN SPINDLE ACCURACY 
RUN-OUT .0005 MAX. 


Built with power-plus to do MORE work at 
greater speed, with less maintenance down-time 
and longer tool life—DOTCO's wide range of 
air tools feature distinctive 4-vane rotary air 
motors that run cool and vibration-free at higher 
speeds with extreme accuracy, reduce user 
fatigue, hold maximum run-out to .0005 on all 
collet-type grinders. 


with 


Model 1 GL 
30,000 RPM* 


Model 2 EL5 
24,000 RPM* 
5” Extension 


Model 1 AE 
12,000 RPM 


Model 2 ASP9 
8500 RPM; 
Push-Pull 
Valve Control 


Erickson collet chucks are standard. 


a 
4 


Straight or right-angle models for manual or 
machine operation of burs, drills, mounted 
wheels, sanding discs, routers, etc.; handy lever, 
button or push-pull sleeve valve control. 


Model 2 GL 
—e Write for Data Sheets 


25,000 RPM* 


DOEDEN TOOL CORP. 


Ohio Route 18 East ° Hicksville, Ohio 
Do it with DOTCO «+ Production Proven BEST since 1953 





a 
Model 2 SL5 
24,000 RPM* 
5” Extension, 
with Belt Sander 


*Slower Speeds Available 
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Welsco Co. Begins 
Expansion Program 


Welsco Co.. Norwood, s| exas, Was ap- 
pointed warehousing distributor for 
the entire United States Rubber Co. 
line of industrial rubber products. 

B. C. Wells, president, says this 
contract is the first step in 2 planned 
expansion program. 

In addition to rubber products. 
Welsco specializes in power trans- 


mission and conveying equipment. 


Diamond Chain Opens Branch 
In Dallas Brook Hollow District 


Diamond Chain Co., Inc. activated its 
new service center located at 9119 
Diplomacy Row, in the Dallas Brook 
Hollow Industrial District. 

Charles M. Conway will manage 
the 7,500 sq. ft. facility, the com- 
pany ’s first expansion of this type. 
Lloyd L. 


local sales representative with offices 


Connell will continue as 


in the new building. 


Campbell Appoints Eastman 
To Southern Territory 


Robert W. 


pointed a territory manager for the 


Eastman, Jr.. was ap- 


Campbell Chain Co. He will cover 
North & South Carolina for industrial 
and automotive chain products and 
eastern Tennessee for industrial, com- 
mercial and automotive products. 
Prior to joining Campbell this year. 
Mr. Eastman was a sales representa- 
tive for the Tennessee Armature & 
Electric Co. and John A. Robeling’s 


Son’s Corp. 


Robert W. Eastman, Jr. 


January 1961 





TWO DIFFERENT TIPS GIVE 





“Wiican a 
. 


TEMPERATURES 


¢ ik > 


Merely interchange high and low heat 
tips for the soldering temperature best 
suited for the job. Low heat for heat- 
sensitive soldering ... higher heat for 
regular work. Available with Magnastat 
Soldering Iron model TC-552. 


Waller 
MAGNASTAT 


CONTROLLED TEMPERATURE 
SOLDERING IRONS 


@ Automatically maintain correct soldering temperature 
Wi Weigh only half as much as uncontrolled irons 
Wi Give greater heat efficiency with lower wattage 


Plus these advanced features for greater efficiency : 
e Various tip types now available « New tip retain- 
ing nut minimizes freezing « New rubber shock 
absorber prevents sliding « New, rugged, non- 
arcing snap switch e Handle stays cool « New cord 
connection locks cord securely in place, yet per- 
mits easy replacement ¢ 2 or 3-wire cords available. 


3 MAGNASTAT SOLDERING IRONS ARE AVAILABLE 

MODEL Tc-552. 55 watts, for heat-sensitive soldering $90 
s 
MODEL TC-602. 60 watts, for light to medium soldering $1000 
ts! 

MODEL TC-1202. 120 watts, for medium to heavy 
soldering $115° 
s 


Prices shown are for Magnastat Iron with tip and 2 wire cord. 


SOLD THROUGH FRANCHISED DISTRIBUTORS 


A few franchised territories are open to qualified distribu- 
tors. For details, write to C. RR. Robertson, Vice President. 


WELLER ELECTRIC CORP. **cnscyr ** 





Two-Stage Automatic 
Compressors 


... More air 
delivery 
per stroke 


Single-Stage 
Automatic Compressors 


William E. Essery 


Portable 


comoressom | Egsery Appointed Manager of 
Sales Administration By Armour 


William E. Essery was appointed 
manager of sales administration, 
coated abrasives division, Armour Al- 
liance Industries. He was formerly 

L) , assistant sales manager for the Mid- 
7 ; West Abrasive Co. 

In his new post, he will be re- 
sponsible for implementation of sales 
policy, handling of major accounts 


T and sales training. 
HE RANGE OF USES for air and 


water under pressure is increasing ‘ : 
year by year. Assure yourself your wk peed me — 
or Grinding Wheel Institute 


Henry J. Jeffers, sales manager of 


share of this industrial growth by . 
being a Champion distributor. exclusive 


Champion manufactures two lines Carborundum’s Bonded Abrasives 


of air compressors; Champion, from oul monitor Division. was elected chairman of the 
4, to 20 hp., single and two stage, 


many of which are equipped with the 
exclusive Oil Monitor which pre- prevents 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 


Standardization Committee of the 
Grinding Wheel Institute. 

Mr. Jeffers and his committee will 
develop and recommend standards 


breakdowns and nomenclature for bonded abra- 


compressor made to a price. sives to facilitate their manufacture. 


Hi-Pressure Jet Rig Washers de- 
liver up to 25 gpm. at 500 psi. eee stops 


> They are widely used in canner- Continental Screw Opens : 
High Pressure Washers ies and food processing plants, losses ! Warehouse In Richmond, Indiana 


oil extractive and automotive industries. 


procurement and applications. 


Continental Screw Co. opened a new 
warehouse at Washington St., Rich- 


WRITE FOR CATALOG mond, Indiana. 


The purpose of this expansion is to 


serve customers in the Midwest, 

es 4 PA io f © i Southwest and Western areas, said 
Mr. Wardell. Complete stocks will be 

PNEUMATIC MACHINERY CO. carried at the branch which has 


nearly *4 acre of floor space. 





810 Pleasant Avenue ° Princeton, Illinois 
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TIGHTNESS 
IS VITAL 


No substitute has ever been found for a 

quality, properly-engineered helical spring 

lock washer. No other device has ever been 
found to combat looseness in bolted assemblies caused 
by thread wear, metal stress or bolt elongation. Yet, an 
improperly fitted helical spring washer is little better 
than none at all. That is why, when you specify spring 
washers, you should be sure you are getting the particular 
size and type which will do the best job for you. To be 
sure, consult the Eaton-Reliance spring washer specialist 
whose business is helping you choose the right washer 
to do the job. Eaton-Reliance offers a full range of sizes 
and types for every application —and engineering service 
for every problem. Write for our special Spring Lock 
Washer Engineering Bulletin. 


S2e22@e6QG 


©. 
RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE : MASSILLON, OHIO 


SALES OFFICES New York * Cleveland * Detroit * Chicago * St. Lowis * San Francisco * Los Angeles 


PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 
Truck and Trailer Axles * Truck Transmissions * Permanent Mold Iron Castings * Automotive Heaters and Air Conditioners 
Fastening Devices * Cold Drawn Steel * Stampings * Forgings * Leaf and Coil Springs * Dynamatic Drives and Brakes 
Powdered Metal Parts * Gears * Variable Speed Drives * Speed Reducers * Differentials * Centralized Lubrication Systems 
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National Supply Shifts 
Tulsa Office To Denver 


Division offices of National Supply 
Co. at Tulsa have been consolidated 
with the northwestern division. Head- 
quarters for the combined areas will 
be at Denver, Colorado. according to 
the company. 
a HIGH PRODUCTION TOOL in minutes! National will maintain a sales force 
With a MULTI-DRILL, you con go from hole-at-a-time drilling to in Tulsa, the company said. The firm 
real production in a matter of minutes! That's all the time it takes currently employs about 60 persons 
to mount any one of the many standard MULTI-DRILL, adjustable 
multiple spindle drill press attachments on any drill press and 
put you into time and money-saving multiple drilling. Every : : 
MULTI-DRILL is quickly adjustable to drill a me A ma 
variety of hole patterns. Every MULTI-DRILL is 
designed for high production work. Your cus- = Airetool Mfg. Co. has acquired the 
tomer can profit with a Commander Multi-Drill Faessler Boiler and Furnace Division 
and so will you. For more sales, show and \aP of Madison-Faessler Co., according 


Aetemneteaiiy Cite ite. pain to W. T. Hamilton, president. 

Inventory of the newly acquired 
Write for the Production Tool Catalog. iG +Ft : division will be moved to Airetool’s 
’ main plant at Springfield, Ohio, im- 


there in the administrative sections 
that are to be discontinued. 


mediately. Future servicing of Faess- 
LP ommanader MFG. Co. 


4218 WEST KINZIE e CHICAGO 24, ILLINOIS 


ler Tube Expander accounts will be 
handled from Airetool’s headquarters, 





according to Robert V. Gordon, vice 


STEP UP SPEED AND eee president and general manager. 
CAPACITY-REDUCE COST AND Pop Rivet Appoints Schofield 
OPERATING EXPENSE WITH ue mum | Product Sales Manager 


SIMILAR ADS Jack H. Schofield was appointed prod- 


uct sales manager for Pop Rivet Divi- 
ARS ia sion, United Shoe Machinery Corp. 
ARE asgnennes, He had been assistant manager. 


Prior to joining Pop Rivet, Mr. 


ae ey ae I ple 
is er aie Schofield was with the York Divisien, 


IN ™ 30 Borg-Warner Corp. 


ALLOY PUMPS ico" c's ne 


Heavy-Duty Stainless Steel and other alloy pumps at 100% x as EBay Or Fi va 
rated speed on thin liquids, thus securing greater capacity TO HELP YOU 
at lower cost. Capacities 14 to 300 G.P.M.—pressures up 

to 100 p.s.i. Cast in stainless steel, monel, nickel, nodular |) 9 Oe ya 


iron, ni-resist, steel and other alloys. 


SELL 


For full information, send for catalog MMM 


VIKING PUMP CoO. 
Cedar Falls, lowa, U.S.A. + In Canada, It's ‘‘ROTO- VIKING PUMPS 


KING’’ Pumps + See Our Catalog In Sweet's Plant 


Engineer's File Bi ee te! Sa ie 





Jack H. Schofield 
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Thomas R. Klecak 


Pratt & Whitney Appoints Klecak 
West Coast Regional Manager 


Thomas R. Klecak was appointed 
West Coast regional manager-indus 
trial distribution by Pratt & Whitney 
Co. Inc. 

Mr. Klecak will have headquarters 
in Los Angeles. This is one of the 
steps in P&W’s recently announced 
plan to switch from direct sales to 
selected industrial distributor sales, 
according to George Steinmetz, man- 
ager of industrial distribution for 


P&W. 


Firth Sterling Appoints Four 

To New Sales Positions 

W. Travers Knapp was appointed car- 
hide division sales representative in 
the Mid-eastern district for Firth 
Sterling Inc. 

William N. Pitchford, Jr., and John 
H. Plasket will serve on the firm’s 
Detroit area sales staff. Mr. Pitch- 
ford will handle steel division prod- 
ucts and Mr. Plasket will handle car- 
bide division products. 

Kenneth R. Volk was named a steel 
division representative in the Pitts- 
burgh district. He will cover the 
Rome, Syracuse, Elmira and Water- 
town areas of upper New York State. 


Purchasing Agent Appointed 


George L. Miller was appointed pur- 
chasing agent for Firth Sterling Inc. 
He succeeds Harry K. Stern who re- 
tired. Mr. Miller, who had been as- 
sistant purchasing agent, joined Firth 
Sterling 35 years ago. 
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this sales builder 
OPENS NEW DOORS FOR YOU 
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STOCKING DISPLAY 
takes only 3 sq. ft. of 
floor space, includes 
product display of 
power machine control, 
pneumatic actuator, 
air control unit, collet 
closers, clamp-type 
cylinders. Literature 


She ee eeene 





supplied on radial saw 
power feed attach- 
ments, portable air 
compressors, hydraulic 
pumping units. 











INDUSTRIAL 
PRODUCTION 
DEVICES 


... now an off-the-shelf line 


Here's an opportunity to increase your share of the growing market 
for fluid power components and equipment. The air-powered prod- 
ucts in this well-established line have been carefully selected for 
distribution through industrial supply houses and mill supply job- 
bers. They're easy to stock, sell, install, use and service. 

They’re backed by a leader in the fluid power field, by effective 
national advertising and practical sales help. 


They have almost universal application in the industrial field. They 
complement rather than compete with your present mechanical and 
electrical power transmission equipment lines. 


why not get the facts now? A note on your letterhead wilj bring 
complete details, including your copy of 
our new 12-page Industrial Production 
Devices catalog. 


CORPORATION 


* 
INDUSTRIAL PRODUCTS DIVISION 
139 PREDA STREET * SAN LEANDRO, CALIF. 
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GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCK 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and 
sample of envelope 
stuffer P-104. 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Ss 


Whatever your requirements, there’s a rugged 


Chicago Lock thot's right for the job. 





CHICAGO LOCK CO. 
2030 North Racine Ave. + Chicago 14, Illinois 


if 





Clarkson Student Industrial Distribution Society 


Head 


1D Society—The officers tor 1960-61 of the Industrial Distribution Society at 


Clarkson are seated, Keith Klafehn, pres.; James Joseph, v.p.; standing, Don Barcik, 


secretary ; 


The new officers of the Industrial 
Distribution Society at Clarkson Col- 
lege presided at the first meeting of 
the fall term. At the meeting K. K. 
Klim and C, N. 


sales engineers from the Apparatus 


Palmer, industrial 


Sales Division of GE, discussed “For- 
eign Competition in the Electrical 
World.” 

The November meeting featured 
Archie C. Adams, area manager, 
Wallace and Tiernan Inc., of New 
Jersey. He spoke on the problems of 
introducing a new product in the 
market. 

John R. McDonald, of Nickel Alka- 
line Division, Electric Storage Bat- 
tery Co., presented the program for 
the December meeting. Problems of 
selling materials handling equipment 
were discussed. 

In January the society members 
will view a film, “The Story of Oil 
Reichel Appointed To Chicago 
By Cincinnati Milling Products 


Charles E. Reichel was appointed Chi- 
cago district sales manager for the 
Cincinnati Milling Products Division, 
Cincinnati Milling Machine Co. 

He succeeds George E. Parker who 
was appointed assistant sales man- 
ager of the division. 

Mr. Reichel came to the firm in 
1941 and has served as Chicago sales 
representative since 1949, 


Dave Reh, treasurer; Paul Kempf, corresponding secretary. 


Marketing,” 
of oil sales. Joseph Imirie, vice presi- 
dent of Electro 
Carborundum Co., will speak at the 


which explains the field 


Minerals Division, 


February meeting on _ production 


problems at his company. 
Committee Chairmen Appointed 


The ID Society appointed chairmen 
for the following activities: Barry 
Weintraub, publicity; Frank Palla- 
dino, equipment; John Eklof and 
Tom Vennard, summer placement; 
Roger Richards, newsletter; Ed Betts, 
historian; Bob Meyer and Dick Fritz, 
field trip; and Will Carey, program. 
Plans for the term were announced 
at the October meeting and included 
field trips to the Alcoa, Massena Oper- 
ations; Chevrolet's Aluminum Foun- 
dry; and a purchasing trip sponsored 
by the Purchasing Agents Ass’n of 
Syracuse and Central New York. 


Grim To Head Product Sales 
For Crucible Steel Division 


Charles A. Grim was appointed prod- 
uct sales manager of Crucible Steel 
Co.’s Cold Rolled Specialties Division. 
He was formerly assistant product 
sales manager. 

He joined the firm in 1928 at the 
former Spaulding & Jennings Works 
in Jersey City. He transferred to the 
sales department in 1936 and became 
assistant product manager in 1953. 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout . . . tool 


steel cutters . . . Right and Left hand Threaded Bushings 


for Automatic Tightening. 
Dan Dwiggins Robert DelG offe 


Parker-Kalon Appoints 
Two Field Engineers 


Dan Dwiggins and Robert DelGoffe 
were appointed field engineers for 
Parker-Kalon Division of General 
(American Transportation Corp. ot *  e , 

Mr. Dwiggins will serve distribu- . EASY TO HOLD— Extra 
tors in Central Tennessee. Georgia. -_ \\\\ Weight well distributed 
Alabama and western Florida. 

Mr. DelGoffe will serve in Wiscon- ~*~ 
sin, Minnesota, North Dakota, east- Also CALDER Fine Diamond Dressing Tools 


ern South Dakota. and the Michigan 
Upper Peninsula. SOLD ONLY TTielitel® DISTRIBUTORS 


for smooth handling. 


Allis Chalmers Negotiates With 
AEC To Build Atomic Plant ppg ps eel ” FACT : RI NG CO. 


The Atomic Energy Commission has 





selected as the basis for contractual 
negotiations, a proposal of the Allis 
Chalmers Mfg. Co. to supply a 50,000 
net electrical kilowatt, prototype 
nuclear power plant, according to 
John A. McCone, AEC chairman. The 
plant would incorporate a_ boiling 
water reactor of improved engineer- 
ing design. 

Initiation of the project is con- 
tingent upon satisfactory negotiation 
of a contract with Allis-Chalmers and GIVING YOU A 
the satisfactory negotiation of a co- PERMANENT 


operative arrangement with the cities LEAK-PROOF GRIP! 


of Los Angeles and Pasadena, Califor- 


nia, for joint operation of the plant. | WATTERS TESA Tt Ril Ra cme tle 


Manufacturers Optimistic mew “mescotaeeer Tyee HEAVY 
Despite widespread concern about the FINEST ALL-STAINLESS CLAMP AT LOWEST COST WROUGHT 


state of the economy that is being | Made with cadmium plated non-collared BRASS 
voiced in business and economic re- | screw, stainless steel band and housing. The 

ports, a substantial number of 173 | most economical stainless steel clamp for HOSE 

manufacturing companies surveyed general use. CLAMP 
on business expectations anticipate | SAFETY-COLLARED TYPE A COMPLETE LINE 


° ome oe Nes . Brass and galvanized hose clamps, 
that their new orders, billings, and | Entirely of stainless steel — recommended for [J suction clamps, automotive 


. : . . ; wr clamps, and tubing clamps. Ask 
profits in the first half of 1961 will be | installation where permanent corrosion re- your jobber for specifications, or 


higher than in the first six months of | sistance is a must! write for catalog. 


1960, the National Industrial Con- 
Nasal Berea, H.B. SHERMAN MANUFACTURING CO. BATTLE CREEK, MICHIGAN 
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IT’S THE BEST...IT’S FROM BOSCO! 


Your customers deserve the best . . . but this is just one reason why 
Bosco is your best single source of supply for filling all your fastener 
orders. Bosco’s unlimited stocks (available in bulk or conveniently 
packaged and labeled) simplify ordering and handling, while Bosco’s 
speedy, personalized service is truly a distributor's “dream come true!” 
For fast, overnight shipments from the most complete line of top quality 
fasteners in the Southwest. . . 


PHONE HA 8-5156 DALLAS...or WRITE FOR BOSCO'S JOBBER NET PRICE CATALOGUE 


BOLT e NUT e SCREW CO. 
1900 SOUTH CENTRAL EXPRESSWAY 
P.O. BOX 1424 * DALLAS 21, TEXAS 





ROYERSFORD 
SPLIT JOURNAL 
BEARINGS 


— 


SPLIT 
& 
REAMED 
BABBITTED 
BEARINGS 





The new Royersford Split Journal 


Here is something you can Bearings are designed for moderate 
a . speeds and loads with the use of 
sell to original equipment babbitt. The slotted holes in the 
manufacturers accounts plus two-bolt base provide alignment 
and adjustment. The removable 
cap has an oil groove and is 
able for immediate shipment. drilled for grease cups or pressure 


» on as fittings which provide lubrication 

Shaft sizes V2" to 2-15/16". Gents the length of the bear- 
ings. The angular parting of the 
cap is provided with shims to com- 
F pensaie for wear and adjustments. 
ROYERS ORD FOUNDRY & The bases are ground and the ends 
ore faced making dimensions A 


MACHINE COMPANY, ING, [sre {tee someon ‘a beings 


The compact design and high qual- 
ROYERSFORD, ity gray iron gives strength and 


rigidity which makes the bearing 


PENNSYLVANIA the best in its class. 
ere SO OMS Si RNR UREN A RTM NIN, 
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your regular customers. Avail- 

















Richard L. Moody 


Wilson Appoints Moody 
Assistant Sales Manager 


Richard L. Moody was appointed 
assistant sales manager of the Wilson 
Rubber Co., Division of Becton Dick- 
inson & Co, 

Mr. Moody has been a sales engi- 
neer with the company since 1958. He 
will work directly with the firm’s 
sales engineers and distributors. 

Prior to joining Wilson. Mr. 
Moody was with Hood Rubber Co. 
and Gottwick Sales Co. 


Black & Decker Appoints Costa 
Field Manager Of Product Service 


Charles L. Costa was appointed field 
manager of the Product Service Divi- 
sion for Black & Decker Mfg. Co. 

Mr. Costa directs the activities of 
four regional service managers. 

He has been with B&D for twenty 
years. He has experience in engineer- 
ing, production and operational areas. 

He also worked with B&D sub- 


sidiaries overseas. 


New Branch Service Managers 


At the same time three branch serv- 
ice managers were appointed. They 
are: James C. Vassell, manager of the 
recently-opened service branch at 
Lincolnwood, Illinois; David S. Stev- 
ens, manager of the Seattle Service 
branch; S. Michael Raymond, man- 
ager of the Des Moines service 
branch. 
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Concise factual here is the 
Universal Metal Hose Company 
STATEMENT of POLICY” out- 
lining in detail what is offered the 
industrial distributor handling the Uni 
versal line of time-tested, performance- 
proven metal hose products 

Spelled out simply briefly 
the Universal “STATEMENT of POL- 
ICY” tells how Universal increases 
distributor selling efficiency and the 
complete Universal cooperative pro 
gram which points the way to the 
best profit picture for the industrial 
distributor 
Send for your copy of the Universal 
“STATEMENT of POLICY” to know why 
“It PAYS to do business” with . . . 


Quality 
factory A 


METAL HOSE CO. 


aw tad 
Mose Products 


2163 South Kedzie Ave . 


Chicago 23, Ill. 











THE COLLIS 
MAGIC.-TYPE 
CHUCKS 


save operating time 


Reduce production costs with Collis 
Magic Chucks. Now tools can be 
changed without stopping or slow- 
ing down the spindle. Boring, 
counter boring, drilling, reaming, 
tapping, etc., can be performed 
practically continuously. 

Let our 40 years of manufacturing 
experience help your customers 
select the proper equipment for 
the job. 


“Call Collis For Service’ 


THE COLLIS CO. 


Dept. A, Clinton, lowa 
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Harold L. Russell 


Weston Appoints Harold Russell 
General Sales Manager 


Harold L. Russell was appointed gen- 
eral sales manager of Weston Instru- 
ments Division, Daystrom, Inc. 

Until this appointment, Mr. Rus- 
sell had been process instrument sales 
manager. Prior to joining Daystrom. 
he was with Fischer & Porter Co., and 
Minneapolis-Honeywell Regulator Co. 


Van Norman Appoints Foley 
To Marketing Post 


Joseph P. Foley was appointed mar- 
keting manager for the electronics 
division of Van Norman Industries. 
Inc. 

Before joining Van Norman, Mr. 
with the 
Baldwin-Lima-Hamilton. 


Foley was electronics di- 


\ ision of 





“How about some lunch?” 





MAKE YOUR OWN 
HERC ALLOY 


CHAIN ASSEMBLIES 


without delay with... 


Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


PLUS HERC-ALLOY 
CHAIN, OBLONG 
MASTER LINKS AND 
SLING HOOKS 

ALL AVAILABLE FROM 
YOUR CM CHAIN 
DISTRIBUTOR 


COLUMBUS McKINNON 
CHAIN DIVISION 


OLUMBUS MCKINNON ORPORATION 
Tenaewanda, New York 
NEW YORK @ CHICAGO e CLEVELAND 
SAN FRANCISCO 


Warehouses: San Francisco, Portland, 


in Canada: Columbus McKinnon Limited, 
St. Catharines, Ontario 





PRECISION BRAND ' 


THREADED 
RODS 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when sellin Precision 
Brand Steel Threaded 
Rod. Whether you sell 
standard 2’ and 3’ lengths 
or “specials” you can de- 
en upon Precison 

rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32” through 
144” diameters. They can 
be supoiee in either un- 
plated, blue or plated fin- 
ishes with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. DISPLAY STAND 
furnished for distributor 
use when stocking stand- 
ard 2’ and 3’ lengths 


IN BULK 


Special sizes of various di- 
ometers and lengths mode to 
Specici Order in steel ond 
non-ferrous metals 





Phone: WOodland 8-4620 


PRECISION STEEL 
WAREHOUSE, INC. 


COOWwNERS GROVE HLEITNOIS 





THE TRADE CALLS 


for 
| DYKEM 
‘STEEL B BLUE 


Sto ob 


Lo? > 
Dies and 
Templates 


a 
*< 
he 


3 Steel Blue 
wh Onna tel 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 





New Order Index Down 4.2% In October 
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The Index of new orders placed by distributors with their suppliers dropped 4.2% in 
October according to the American Supply and Machinery Manufacturers’ Association. 
The index fell 8 points to 182, continuing drop started with the March index of 221 


Standard Equipment & Supply Opens Dunes Branch In Chesterton, Indiana 





Keys of new Dunes Branch of Standard Equipment & Supply Corp., Hammond, Indiana, 
located on Routes 20 and 49 in Chesterton. Indiana, are given to Henry Hanas, branch 
manager (left) by Joseph J. Badalli, president. According to Mr. Badalli, the branch 
will serve a 30 mile area which has been served previously by the main store in Hammond 


Detroit Ball Bearing Co.'s Field Men Take Training Course 


Twenty-eight field sales and service representatives of Detroit Ball Bearing Co., Detroit, 
completed a training course conducted by Fafnir Bearing Co. J. T. H. Eaton, of the 
Fafnir sales department conducted the course. He said it is designed to give Fafnir 
distributors a better knowledge of the company’s line, application data, new product 
developments and modern merchandising techniques. 
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PRODUCTS 
TRY , IT! 


THE BEST 
SELLS * 
FASTEST 


SHACKLE CHAIN HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of high-strength steel and 
heat-treated. 


SAVES TIME 


Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 


Available SLIP HOOKS 
for Chain Available 
. for Chain 

Sizes 4" 
5/16", ¥% 

7/16"'and V2" 5 


Ai Strength 


GRAB HOOKS 


Screw Pin SHACKLES 


Size stamped on every 
= yy L. 


Forged of HI-STRENGTH STEEL 
Availabie in sizes 3/16" to 2”. EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 





Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1 Ye” Standard ond Extra 
Strong Weights, Black Grode 
“A” 


Ya" to 1Y2"Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode“B” Galvanized, Cold 
Drown in Larger Sizes. 


® Avoid errors. Nipples ore 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Ftlsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE 


PITTSBURGH i2, PA 
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Jack Ogle & Co. Moves To 
New Offices In Seattle 


Jack Ogle & Co., Seattle, moved to 
new quarters at 861 Poplar St., in 
Seattle, to business 
which has developed over the past 


accommodate 


ten years, according to the firm. 
The company distributes hydraulic 
and pneumatic equipment. Accord- 
ing to Jack Ogle, president, the 
present strong position of the firm is 
due to early recognition of the im- 
portance of service with local stocks. 


Yale & Towne Breaks Ground 
For New Lift Truck Facility 


Yale Materials Handling 
Yale & Towne Mfg. Co., broke ground 
recently for a $300,000 industrial lift 
truck facility that will house a sales 
and service center to serve the Bay 


Division, 


Area and a regional parts depot to 
supply the Western states. 

The new branch will be located at 
2303 Merced St., San Leandro, Calif. 


Industrial Fastener Index 

The industrial fastener index of ship- 
ments for October 1960 is 83 (season- 
ally adjusted) according to the In- 
dustrial The 
average of September and October 


Fasteners _ Institute. 
shipments is 90% of base, close to 
August’s 91°% and July’s 89%. This 
would indicate that the apparent fall- 
off in October is a readjustment be- 
tween September and October. 





1959 


PS See OE Wied SAB OBR ond Wiebe ds RS el 
bk B- 4: 0 9.2 BM 8.6: SO 
Material handling equipment orders in 
September slight 
111.11, using 100 as the monthly average 
for the statistical base year 1954. This is 
compared to bookings of 113.59 in August. 
This is the third straight month that book- 
ings in this industry have shown decreases. 


registered a drop to 





FIRST CHOICE OF 
INDUSTRIAL BUYERS 


Since 1892 Morgan Vises have been 
preferred by Industrial Buyers the world 
over. This preference means more profit- 
able sales, and easier too, for Morgan 
distributors. Morgan’s engineering and 
production facilities have always been 
devoted exclusively to the manufacture 
of the best vises that can be produced. 


SHEET METAL 


MACHINISTS’ 


Solid Jaw Swivel Base HINGED PIPE 


UTILITY BENCH 
COMBINATION PIPE 


MORGAN VISE CO. 
108-112 N. Jefferson St. 
Chicago 6, Illinois 
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Brown & Sharpe Holds 1960 Distributor Advisory Council 





| gos 





ddvisory Council of Brown & Sharpe Mig. Co. was held recently in Providence, R. 1. 


The fourth annual Brown & Sharpe Distributors Attending were: Rich- 


PULLEY 


distributor Advisory Council meeting 
held Brown NS 


Sharpe plant in Providence, Rhode 


was recently at the 


Island. 
Harold 


president-sales, officiated at 


B. Schott, assistant to the 


the two 


ard H. Barr, Reilly Bros. & Raub, 
Lancaster, Pa.; Allan M. Chambliss. 
Marshall-Newell Supply Co., South 
San Francisco; James F. Donahue. 
Chandler & Farquhar Co., Boston; 
V. Lee Edwards, Charles A. Strelinger 


Co., Detroit; William F. Hart, Day- 
ton Supply & Tool Co., Dayton; Her- 
bert Lee, Harry Lee & Sons, Chicago; 
Darrell Manley, Briggs-Weaver Ma- 
Thomas L. Rit- 
ter, Strong, Carlisle & Hammond Co.. 


day meeting. 


Distribution problems and policies 


FOR THE TAIL END 


REGULAR WING 


of mutual interest were discussed by 


the attendants. Specialists in legal 


Dodge Taper-lock bushings 
@ Prompt shipment of popular sizes in stock 


and national affairs were invited to  chinery Co., Dallas; 


@ Rugged, light weight, all-welded steel construction, 


the meeting. These specialists con- 


tributed to an unusually interesting Cleveland; and James A. Vann, Jr.. 


and beneficial meeting, according to Young & Vann Supply Co., Birming- 


€ 


“ie > 


Brown & Sharpe officials. ham, Ala. 


Welton Rubber Holds Open House To Christen New Quarters 


GET INA BETTER PULLEY PROFIT PICTURE 
@ An overwrite on all O.E.M. Sales © No inventory investment © Top profit return with a service-free item 


Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


LAGGED WING PULLEY 
FOR THE DRIVE END 
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Pulleys — four face selections 
@ More than 700 sizes of the NEW Rubber Lagged 


Turn-Clean Pulley 


WRITE FOR CATALOGS AND DETAILS * DEPT. 1D, VAN GORP MFG., INC. PELLA, IOWA | 
Y MARKET AT BOTH ENDS e NOW SELL THE PULLEY MARKET AT 


WITH @Qor- fo TURN-CLEAN® PULLEYS 


NEW 


@ A choice of 3,000 sizes of Unlagged Turn-Clean 


500 guests attended Welton Rubber Co’s open house, to celebrate the move to new 
quarters. Receiving the guests are: D. Smith, U, S. Rubber; Vic Hostetler, vice president 
and sales manager-W elton Rubber Co.; J. Hegedus, U. S. Rubber; Douglas Judd, Welton 
president, Ed Dadson, U. S. Rubber; and D. Grasso, secretary-treasurer, Welton Rubber. 





\ THE PULLEY 
of 
S 
3 } 
“THE PULLE 


Welton Rubber Co., Detroit area in- 
dustrial rubber distributor, celebrated 
its move to larger quarters at 23861 
Ryan Road, Warren, Michigan, by 
entertaining 500 guests at an open 
exhibitors 
booths at the firm’s new quarters. 
The new facility provides 8000 sq. 


ft. of floor space, twice the area pre- 


house. Twelve manned 


viously occupied. The leased build- 
ing was built to Welton specifica- 
tions by the lessor. 

This is the third move since the 
firm’s founding in 1931. And it was 
the smoothest, according to Douglas 
Judd, president. The move was com- 
pleted in one day without interrupt- 
ing normal operations, he said. 
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Aolds anything securely ou 


» hollow construction 


* MOLLY 


Screw Anchors 


the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent .. . fixtures 
can be removed and replaced in the 
same anchor. 


Za, HOLDS IN ANY KIND OF 
SS > HOLLOW CONSTRUCTION 
EXPANDS \ 
1) UP TO 1-3/4" THICK 


BEHIND WALL 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


CORPORATION 
230Y N. Sth St, Reading, Pa. 














PRECISION BRAND 


saat ARBOR 
pat SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


PRECISION STEEL 
WAREHOUSE, INC. 


MAMUFACTURI™N "a ” 


January 1961 








Harper Appoints Cameron, Palesch 
District Managers in Ohio 


David C. 
district manager in Cincinnati and 


Cameron was appointed 


Thomas Palesch in Cleveland by 
H. M. Harper Co. 

Mr. Cameron, who joined the firm 
in 1956 as a sales trainee, replaces 
the late Rankin E. Montgomery. 

Mr. Palesch joined the firm in 1959 
as a sales trainee and later served as 
a sales representative in Cleveland. 


Export Sales Representative 


Peter Geiger joined Harper as sales 
representative for export markets. 
He was previously director of foreign 
sales for the Atwood Co. 


Ingersoll-Rand Co. Moves 
To New Quarters In Dallas 


Ingersoll-Rand Co. recently moved 
into new quarters at 8901 Directors 
Row in the Dallas Brook Hollow in- 
dustrial district. The new 16,000 
sq. ft. facility will serve as a branch 
office and service center. This is a 
100% increase in space over former 
quarters, according to Ingersoll-Rand. 

The new quarters includes a repair 
depot and service department. It will 
be under the direction of Wallis H. 
Lee, branch manager and Bruce E. 
Smith, office supervisor. 

Ingersoll-Rand has maintained of- 
fices in Dallas since 1909. 





“I’m sorry sir! 


ball bounces = 





SAVE 
TIME and 





PONY - 203 





BRONCO - 203 


Select 
the RIGHT shovel 
for the RIGHT job 


PONY America’s most popular medium 
weight solid shank shovel. The double taper 
forged blade, made from one solid bar of 
steel, is unconditionally guaranteed. 


BRONCO A heovier weight in solid shank 
construction, available when you need extre 
rugged service. Blade is unconditionally 
gvaranteed. 

STEEL-LITE A light weight double taper 
forged shovel. Shock band for less handle 
breakage. Turned step protects shoes. 


Blade unconditionally guaranteed. 
AT-95 


Oo. AMES Co. 


PARKERSBURG, WEST VIRGINIA 


: 
g 
STEEL-LITE - 803 








ITS A 


FACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE THE EXTRA PRECISION 
in materials, dies, manufacturing 
and finishing pays off when you 
specify DE-STA-CO products. 


ARBOR SPACERS, SHIMS, 
SHOULDER-SCREW SPACERS 


Arbor Spacers, complete 

y range of sizes and thick- 

. nesses from .001” to .125” 

with key. Shims same less 

keyway. Same high 

quality in Shoulder-Screw 

Spacers. Spacing Collars in 

popular diameters, thick- 
nesses from 1%” to 3”. 


FEELER STOCK IN BOTH 
COILS AND STRIPS 
stock and rolled to close 
limits. 4” x 12” or 4" x 
a @ 
thicknesses from .001” to Van 
032". Especially helpful 34 | 
ing clearances and close 
tolerance work. 
Selected steel or brass, 
materials rolled to close 
flawless. Rolls 6” x 120” 
in thicknesses .001” to 
packaged in 1 or 12 
assorted gauges. 
WRITE NOW FOR COMPLETE 
BROCHURE AND PRICE LIST 
DETROIT STAMPING COMPANY | 


Made from tempered 
25’ finished lengths in Mm 
in precision fitting, check 
ACCURATE SHIM STOCK 
limits—oiled, clean and 
032”. 6” x 12” sheets 
FOR MORE FACTS 














Electrical Firms to Study Affect 
Of “Price Fixing” On Customers 


Considerable interest has been 
aroused by General Electric Co., the 
Westinghouse Electric Corp., and the 
Allis-Chalmers Mfg. Co., and 16 other 
companies and certain employees 
pleaded guilty to criminal antitrust 
charges involving alleged price fixing 
and rigging of bids on heavy electri- 
cal apparatus between 1956 and 1959. 
Three of the nation’s major electri- 
cal equipment manufacturers said 
that they would investigate volun- 
tarily whether recent violations of 
antitrust laws by some of their em- 
ployees had caused financial damages 
to buyers of their equipment. 
Altogether, there were twenty in- 
dictments handed down by a Phila- 
Feb. 16. 


and 


delphia grand jury last 


Twenty-nine manufacturers 
forty-six persons were named as de- 
fendants. Nineteen manufacturers 
pleaded guilty on some indictments, 
no defense on others. Ten companies 
entered no defense pleas only. 

In essence, Westinghouse, G.E. and 
Allis-Chalmers agreed to undertake 
“cooperative studies” with electric 
utilities and Government agencies at 
all levels to determine if actual dam- 
ages had resulted from the price fix- 
ing or rigging that was, in effect, 
conceded by the defendants. 

It was noted that most observers 
felt that heavy damage suits would 
be filed as a direct result of the pleas 
of guilty. The Federal Government 
and some state and municipal 
authorities are expected to sue to 
recover at least part of the “artificial 


prices” that were paid. 


Link Belt Co. Establishes 
International Division 


Link Belt Co. established an Inter- 
national Division, with Donald E. Thal 
as general manager. He will have head- 
quarters in the firm’s Chicago office. 

The new division will administer 
the firm’s overseas activities outside 
of the United States and Canada. 
Link-Belt’s export office in New York 
will continue as part of the new in- 


ternational division. 
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Wheel Brake 
and Swivel 

Lock Casters 


Wheels of 
all sizes 
and types 


Completely 
Sealed 
Casters 


Heavy-Duty 
Casters 


Dual or 
Triple Wheel 
Casters 





SeEST 
mowe! 











ALBION 


CASTERS 


Albion casters checkmate your materials 
handling problems. They are versatile, 
dependable, economical and available 
right now. Whether you need a caster 
for light, medium, heavy or extra heavy 
duty requirements—standard or special — 
Albion casters are the practical answer. 

Aibion casters are available in every 
conceivable range of Industrial size, type, 
capacity and desired wheel type to suit 
your needs. 

Make the best move... get all the facts 
on Albion Casters today. Write, wire 
or phone for the information you need. 
Albion is always ot your service. 


Do it now... 


request your copy of the Albion 
Caster and Wheel catalog. Yours 
for the asking. 


ALBION 
INDUSTRIES, 
INC. 


Distributors in Every Strategic City 
MAIN PLANT: 


ALBION, MICHIGAN 
(RENEE TORE Bie PIMC 


INDUSTRIAL DISTRIBUTION 





a new line of 


air-operated 
hydraulic presses 


RING UP SALES ON THESE FOUR MODELS: 


> 25 tons for general pressing and 
production work. 


’ 50 tons for assembling, straighten- 
ing, and bending in minimum time. 


, 75 TONS for handling heavy-duty 
press jobs quickly and easily. 


»150 tons meets the need for extra- 
heavy press work in heavy industry. 


CHECK THESE IMPORTANT DAKE FEATURES: 
Rapid Ram Approach—automatically 
changes to power stroke when it con- 
tacts the work. 

Extra Long Stroke—handles long 
pressing jobs more easily. 


Movable Workhead— self-contained, 
easy to center over work. Workhead 
can be purchased separately. 

Modern Design—all operating con- 
trols at convenient working height. 


Write for Bulletin 350-A 
DAKE CORPORATION 


631 Robbins Read 
Grand Haven, Michigan 


January 1961 
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Nice Ball Bearing Buys Assets 
Of Nice Ball Bearing Co. 


The assets of Nice Ball Bearing Co., 
Division of Channing Corp. were 
SKF 
recently for an undisclosed sum, ac- 
Carleton, Jr., 


acquired by Industries, Inc. 


cording to George 
president of Nice Co. 

Nice will continue to operate as 
an entirely independent organization 
maintaining present personnel and 
policies, Mr. Carleton said. 

Nice employs about 800 persons 
and has plants located in Philadelphia 
and Lansdale, Pennslyvania. 


Durkee Atwood Moves Into 
Expanded Eastern Quarters 
Eastern offices and warehouses of the 


Durkee-Atwood Co. are being moved 
from Newark into new quarters in 


| Kearny, New Jersey. 


The one-story building, with ware- 
house and office space, is located at 
590 Belleville Turnpike. It has facili- 
ties for heavy freight handling and 
maintenance of larger 
rapid 


orders, ac- 


will permit 


and facilitate more 


handling of customer 


cording to Durkee-Atwood. 


Borg-Warner Appoints Shimer 


William B. Shimer was appointed 
director of manufacturing services 
for Borg-Warner Corp by Robert S. 
Ingersoll, president of the firm. Mr. 
Shimer was formerly with the Im- 
perial Division of Chrysler Corp. 


American Pulley Donates 
Hand Trucks 


Ten hand trucks were donated to the 
American National Red Cross in 
Washington, D. C., by American 
Pulley Co., Division of Van Norman 
Industries, Inc. 

The Red Cross was the first of 
nine national and local charity or- 
ganizations to receive the hand trucks 
which American Pulley and its dis- 
tributors are donating throughout the 
country over a six month period, ac- 
cording to American Pulley. 





uses small space 
here, to talk to 

their many good 
DISTRIBUTORS 


$Q... 


that they may 
use large space 
in color— where 
it profits you— 
in leading Power, 
Chemical Process 
and general plant 
maintenance pub- 
lications. 


2 MILLION 
messages per year, 
to help you sell 


Another Reason why 
Belmont Packings 
are the 


“BIG PROFIT LINE” 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa. 





Another shipment 


of sales power... 


another 


Yuincy / 


Hundreds of thousands of Quincy Compressors sold over the years tell 
the story. 


Quincy models are built to last, built to deliver permanent customer 
satisfaction. Exclusive features like Safe-Q-Lube and Loadless Starting 
prevent major maintenance troubles, eliminate expensive down-time. 


A perfectly balanced crankshaft and cushioned steel valves provide 
smoother operation. 


Add up the big Quincy features and they mean one thing: It pays to 
sell the 1960 Q-LINE, the complete line of Quincy Compressors. 


QUINCY COMPRESSOR CO, Quincy, Illinois 


Mokers of the World's Finest Air Compressors 





Sales Aids 








Machine Tool Distributors: 


Wait till you show 
(...and sell) this Multiple 
Tapping Machine! 


New ANOKA. Gives 
BIG Capacity at Price 
Never Equaled! 


Sell today’s automated needs. 
Shop-tested on production runs 
for 2 years, the new ANOKA 
Multiple Adjustable Tapping 
Machine is the highest capacity, ; 
most rugged machine ever offered ” eee 
at its price. Has capacity of 6 
N.C. 34" taps in free cutting steel, 
can be operated in any position. 
Works singly or with two or more 
units from different sides—or in 
clusters with other apparatus— 
through single built-in auxiliary 
switch. Six spindles adjustable to 
any pattern. Powerful 2 hp motor. 
Not just an attachment; a 
complete machine in itself! 
Demonstrate and sell this 
“heavyweight” producer for a 
sales boost! 


COLUMBIA TOOL AND DIE WORKS 


716 39TH AVE. N.E. « MINNEAPOLIS 21, MINN. 





S: Good territories 


DISTRIBUTOR ** complete product 


open. Write now fo 
and profit story: 
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Power Tools 
Wilton Tool Mfg. Co., Inc., 9525 
Irving Park Rd., Schiller Park, Ill. 
—Catalog with descriptions and 
specifications of a complete line of 
power tools. 


Fasteners 
Advertising Div., Republic Steel, 
1441 Republic Bldg., Cleveland 1, 
O.—Folder entitled “Fall Fashions 
for Fasteners”, follows the pattern 
of consumer style seasonal sales 
literature. 


End Mills 
Putnam Tool Co., 2985 Charlevoix 
Ave., Detroit 7, Mich.—Catalog on 
standard sizes and types of end 
mills and other cutting tools. 


Sprockets 
Fort Worth Steel & Machinery Co., 
Fort Worth 1, Texas 
guide for roller chain, sprockets. 


Specification 


Drives 
Fort Worth Steel & Machinery Co., 
3600 McCart St., Fort Worth 10, 
Texas—“Engineering and Speci- 
fication Guide” on Hi-Cap wedge 
belt drives. 


Tubing 
Flexible Tubing Corp., Guilford 2, 
Conn.—Manual entitled “The Facts 
About Flexible Tubing”. 


Boring Heads 
Everede Tool Co., 2000 N. Park- 
side Ave., Chicago 39, Ill.—Catalog 
on new line of boring heads, at- 
tachments, jig boring bars, inter- 
changeable shanks, adapters and 
tool bits. 


Metal Hose 
Universal Metal Hose Co., 2133 S. 
Kedzie Ave., Chicago 23, Ill.— 
Catalog on all-metal flexible hose 
to convey gasses, solids and fluids; 
for vibration control; and to com- 
pensate for motion or misalign- 
ment under high temperature, pres- 
sure, vacuum or abrasive condi- 


tions. continued 
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0 
NOW 56 WATTS! 


IN A DURABLE 
SOLDERING PEN 


EXTRA-LONG-LIFE ELEMENT 
DOUBLE-LIFE CLAD TIP 


Flanges 
Babcock & Wilcox Co., Tubular 


Products Div., Beaver Falls, Pa. 
Bulletii on seamless welding fit- 
tings and flanges. 


Machine Parts 
W. E. Schneider, La Salle Steel 
Co., P. O. Box 6800-A, Chicago 80, 
Ill—Folder entitled “Steel Selec- 
tion for Machine Parts Made Easy 


for R & D Men”. 


Saw Blades 


G. W. Griffin Co., Franklin, N. H. New unique design opens 
. . . ventilation, plus stainless stee 
Catalog page describes and gives housing, Dad = cast tendie. MODEL 248 - 
specifications for all types of hand A new development makes . Equipped "> ~ 
hack saw blades. possible a multi-coated copper TIP for — -~ oan 
tip which gives long life under adheres to working surface only. 
Levels the severe conditions brought No drip or creep. 


th rful 60 
Ta . WRITE FOR CATALOG 


Columbian Vise & Mfg. Co., 9023 showing most complete line of 
Bessemer Ave., Cleveland 4, Ohio Industrial Irons and Long-Life Clad Tips. 


 eieienieiesieeieietedtenteteteaie tate tate tetet etka ta te | 


1 
' 
' 
' 
4 


2 bulletins describe aluminum 


> a 
levels with 24 inch rules along the T I co. 
th 24 ) iP a\401 HEXACON ELECTRIC 


top edge. 138 WEST CLAY AVENUE, ROSELLE PARK, N. J. 


Switches SERVING INDUSTRY FOR A QUARTER OF A CENTURY 
W. C. Dillon & Co., Inc., 14620 





Keswick St., Van Nuys, Calif. A WS 
Bulletin describes the Dillon line COM B INA Tl ON 


of force control switches. 


Tr 
Lathes can now be filed automatically 
Milo Mfg. Co., Engineering Dept., y ¢ with the New MODEL 200 


259 N. Broad St., Elizabeth, N. J. L 

—Bulletin on Bryant Symons pre- 

cision diamond tool lathe. x A ~~ ° 
Retaining Rings 

Industrial Retaining Ring Co., 57 fy. SAW 

Cordier St., Irvington.11, N. J. , t 

Bulletin and price list on retaining : . 

rings and plyers. ; ; 


| Also CROSSCUT CIRCULAR SAWS, 
— : : BAND SAWS, HAND SAWS 


National Cylinder Gas Div., Cheme- 


tron Corp., 840 N. ‘Michigan Ave., The new model 200 Foley Automatic Saw Filer is the FIRST and 
“FF > ONLY machine which will file the so-called “combination” (rip and 
Chicago ll, Ill.—€atalog on crosscut) circular saws; also crosscut circular saws, band saws, all types 
of hand saws. ‘ , 
The exclusive Foley principle of jointing the saw as it is filed, keeps 
teeth uniform in size, shape and spacing: keeps circular saws perfectly 
Stainless Steel round, usually doubles saw life. Foley filed saws increase sawing pro- 
duction 25% to 40%; they cut faster, run cooler, stay sharp longer. 
. e : THE FOLEY SAW FILER Practically Sells Itself on ovr 30-DAY TRIAL OFFER 

Mc Kay Co., 1005 Liberty Ave., You may find many Ghhden proapects for che Foley a Filer, red in an 
ite o 9° »s a plant where a number of saws are used, the Foley quickly pays for itself. 
man burgh 22, Pa.—Folder con Our 30-Day Trial Offer is open through you to any well rated company, 
tains a chart on the chemical and Poop bop! customers will thank you to be informed about it. Write today 


, , , , for full details and literature. 
physical specifications of stainless 


steel electrodes. FOLEY MFG. CO. 3363 nc. stH STREET © MINNEAPOLIS 18, MINN. 
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“Torchweld” equipment. 
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"FAST sevice ON i 
VEYOR PULLEYS = 
_ CONVEY : : Ss aire. en elles Corp., South Beloit, 


"A Ill.—Catalog describes line of high 
The “MER-MAID” The “RED HEAD production precision disc grinders. 


Fittings 
Aeroquip Corp., Jackson, Mich. 
Counter display and hose fitting 
kit for dealers serving light and 


| 


medium-sized business aircraft. 


Counter Tubes 
Sylvania Electric Products Inc., 
1100 Main St., Buffalo, N. Y.— 
Counter tube handbook describes 
construction, principles and appli- 
cations of decade counter tubes. 


Viny! plastic Seamless steel tubing 
Sanitary & hub types Hub type only 
Available in all sizes Available in all sizes 
Strong & lightweight General conveyor duty 
Chemically inert Completely sealed unit 
Straight or crown face Straight or crown face 
Non-toxic, tasteless No welded face seams Dressers 

Non-sparking, odorless Discs welded to rims L. Newman, 1001 24th St., Oak- 
Weather resistant Uniform surface land 7, Cal.—Catalog on tangential 
Fully machined Fully machined angle wheel dressers. 





Screw Drivers 
Magna Driver Corp., 781 Washing- 
ton St., Buffalo Oe —Catalog 
and information on counter dis- 


FOR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


ERCURY INDUSTRIES, INC. 
365 BROADWAY ® HILLSDALE NEW JERSEY play of screw drivers. 
Pulleys 

Multiple V-Belt Drive and Me- 


LUBRICATING chanical Power Transmission As- 
D E Vv i Cc £ 5 soc., 27 E. Monroe St., Chicago 3, 
Ill—Standard entitled “Welded 
© 


ie ee ee eo “ Steel Conveyor Pulleys—Recom- 
mended Load Ratings for Standard 


"°sMULTIPLEX’”’ Pulleys”. 


SIGHT FEED Band Saw Blades 
L U B R ' re A T oO R American Saw & Mfg. Co., Spring- 


field, Mass.—Specification sheet for 
Medel 377 ... 4-feed lvstrated alloy steel band-saw blades. 








@ Electric Solenocid-Operated Valve for Automatic Lubri- Heat Resistant Paint 
cation of Bearings and Journals. One to fourteen Speco, Inc., 7308 Associate Ave., 


feeds —four sizes of Reservoirs Cleveland 9, O.— Engineering 


L's aa 
wh 1s specification bulletin on Heat-Rem 
A reliable, positive, and automatic lubricating H-170, a heat resistant paint. 
device—thrifty in oil consumption—requires K f 
little or no attention. A combination of maxi- Processing Equipment 


mum convenience, wide adaptability, and low Young Machinery Co., Inc., Mun- 


WATER GAUGES price makes this a good item for volume sales. cy, Pa.—Condensed catalog of 


It is convenient to install and operate for wy wes fone ae 
oe pumps, engines, machinery, ofc. Stock them materials handling and processing 


FITTINGS for prompt service. Let us send you the com- equipment. 
.. and other Brass Products plete ESSEX catalog and make us your supply 
source for all products listed. Levels 


Columbian Vise & Mfg. Co., Cleve- 
ESSEX BRASS CORPO RATION land 4, O.—Bulletin on line of 


23500 PINEWOOD Est. 1901 P. O. BOX 4607 three “compact” aluminum levels. 
WARREN, MICHIGAN DETROIT 34, MICHIGAN 


LUBRICATING DEVICES 
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“DA” DUAL ACTION 
Superior for sanding primer surfaces 
removing gloss and taking off old 
finishes . . . the unique “‘Dual-Action” 
Air Sander creates no heat makes 
no swirls or abrasive scratches 
paper does not fill up 

It’s new on the market and there ar« 
thousands of prospects. Our Abrasiv« 
Kit for demonstration will aid you 
in selling 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 
with 
NATIONAL-DETROIT 


WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc 


ROCKFORD, ILLINOIS 


“MITY-MIDGET” 
Here’s a dependable profit maker for 
industrial distributors . . . the “‘Mity- 
Midget” orbital action Air Sander is 
the most reliable popular 
proven sander on the market. 
Powerful, light weight and vibra- 
it cuts sanding time and 
lowers costs 


tionless 
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Shapers 
Michigan Tool Co., 7171 E. Me- 
Nichols Rd., Detroit 12, Mich.— 
Bulletin Series 3000 
“Shear-Speed” shapers for rapid 
cutting of gears and other external 


describes 


forms. 


Drives 
Maurey Mfg. Corp., 2907 S. Wa- 
bash Ave., Ill._— 


Catalog on “Positive Drive” with 


Chicago 16, 


engineering and selection tables. 


Drill Speeders 
Ward-Riddle Co., Box 191, Ra 
venna, O.—Data sheet concerning 
drill speeders and gun-drilling at- 


tachments. 


Machine Tools 
Taft-Peirce Mfg. Co., Woonsocket, 
R. I.—Catalog on line of lapping 
Also: 


catalog on “Supfina” microston- 


and grinding machines. 


ing machines and attachments. 


Hand Tools 
Xcelite, Inc., Orchard Park, N. Y. 
—Bulletin on new executive-type 
tool carrying case developed for 
distributor salesmen. 


Controls 
Robertshaw-Fulton 

Calif. 

closed-loop, all-electronic process 


Controls. Co., 
Anaheim, Brochure’ on 
control systems, capacitance actu- 
ated level detection and control in- 
struments, and “Vibraswitch mal- 
function detectors. 


End Mills 
Chicago Latrobe, 411 W. Ontario 
St., Chicago—Wall chaft of sug- 
gested speeds, feeds, styles for high 
speed end mills. 


Wire Cloth 
Canbridge Wire Cloth Co., Can- 
bridge, Md.—Bulletin on various 
types and grades of industrial wire 


cloth. 


Machine Mounts 
Barry Controls Div., Barry Wright 
Corp., Watertown, Mass.—Bulle- 
tin on new horizontal-force mount, 
series RM. 


continued 





VALUED FOR 


Performance 


Consistent performance is routine for 
TM Alloy Slings. That's why distributors 
stress these mighty slings for heavy 
material handling, in all types of industry. 
They sell Taylor's brute strength... 
safe, sure-grip Tayco Hooks...and 
scientific quality control. All are reasons 
for Taylor's enviable record. Investigate 
your profit potential with TM factory- 
made Alloy Slings. Write today. 
S. G. TAYLOR CHAIN CO.., Inc. 


Plants: Hammond, Ind. 
3505 Smaliman St., Pittsburgh, Pa. 


Everything Swings 
on TM Slings 


aylor 
ade 


CHAIN 
1873 


19] 





by 


Cc. 8. MERSICK 
« (1840 





ROBUST 
DISTRIBUTORS 
TAKE A HEALTHY SWIG 


vis 
INDUSTRIAL FROM THE 
PRODUCTS 
COMPANY 


FOUNTAIN OF 


YOUTH 


DILLON 


To keep a business active and profitable for 120 years takes a lot of knowledge- 
able doing. Just ask the management of Alamo Iron Works. 

As a matter of fact, ask any of the Distributors whose new Donnelley-built 
catalogs are shown here—the youngster in the bunch has been in business 25 
progressive years. 

Maybe there is no such thing as a Fountain of Youth, but these six firms 
know that there are good sales-building substitutes. One of these sales builders 
is a carefully-engineered, properly-used Donnelley catalog. 

Whether your business is newly started or well established, find out for 
yourself how a Donnelley catalog will help you with solid sales that. repeat 
and repeat. Please write or call us, and an experienced Donnelley catalog 
merchandiser will be there in a flash to tell you all about it. And no obligation 
to you, of course. 

Catalog Compiling Department 
THE LAKESIDE PRESS 
R.R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16, CAlumet 5-2121 
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Valves 
Atlas Valve Co., 280 South St., 
Newark, N. J.—Catalog sheet on 
Type F and FS pressure reducing 
valves for use with steam, water, 
gas, air. 


Hose 
Aeroquip Corp., Jackson, Mich. 
Bulletin listing 112 liquids and 
gases, and serving as guide for 


proper hose selection. 


Steel Shelving 
Columbia-Hallowell Div., SPS Co., 
Jenkintown, Pa.—Brochure on 
lease plan covering steel shelving, 


work benches, office furniture. 


Valves 
American Valve Mfg. Co., Man- 
hasset, N. Y.—Catalog on line of 
iron body bronze mounted valves 
and accessories. 


Safety Glasses 
Sellstrom Mfg. Co., Palatine, Ill. 
Catalog on eye and face protec- 
tion products and accessories. 


Sprockets 
Link-Belt Co., 


Chicago—Book listing stock sizes 


Prudential Plaza, 


of cast-tooth sprockets. 


Stay Wire 
Riverside-Alloy Metal Div., H. K. 
Riverside, N. J. 


Folder on box stay wire. 


Porter Co.., 


Pumps 
Aurora Pump Div., New York Air 
Brake Co., Aurora, Ill.—Bulletin 
on vertical single-stage split case 
centrifugal pumps. 


Slings 
Jones & Laughlin Steel Co., 3 
Gateway Center, Pittsburgh — 
Brochure on line of alloy chain 


slings, rings, links, and hooks. 


Welding 
McKay Co., Pittsburgh—Manual 
on the welding of stainless steel, 
with data on types of electrodes 
and wires available for different 
steel types. 


continued 
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Casters 
Faultless Caster Corp., Evansville, 
ind.—Folder on line of casters for 
industrial requirements. 


Twist Drills 
Champion Twist Drill Co., 25 War- 
ren St., New York, N. Y. 


list on high speed twist drills. 


Price 


Screw Conveyors 
Sprout, Waldron & Co., Muncey, 
Pa.—Bulletin on standard and in- 


dustrial gas-tight screw conveyors. 


Fasteners 
Holub Industries, Sycamore, Ill. 
Mailing piece on wiring tools and 


screw anchor fasteners. 


Couplings 
Dodge Mfg. Corp.,Mishawaka, Ind. 
Bulletin on two new types of 
“*Para-flex” flexible cushion coup- 
lings, one for high speed, other for 
attachment to flywheels of internal 


combustion engines. 


Precision Equipment 
National Broach & Machine Co., 
Detroit “Red 


Ring” gear inspection machines. 


Catalog on new 


Filters 
Cuno Engineering Corp., Meriden, 
Conn.—Catalog on line of “Auto- 
Clean” filters. 


Fittings 
Cobra Metal Hose, Chicago—Cata- 
log on flexible metal connectors in 


carbon and stainless steel. 


Power Transmission 
Brammer Corp., New York, N. Y. 
Folder on “Vari-Speed” trans- 


mision belt. 


Adhesives 
Permacel, New Brunswick, N. J. 
Folder on specialty adhesives, 
sealants, and tapes for heating and 


air conditioning industry. 


Motors 
Century Electric Co., St. Louis, 
Mo.—Bulletin on squirrel cage in- 
duction motors. 
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BIG SHELF 
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ALWAYS IN READY SUPPLY 


SPEED REDUCERS 


Wide range of worm gear speed 
reducers. Vertical and horizontal 
units. Single and double reduc- 
tions; ratios 5:1 to 3264:1 for 1/30 
to over 11 HP input. High pressure 
angie gearing, heavier output 
shafts and steep angie bearings. 
Fin cooling where required. 


PROVEN PRODUCTS 


STOCK GEARS 


Complete line of stock gears: Spur 
Gears and Pinions, Miter, Bevel, 
Worm Gears and Worms. Also, 
gears made-to-order to your cus- 
tomers’ specifications. 


CUSTOMER SATISFACTION 


SPROCKETS AND CHAINS 


Cut Cast iron and Steel Sprockets 
for light or heavy-duty drives—in 
stock. Special sprockets to order 
per your customers’ specifications. 


RAPID TURNOVER 


FLEXIBLE COUPLINGS 


5 types—nearly 100 different sizes. 
Available in iron or aluminum. For 
any drive up to 500 HP at 100 RPM. 
Each has only 3 parts—requires no 
adjustments or lubrication. 


TOP PROFIT LINE 
UNIVERSAL JOINTS BS 














DISTRIBUTOR 
OPPORTUNITIES 


Bone 


COLLARS (lm 
© PILLOW BLOCKS 


TERRITORIES AVAILABLE = 
Bond's marketing program works — 
for you to create sales. Write today 

to learn how off-the-shelf sales get 


Mecy « 





NOW! MAKE YOUR 
OWN V BELTS WITH 
JUST A SCREWDRIVER! 


No expensive tools, jigs, 
or applicators needed! 


Perforated 


Ss . —— 
<> a" 
* & ) Belting 


Buy your V Belts by the 
foot . . . at much lower 
cost! 


Available in sizes 
Os A-8<€ 
Fits standard sheaves 
e 
Greater horsepower, less 


vibration, less stretch, 
and longer life. 


Catalogs and Samples available 


Rockwood Pulley Mfg. Co. 
20 CROSBY STREET 
NEW YORK 13, N. Y. 





| Twelfth 


| & Engineering Show, International 





Dates to Remember 


Jan. 10 


Annual Meeting. Hoist Manufactur- 
ers’ Association, Statler Hilton Hotel, 
Cleveland. 

Jan. 11-12 

ASTME, Seminar on Quality Control, 
Chase Park Plaza, St. Louis, Mo. 
Jan. 16-19 

Instrument Society of America, In- 
strument-Automation Conference & 
Exhibit, Sheraton Jefferson Hotel, 
Kiel Auditorium, St. Louis, Missouri. 
Jan. 17-19 

Winter Instrument-Automation Con- 
ference & Exhibit, Instrument Society 
of America, Sheraton-Jefferson Hotel, 
Kiel Auditorium, St. Louis, Mo. 

Jan. 19-21 

Southern Industrial Distributors As- 
sociation, Annual Mid-Year Meeting, 
Palm Beach Biltmore, Palm Beach. 
Fla. 

Jan. 23-26 


Amphitheatre, Chicago. 
Jan. 23-27 
Field Sales 


(South Central), National Sales Ex- 


Management Institute 
ecutives International, Chase Hotel, 
St. Louis. 

Feb. 6-7 

Broadmoor Conference, Rocky Moun- 
tain Association of Distributors. 
Broadmoor Hotel, Colorado Springs, 
Colorado. 

Feb. 12-13 

Western States Distrib- 
utors’ Association Conference, Hotel 


Industrial 


Fairmont, San Francisco. 


Feb. 13-17 
Field Sales Institute 


Sales 


Management 
National 
Sheraton- 


(East Central). 


Executive International, 


Cleveland Hotel. Cleveland, Ohio. 


Feb. 22-24 

Pacific Coast Show. Material Han- 
dling Institute, San Francisco, Cali- 
fornia. 

Mar. 8-10 

llth Annual ISA Conference on In- 
strumentation for the Iron and Steel 
Industry, Roosevelt Hotel, Pittsburgh, 


Pa. continued 





Annual Plant Maintenance 





UN 


Nuts and Bolts... 


IT PAYS TOBE 
PARTICULAR 





It's just good business 

to handle the line that 

offers all these assets: 

a century old 

reputation for unquestioned quality 
... products properly priced, 
aggressively promoted, protectively 
packaged. In short, the Clark line. 


, 100 








We want 
distributors who 
are solid, sound 

businessmen... 

with live wire, 

locally respected 

organizations. And 

there are still some Clark 
distributorships available to high 
caliber organizations in 

selected areas. 











If you'd like to investigate 
the possibilities, write 

for full information 

and prices on the 
complete Clark line. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 
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Mar. 21-30 

139th National Meeting, 
Chemical Society. St. Louis, Missouri. 
Apr. 5-7 


Spring Meeting, Central Supply As- 


(American 


sociation, Palmer House. Chicago. III. 
Apr. 17-21 

Field 
(East Coast), National Sales Execu- 


Plaza 


Sales Management Institute 


tives International. Barbizon 


Hotel. New York. 
Apr. 17-21 


12nd 
ing Exposition of the American Weld- 
ing Society. Commodore Hotel. N. Y. 
Apr. 30-May 3 

Annual Meeting. Chamber of Com- 
merce of the United States. W ashing- 
ton. D. A 

May 9-11 

Eastern States Show. Material Han- 
dling Institute, Philadelphia, Pa. 
May 23-25 

Annual Triple Industrial Supply Con- 


Hall, Atlantic 


Annual Convention and Weld- 


vention, Convention 


City. New Jersey. 


No More Rummaging 
Through Stacks of Drills 


Used by industrial plants, hordwore stores, stock 
rooms. The entire stock of drills can be seen at a 
glance. Compartments with rounded bottoms hold 
dozens of drills. Huot's built-in inventory system 
does away with cost sheets. 142” long, 74%" 
high, 74” deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills . . . 
(2 for Numbered Drills . . . 
#3 for Lettered Drills 


. $18.00 
. $21.00 
- $18.00 


By the 
makers of 
HUOT 
DRILL 


HUOT MANUFACTURING CO. B7*7,5 3" 


Write for Bulletin 
551 No. Wheeler Street @ St. Paul 4, Minn. 
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New Lines taken on 
by Distributors 


Parker Hannifin appointed the fol- 

lowing five distributors: 

¢ Haynes-Orwick Products Co. 
Rockford, Illinois 

¢ Air-Oil Power Inc. 
Jacksonville, Florida 

¢ CSE Industries Inc. 
Warwick, Rhode Island 

¢ Transmission Products Inc. 
Richmond, Virginia 

¢ Ebbert & Kirkman Inc. 
Birmingham, Alabama 

Vascoloy Ramet appointed five new 

distributors: 

* Barrett Haentjens Sales Co. 
Hazleton, Pennsylvania 
W. C. Chapman & Sons, Inc. 
Baltimore, Maryland 
B. L. Montague Co., Ine. 
Sumter, South Carolina 
The Welles Supply Co., Inc. 
Elmira Heights, New York 
Continental Emsco Co. 


Dallas. Texas 


The Industrial Shoe Machinery Corp.., 
Mass.. 
franchised distributor 

Works industrial 
Northern New England. 


Roxbury. was appointed a 
for Corning 


Glass heaters in 


Co., Zanesville. Ohio 
was named an authorized stock-car- 
rying distributor for the Jeffrey Mfg. 
Co. 


Goss Supply 


Flack-Pennell of Flint, Inc., Flint, 
Michigan, was appointed a distribu- 
tor of Chain Belt Company products 
in the Michigan counties of Genesee, 


Lapeer and Shiawassee. 


{ssociated Industries, Inc., Wichita. 
Kansas was appointed a distributor 
for Johns-Manville in the 


Kansas. 


state of 


Inc., At- 
lanta, Georgia, was appointed sales 
Bux 
North 


Carolina, Tennessee, Georgia, 


Price-Fleury-Armstrong, 


Magnetic 
& South 
Ala- 
bama, Mississippi, Florida and east- 


representative for 


Products, Inc.. in 


ern Louisiana, 





Color-coded, 
shockproof, 
firm-grip, 
plastic handie 


High carbon steel 
shaft . . . nickel 
or chrome finish 


5 types: Regular, 
hollow shaft, 

extra long, stubby, 
midget (pocket clip) 


19 sizes: Precision 
fit, cold drawn, 

case hardened 
sockets. .. ¥,” to 4%” 


Bench stand and 
lockable wall rack 
sets also available 


Xcelite 
Nutdrivers 
give the 
precise fit, 
reach, 

and torque 








INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. . ORCHARD PARK, N. Y 
Canada: Charles W. Pointon, Ltd., Toronto, Ontario 
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[REPEAT | 
| REPEAT 
| REPEAT 


BUSINESS COMES YOUR WAY... 
when you handle the Desmond 
line, backed by selling ads like 
this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 

RES SI I OE NS 


| DRESS | 

JABRASIVE BELTS] 
FOR 30% 

LONGER LIFE 


Unique Desmond Beltbrasive® 
dressers increase abrasive 
belt life 30% or more... give 
you ‘‘new’’ surface efficiency 
throughout belt life. Patented 
dresser quickly cleans out loaded 
belts, drums or discs on metal, 
wood or plastic jobs. One light 
pass when belt begins to load is 
all you need. Typical model costs 
less than $7. Ask your Desmond 
distributor. 

| The only complete line of 


grinding wheel dressers and cutters 


|Desmond 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 





Manufacturer’s 
Appointments 


STEVE G. SUTTON was appointed 
manager of public relation, The Jef- 
frey Mfg. Co. 
Rosert C. Reesk was appointed 
supervisor of product engineering for 
plant equipment products of Corning 


Glass Works. 


Emit F. PesLak was appointed vice 
PI 

manufacturing by 

Divi- 


president of 


American Standard Industrial 


sion. 


Curtis R. HAMMOND was appointed 
commercial vice president-market de- 


velopment for Raytheon Co. 


GERALD GIVEN jointed the sales pro- 
motion staff of Ridge Tool Co. 
\nTHUR D. CHARBONEAU was ap- 


pointed sales promotion manager for 


Hy dro-Line Mfg. Co. 


Joun H. 


pointed plant manager of Akron In- | 


dustrial products operations of The 
Goodvear Tire & Rubber Co. 


W. G. HILL was appointed chief en- 
ginee! of W ilkerson ( orp. 


S. WILLIAM STOUFFER was appointed 
main- 


Steel 


construction and 
Jones & 


director of 
tenance for Laughlin 


Corp. 


Witspur Hurr was appointed to the 
and development staff of 
Division. H. K. 


( ompany. Ine. 


research 


Thermoid Porter 


WitLiam E, 
comptroller of the industrial products 


GLASON was appointed 
evroup, Crane Co. 


\. CLirrorD THORNTON was elected 
to the newly created corporate posi- 
tion of vice president-personnel of 
the y ale & Towne Mfg. Co. 

Joun M. HENSKE was appointed 
manager of the chemicals department 
of The Dow Chemical Co. 





GERSTENMAIERKR Was ap- | 





... the prestige line 
that’s in demand! 


Progressive 
distributors select 


>” 


DARNELL 


CASTERS & WHEELS 


for increased 
sales and profits 


TYPES AND SIZES 
to meet all needs of industry 


There is a type of Darnell Caster or 
Wheel for every kind of use and 
floor. Made for light, medium and 
heavy-duty service, you are sure to 
find in the Darnell line the exact 
caster or wheel to meet your indi- 
vidual requirements _. . 


lone 
CASTER | 
WHEEL 
MANUAL | 


Write today for specific information on 


the opportunities offered to industrial 
supply organi zations 


36 NORTH CLINTON ST., CHICAGO 6, ILi. 
1000 PEACHTREE N. E., ATLANTA, GA. 
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HARRISBURG 
COUPLINGS 


Harrisburg Seamless Steel 
Pipe Couplings are manufac- 
tured to A.P.I. and A.LS.I. 
specifications for petroleum 
and other The 
Harrisburg developed pro- 


industries. 


cess assures uniformity of 
threading unsurpassed in ac- 
curacy of form, height, angle 
and lead. Order the best — 
order Harrisburg couplings. 


More than o Century in Harrisburg 18, Pa 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
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Obituaries 





Frank Hereford, 
Murray-Brooks, Inc. 


Frank L. Hereford, 63, former presi- 
dent of Murray-Brooks, Inc., Lake 
Charles, Louisiana, and a director of 
the supply division of Republic Steel 
Co. died, October 29, 1960. 

Mr. Hereford had retired from ac- 
tive participation in local civic af- 
fairs about eight years ago but at 
one time was president of the Lake 
Charles Association of Commerce. 
He was a former president of the 
Lake Charles Golf and Country Club. 

During WW II he was first direc- 
tor of the Third District of the Sup- 
ply Division for Petroleum for the 
war effort at Houston, Texas. He then 
went to Washington, D. C., 
tional director. 


as na- 


A native of Baton Rouge, he was 
educated in public schools there. He 
entered Murray-Brooks as a young 
father as 
president and general manager in 
1920. 


The firm, which operates in Louisi- 


man and_ succeeded his 


ana, Texas, Mississippi and Florida, 
was sold to Republic Steel in 1958, 
but Mr. Hereford continued as presi- 
dent and was named a director of 
the steel firm’s supply division. 

He is survived by his wife, Mrs. 
Marguerite Roussel Hereford of Lake 
Charles and Temple Hill farm, Va.: 
a son, Dr. Frank L. Hereford, Jr.. 
Charlotteville, Va.: four 
children: his mother, Mrs. 
Hereford of Memphis. Tenn. 


grand- 


Robert 


E. L. Reichle, 
Reichle Supply Co. 


E. L. Reichle, one of the founders 
of Reichle Supply Co., Saginaw, 
Michigan, died November 15. 

Mr. Reichle was the father of Wai- 
ter A. 
the Central Supply Association. 

Mr. Reichle is survived by his 
widow, a daughter and his son. Wal- 
ter A. Reichle. 


Reichle, a past president of 


continued 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


Selling Veelos quality 


iS aS easy as 
+ —- xX + 
(and it’s profitable, too) 


Add up the benefits. When 
your customer installs 
Veelos v-belts on his drives, 
he gets many plus values— 
adjustability; low inven- 
tory investment; instant 
availability from stock 
reels; vibration-free opera- 
tion; constant, full-power 
delivery; no obsolescence 
of spare v-belts. 


Subtract the disappoint- 
ments. Inferior products 
invite disappointments. 
Your customer will avoid 
costly machine downtime 
when he uses genuine 
Veelos. Veelos is priced 
right—and its quality is 
disappointment-proof. 


Multiply the satisfaction 
and savings that go with 
Veelos quality—they’ll 
multiply your customers! 


Divide the initial cost over 
longer, trouble-free service 
life. Your customer will 
soon realize the many 
money-saving advantages 
that only genuine Veelos 
quality provides. 


I’ll be glad to send you a little folder 
that explains in detail why selling 
Veelos quality is as easy as + — xX 
+. If you would like a copy, just 
drop me a note asking for it. 


VEELOF) 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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EWAIN'S 
TL: 


TAPES 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


BELT 
HOLSTER 


- 


CLIPS ON BELT! 


Now, Evans gives p 
industry more big sav- 

ings in measuring tapes! 

Greater convenience and perform- 
ance — with no increase in cost! 
Your customers will see it in our big- 
space ads in industrial, purchasing, 
hardware and consumer publica- 
tions — and they'll want it! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced, vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 
in individual gift 

package. 


Send for illustrated 
folder #5807. 


RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 





Louis $. Beale, 
Wirebound Box Mfr's Association 


Louis S. Beale, 71, secretary-treasurer 
and manager of the Wirebound Box 
Manufacturers’ Association, died No- 
vember 10. 

Mr. Beale had been with this as- 
sociation since 1941. 

He was nationally prominent in the 
trade association management field. 
having served as director and vice 
president of the American Society of 
Trade Association Executives, chair- 
man of the Manufacturing Trade As- 
sociations Group of the National In- 
dustrial affiliate of the 
National of Manufac- 
turers, and president of the Associa- 


Council. 


Association 


tion Executives Forum of Chicago. 

Mr. Beale is survived by his wife, 
Lois Parker Beale, to whom he had 
been married over 48 years, a son, 
Terry. who lives in Decatur, IIl., and 
a sister, Mrs. Edgar Oakes of Cald- 
well, Idaho. 


A. T. Galbraith, 
Crucible Steel Co 


A. T. Galbraith, 76, former vice presi- 
dent and director of the Crucible 
Steel Co. died October 19. 

Mr. Galbraith was born in Brook- 
line, Mass., and was graduated from 
Rensselaer Polytechnic Institute in 
1906, 


with Halcomb Steel Co., Syracuse. 


when he became associated 

When that company was merged 
with the Crucible Steel Co. he be- 
came general sales manager of the 
new corporation. He subsequently 
was elected vice president and direc- 
tor, and he held both positions for 
30 years until his retirement seven 
years ago. 

During WW II, Mr. Galbraith 
served on the War Production Board. 
He was a member of the American 
Iron & Steel Institute and the Ameri- 
can Society of Metals. 

He is survived by his widow, Kath- 
ryn, two sons, Alexander and Rob- 
ert, both of Houston, Texas: two 
daughters, Mrs. Jane Bourke of 
Wilkes-Barre, Pa., and Mrs. Ralph 
Lewis of Hartsdale, N. Y.. and seven- 
teen grandchildren. 








{Want Your 
PORTER CUTTER 


Sales to Climb ? 


y 


Sell the 
Complete Line of 


‘. 
. 


‘+ PORTER 
'\\) CUTTERS 


Why sell just three or 
four numbers? Your 
sales will go up if you 
will sell the complete 
line of PORTER CUTTERS. 
Over 100 different sizes 
and models so there is 
a ‘‘right’’ cutter for 
each and every metal- 
cutting job! Sell more 
cutters to take care of 
your customers’ every 
cutting requirement 
whether it is for — 
Close or Fiush Cuts — 
General Cutting — Spe- 
cial Position Cutting — 
or one to cut — and 
cut better — all these 
metals... 


BOLTS + RODS + WIRE + SCREWS + RIVETS 
SOFT STEEL + HARD STEEL 
FLAT BARS + CABLE + WIRE ROPE 
CHAIN REINFORCING RODS + STEEL STRAPPING 
CAPACITIES with PORTER HAND TOOLS 
Soft Metals Up To %” + Hard Metals Up To 5e” 
CAPACITIES with POWER OPERATED TOOLS 
1%” Rods and 22” Soft Cable 


Take your first step to 
more sales with the 
complete PORTER line! 
Next time the PORTER 
representative stops in 
ask him to tell you 
about the full line . . . 
or write for catalog of 


am KP, 


H. K. PORTER, Inc. 


Somerville 43, Mass 
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TALK OF THE TRADE 


Reports and Comments on Industry’s Personnel from the Lighter Side 





Eyebrows were raised querelously 
by a surprised mail clerk at the Mill 
& Factory Supply Co., in Toledo, 
Ohio, one day when she came across 
one particular 

item of mail 

which she im- 

i mediately 

t<Z—~ brought to 

st | >< the attention 


~ BES of Ralph Para- 


chek, 


der nt, Phir shared her curiosity upon 


presi- 
seeing who had sent it. It was The 
Katimawo International Trading Co.., 
of 40 Olushi Street, Lagos, Nigeria, 
Africa and the correspondent wrote: 
“We beg to appeal to your highly 
authority that we are indebted to your 
name and address to the Hitchcock’s 
Machine Tool Directory, U. S. 
American here, which highly recom- 


and 


mended your esteemed house as 
dealers in all kind of Bakery Bread 
Roll Moulders Machine. . .” 

All of which was quite astonishing 
1. Hitch- 
manufacturers of 
Mill & 
Factory is not listed in Hitchcock’s; 
3. Mill & Factory Supply has no sales- 
man in Nigeria or, as Ralph puts it: 


to Ralph on several counts: 
cock’s doesn’t list 


specialized machinery; 2. 


“We don’t expect our man to get into 
this territory for some time; at least, 
1. Mill & 
doesn’t handle bakery ma- 
All right, Ralph, we handed 


over to interested 


we surely hope not.” and 
Factory 
chinery. 
the “hot prospect” 


part ies. 


There might be some connection 
between the above item and what we 
have to report next, but we doubt it. 
Probably just one of those coincidents 


But Frank M. 


Indiana Manufacturers Sup- 


and nothing more. 
Cruger, 
ply Co., Indianapolis, was in Africa 
about this time. As a member of the 
U. S. Dept. of Commerce Trade Mis- 
to East Africa, Frank had a 


sion 


chance to inquire into procurement of 
maintenance, repair and operating 
supplies by industry there. Probably 
West Africa. 


Nairobi, Kenya, Frank wrote; “I am 


never got to From 
running into some rather enlightening 
methods of doing business in our type 
of industry and I hope some day, 
after I’ve covered this entire area, to 
give you a first hand idea of just how 
our opposite numbers operate in 
Africa.” Welcome, Frank, let’s have 
it. Frank cites Gailey & Roberts, Ltd., 
“substantial industrial 
with 
branches throughout East Africa with 
D. R. Thompson as sales manager. 
He also spoke to Madatali A. Shariff, 
Alibhai Shariff & Sons, 
showed 
American industrial products, some 
of which he had handled 
World War II. 


Nairobi. as a 


distributor” about a dozen 


director. 


Nairobi. who interest in 


before 


Apropos of our feature article “Ad- 
vertising and Sales Promotion Sur- 
vey” in this issue, we’ve got something 
We have another offer 
you have been in- 


more for you. 
to make in case 
spired to do something about your 


own advertising and sales promotion 








“If only she came equipped with a shut 


| off valve!” 








to bring it to effectiveness. This is a 
little 16-page booklet titled “The 
Effective and Profitable Use of 
Industrial Direct Mail Advertising” 
published by the Direct Mail Division 
of the McGraw-Hill Publishing Com- 
pany. With our customary largesse, 
we'll send you one free if you drop a 
A. W., Industrial Dis- 
330 West 42nd Street, New 
That is all. 


note to J. 
tribution, 


York 36. 


Togetherness may be all right for 
some people but Sam Clark, Jr., may 
have some misgivings about it these 
days. 
he was playing 

golf without 

his dad, Sam 

Clark, Sr., 

president 

(Samuel Har- 

ris & Co., Chi- & 

cago,) at the Westmoreland ‘Country 
Club and, on the last 11 holes, young 
Sam uncorked four birdies and seven 
pars which gave him a 33 for the back 
He was promptly fired by “old 
rehired the 


One day 


nine. 


man Sam.” but next 


morning. 


Add another distributor to those 
whose outside interest is in education. 
He is John W. Newton, president of 
Norvell-Wilder Beau- 
mont, Tex., who goes far and wide 
on behalf of the advancement of 
education. Recently he attended a 
national conference for the advance- 


Supply Co., 


ment of U. S. educational systems in 
Seattle and inspected the East-West 
Center at the University of Hawaii for 
cultural and technical interchange be- 
tween peoples of the Occident and the 
Orient. He is a member of the Asso- 
ciation of Governing Boards of State 
Universities, of the Texas A. and M. 
board of regents and vice chairman 
of the committee of governing boards 
of Texas state colleges. J.A.W. 
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Your customers know that blue chip lines flock to- 
gether with blue chip industrial distributors. And, 
in a blue chip file line, the more than 6000 Nicholson 
or Black Diamond files are all birds of the same 
uniform top quality. 


Your file line is nationally promoted to open 
doors for you, to get you inside where you can do 


FEATHER... 


your selling job. Take advantage of this promotion. 
Files are basic tools to industry, requiring regular 
replacement... mention them first on your sales 
calls and start with an order. 


Point out to your customers that top-quality 
birds do flock together—you and Nicholson or Black 
Diamond files. 


8 NICHOLSON SS 





Sell industry's new standard of quality... 


x Thermo-Forged 


hi - 


si *U. S. Patents 2,901,583 and 2,953,794 


hta| 


| 
4 
—- 
1 
4 
—<_ 


Your customers are buying quality these days. 
They know quality means profit ... because 
quality costs less in the long run. As a Holo- 
Krome distributor you’ll find it easy to sell 
the unmatched quality of THERMO-FORGED 
socket screws... and increase your own profits 
at the same time! 


If you are not already a Holo-Krome distrib- 
utor, find out today if your territory is open. 


*Trademark of the Holo-Krome Screw Corp. 


HOLO-KROME’S FAMOUS 
HOLO-KROME 
UTR socuey sce 
SOCKET SCREWS 
SOLD ONLY THROUGH AUTHORIZED HOLO KROME DISTRIBUTORS 


ON STA AR ATA G ITEMS 
STANDARD CATALOG ITEM THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN, 





